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Top Cars 


New-car registrations for four 
months plus 29 states for May: 


1955 Pos. Make 1954 Pos. 
1—520,158 Ford 463,232— 2 
2—504,807 Chev. 467,043— 1 
3—270,013 Buick 177,103— 3 
4—242,742 Plym. 151,059— 4 
5—205,251 Olds. 126,086— 6 
6—186,064 Pontiac 127,874— 5 
7—121,335 Mercury 109,688— 7 
8—105,545 Dodge 55,994— 8 
9— 61,503 Chrysler 41,430— 9 

10— 54,747 Cadillac 35,834—10 

11— 44,976 DeSoto 30,102—13 

12— 37,800 Stude. 35,395—11 

13— 31,015 Nash 30,358—12 

14— 18,246 Packard 17,893—14 

15— 16,247 Hudson 11,980—16 

16— 10,474 Lincoln 13,973—15 
i7— 3,377 Willys 6,766—17 
18— 677 Kaiser 3,301—18 

14,053 Misc. 9,211 
Total All Makes 
2,449,030 1,914,322 


Further details on Page 36. 





Push for Volume 
May Rule Out 
2nd-Half Slump 


Active Period Ahead 
With Stocks at Peak, 
Early 56 Debuts 


By Robert M. Lienert 
Associate Editor 
oe is the Fourth of July— 
traditionally a turning point in 
the retailing of both new and used 
cars. 

This year July 4 is no excep- 
tion, but today’s turning point is 
one of different nature and of 
new qualities. 

In recent years this summer holi- 
day has signalled slumping sales, 
which kept tapering off until new 
models made their debut in late 
fall or midwinter. 


* * * 


worse World War II, the ar- 
rival of July 4 meant that no- 
sale dog days were sure to follow. 
It was a good time for salesmen 
to go fishing. 

This year July 4 marks only a 
day for a brief pause — when 
dealers can pull up for a 
breather, take stock of the situa- 
tion and plunge into the last half 
of the year. 

The final six months of 1955 will 
differ completely in character from 
the first half of the year, as far as 
new-car sales are concerned, al- 

(Continued on Page 4, Col. 1) 





ASHINGTON.—NADA has 
taken steps to make available 
a booklet designed to sell the new- 
car customer on his dealer, the 
man who sold him his auto. 
Entitled “Yes Sir, She’s Our 
Baby,” the 16-page folder, which is 
keyed by song titles, tells about the 
make-ready service, the warranty, 
the service shop, the value of regu- 
lar checkups, the importance of 
the dealer to the community and 
why the new-car dealership is the 
preferred source of automotive 
service and used-car purchases. 
Under “Don’t Let the Stars Get 
in Your Eyes,” the customer is 
told to beware of “bargain base- 
ment service specials,” and adds, 


‘Yes Sir, She’s Our Baby’ 


NADA Offers Booklet to Tell Customers 
The New-Car Dealer’s Story 


As Car Production Pace Holds High ... 


TECHNOLOGY DEPT. 


Makers Start Bonus ‘Stimulators’ 


660,000 Cars 
Due in July 


June’s 649,000 Total 
Tops Any °54 Month 
Despite Strike Wave 


By Martin L. Whitmyer 
Staff Writer 


_ industry observers have 
been looking for a downturn 
in production, present indications 
do not point that way. 

Both Ford and General Motors 
appear to be striving to make up 
production losses brought on by 
wildcat strikes and parts shortages 
during June. As a result observers 
predict an upsurge in car output in 
July. 

Estimates at the present time 
piace July schedules in the neigh- 
borhood of 660,000 cars, or slightly 
more than the estimated 649,147 

cars assembled during strike- 
riddled June. 


Despite the fact that both GM 
and Ford were hampered by labor 
troubles during the month, car out- 
put for June was still higher than 
for any month of 1954. Top output 
month last year was December’s 
641,672 cars. 


* * * 
T ALSO was the labor difficulties 
at Ford and GM that prevented 


Nance Sees Gains; 


GM Irks Senate 


ASHINGTON. — There is no 

monopoly in the automobile 
business, James J. Nance, presi- 
dent of Studebaker-Packard Corp., 
last week told the antitrust and 
monopoly subeommittee of the Sen- 
ate Judiciary Committee. 


Nance expressed confidence 
that the smaller producers could 
regain the 10 percent slice of the 
car market which historically 
was theirs until two years ago. 


Meanwhile, Democratic Senators 
lashed out at the refusal of Gen- 
eral Motors to testify before the 
subcommittee. 


Nance appeared before the sub- 
committee to discuss the effects of 
mergers in the auto industry, and 
his testimony made it clear he be- 
lieved that consolidations had im- 

(Continued on Page 42, Col. 4) 


“Remember, no automobile is bet- 
ter than the dealer who sells it.” 
The tax picture is told under 
|“More Than You Know” which 
|points out: “Just about 28 cents 
|}out of every dollar you paid for 
|this car represents Federal, state 
|and local taxes!” 

Printed on the inside back cover 
is the code of ethics of NADA and 
on the facing page under “Friend- 
ship” the customer is told that his 
patronage is “important to every- 
body” and a message that the deal- 
ership is “eager to give you every 
consideration, the benefit of every 





doubt. With us, service is more 
than a word, it is a creed.” 
Walter M. Kiplinger, NADA di- 
(See NADA, Page 4, Col. 1) 





the second quarter from being the 
peak output quarter in the history 
of the industry. 

Unofficial figures show that 
U. S. makers assembled 2,127,976 
cars during the second quarter of 
this year, or just 1,534 units short 
of the alltime record of 2,129,510 
cars built during the first quarter. 
Prior to this year, the alltime 
high was the 1,892,622 cars assem- 
bled during the third quarter of 
the record production year of 
1950. 

Unofficial tabulations show that 
two records were established dur- 
ing the second quarter. 

1. A new car-truck production 
total of 2,505,693 units, surpassing 
the old high of 2,393,290 cars and 


ot 


of Ted's Motors (DeSoto-Plymouth) in St. L 


Dealers Push Carnival Sales T ctics—\ \ ' 


As the model cleanup approaches, many\dealers_¢ 
tactics. An unusual example of the techniqu 


trucks built during the first quar- 
ter. 

2. A new high of 2,678,224 cars 
and trucks built by combined U. S.- 
Canada operations, surpassing the 
old high of 2,505,736 units erected 
during the first quarter. 

* * + 
UTOMOTIVE NEWS estimates 
also show that a new record 

was established with the erection 
of 4,257,486 cars during the first 
half of this year. That is 20 percent 
higher than the 3,559,026 cars as- 
sembled during the second half of 
1950, and 44 percent more cars than 
were produced during the first half 
of last year. 

Another six-month record was 
the assembly of 4,990,884 cars and 

(Continued on Page 44, Col. 3) 





Bushing sales with carnival 
Being used is the traveling salesroom 
ovis. The trailer is hauled to various loca- 


tions in St. Louis, with advance ballyhoo heralding its arrival. Salesmen carry battery- 


powered hand loud speakers. The trailer is 


wired for sound and music. Story, Page 43. 


‘High-Balling’ Condemned, 
But Practice Spreads 


By Joseph M. Callahan 


Staff Writer | 


QNE of the worst problems con- 
fronting metropolitan dealers 
these days is “high-balling,” and 
many dealers feel that it’s time 
that something is done about this | 
shady practice. 

High-balling is the tactic of giv- 
ing a shopper a car price that is 
$100 to $200 below the car’s actual 
selling price. Then, when the cus- 
tomer comes back, the salesman 
explains that he forgot to include 
several items in the price or that 
“the sales manager won’t approve 
unless I get $100 more.” 

Some dealers and salesmen feel 
that high-balling is their only 

defense against buyers who shop 
every dealership in town in an 
effort to knock every cent of 
profit out of auto retailing. 

The implication is, “Since John 
Q. Public isn’t being sincere with 
us, why should we be sincere with 
him?” 

* » * 
Was agreeing that some de- 
fense is needed against the 
shopper, many dealers feel that 
high-balling is fundamentally 
wrong and therefore will prove to 
be bad for business in the long run, 





| and probably, in the short run, too. 

“You can talk all you want about 
unethical ads, big discounts and 
bootlegging,” said one Detroit 
dealer, “but the thing that is hurt- 


| 
| 


(Continued on Page 8, Col. 1) 





ing the auto retailing business the | 


Incentives Tied 


To Peak Sales 


Many Dealers Object 
To Base Period, 
‘Low’ Unit Amounts 


a auto dealers approaching 
the biggest model cleanup in 
history, two of the Big Three man- 
ufacturers— Ford and Chrysler — 
have stepped in with bonus plans 
based on performance this year. 

AvuToMoTiveE News estimates put 
new-car stocks in the field of 841,- 
853 on June 1. 


The bonuses appear designed 
to stimulate sales rather than to 
help dealers clear out inventories, 
since Ford division is still pro- 
ducing cars at a record pace— 
more than 33,000 units last week - 
—and Chrysler Corp. is schedul- 
ing high production for July. 

Many dealers were somewhat 
critical of their bonus plans this 
year. They say the plans are based 

on quotas established in the first 
five to six months when sales were 
at a record pace which few dealers 
feel capable of maintaining. 
* *” * 

—. is the bonus plan set up 

by Ford Motor Co. for its deal- 
ers: 


Pct. of Quota Bonus Per Unit 


Ford Mercury Lincoln 
60 to 74.......$ 25 $ 30 $ 75 
75 to 89........ 50 60 150 
Over 90 ...... 100 125 250 


Here is the bonus plan for Plym- 
outh and Dodge dealers: 


Pct. of Quota Bonus Per Unit 

Plymouth Dodge 
35 to 44........ $ 25 $ 35 
OF SE Sie cccssesascccssuaeen 50 65 
Over 55 15 100 


The bonus plan for Chrysler divi- 
sion is simply a flat bonus for every 
unit sold at retail between June 21 
and Sept. 30. It amounts to $25 for 
a Windsor, $50 for a New Yorker, 
$90 for an Imperial and $125 for an 
Imperial Newport. 

* x * 
CCORDING to dealers, the Ford 
quota is a somewhat arbitrary 
figure based roughly on what the 


| dealer sold in the first half of 195§ 


plus what the “planning potential” 
is in his area for 1955. 

Several dealers said the Ford 
plan offered them a target to aim 
for, but they doubted that they 
would make much money on it be- 

(Continued on Page 42, Col. 1) 


Inside Automotive News... 


Dealers are pleased by buyer acceptance of four- 
door hardtops. Page 2. 


Staid New Englanders shed inhibitions in rush 
for brilliant car colors. Page 38. 


Advent of tubeless tires is featured in today’s 
big truck section. Page 19. : 


If you’ve a minute, 


there’s a chuckle in “The 


Diary of a Tourist.” Page 31. 


Ford Motor Co. explains its parts distribution 
policies at Senate hearing. Page 2. 
Truck highlights, Page 19. New-car, truck registrations and 


new-car prices, Page 36. Used-car auctions, Page 6, 34. 
Production by makes, Page 44. 
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Buick, Oldsmobile Dealers Pleased .. . 





ISy- < 
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Four-Door Hardtops Catching On 


ETROIT Buick and Oldsmobile 

dealers are unanimous in ac- 
claiming the popularity of their 
new four-door hardtops. 

The only major difference of 
opinion among the dealers was 
over how soon the four-door 
hardtops would replace the four- 
door sedans. 

Some felt that the four-door se- 
dans could be eliminated in 1956 
while others maintained that the 
substantially higher prices (up to 
about $300) of the hardtops would 
prevent their replacing the sedans 
for several years. 

* + + 

AID one Buick dealer: “The 43s 

and 63s (Special four-door hard- 
top and Century four-door hard- 
top) are moving well. At first, the 
public was kind of cool. But their 


Used-Car Dealers 
Test Okla. Tax 
On New-Car Sales 


OKLAHOMA CITY.— An action 
has been started to test the validity 
of a new Oklahoma law taxing the 
sales of current- model cars by 
used-car dealers. 

The challenge has been brought 
before the Oklahoma tax commis- 
sion by Leveridge Motor Co., Okla- 
homa City, in behalf of the Okla- 
homa Independent Automobile 
Dealers Assn. 

The new measure requires used- 
car dealers to pay a 2 percent ex- 
cise tax on all current-year used 
cars they sell. Sponsored by the 
-new-car dealers, the law is expected 
to raise an estimated $50,000 annu- 
ally in extra revenue. 

Mike Tapp, attorney for the in- 
dependent dealers, challenged the 
law as double taxation in that the 
used-car dealers already pay one 
excise tax. He also claims that the 
law is discriminatory in that fran- 
chised dealers do not pay the tax. 

“Independent dealers sell new 
cars cheaper than the franchised 
dealers and this bill is designed to 
cause independent dealers to sell 
cars for more money,” he said. 


A 
THREE-YEARS-TO-PAY 
Deal 


CAR-BUYER’S EQUITY ON A 
FORD V-8 CUSTOMLINE SEDAN 


Sold on » 
25% DOWN & 36-MONTH TERMS 


After 24 payments 


EQUITY 


cash value 
of cor exceeds 
amount owed 





Dangerous Deal— 


A dangerous slow buildup of buyer's 
equity is the result when a car is sold 
with an insufficient down payment or on 
too-leng terms, according to the American 
Finance Conference. The chart shows the 
equity buildup based on average price, 
finance and insurance charges as com- 
pared with average wholesale values for 
@ three-year period. 








reaction has warmed up consider- 
ably.” 

He said that 25 percent of the 
cars he’s now getting are four- 
door hardtops and he could use 
quite a few more. 

An Oldsmobile dealer said that 
75 percent of his incoming cars in 
recent weeks have been four-door 
hardtops and that people are tak- 

ing to them very well, “although | 
not quite that well.” 

Dealers in both lines said that 
buyers have repeatedly told them 
that they had long yearned for the 
styling of a car without the cen- 
ter post but, nevertheless, had the 
need for the increased room of a 
four-door sedan. 

Other dealers said they thought 
that the four-door hardtops were 
capturing many buyers who for- 
merly purchased hardtop coupes. 

* * x 


ee. admitting amazement | 


at the popularity of the three 
Holiday sedans, one Oldsmobile 
dealer said that several customers 
have told him that they always 
disliked the small space in the 
back seats of the hardtop coupes. 
“Now,” he added, “they have 
about six inches more leg room 
back there, plus greater ease in 
getting in and out and they’re 
happy.” 
Citing the popularity of the new 
model, this dealer said that he had 
already received 10 calls. that day 


CHICAGO. — Dealers are mort- 
gaging future business to make 
current sales on a shaky credit 
basis, warns the American Finance 
Conference, national association of 
independent automobile finance 
companies. 

Statistics gathered by the AFC 
show that installment contracts 
written on a basis of “no down- 
payment” or “three-years-or-more- 
to-pay” often keep the buyer owing 
more than the wholesale value of 
the car for many months. 

With a contract written on the 
basis of 25 percent down and 36 
months to pay, the buyer of a 
medium-priced car may owe as 
much as $700 more than the cur- 
rent wholesale value of his car 
after a full year of payments, 

AFC says. 

“Your customer can’t come back 
with his repeat business until he 
has built up enough trading equity 
in his car,” the association notes. 

Another danger of loose credit, 
according to AFC, is that it may 
leave the industry vulnerable to 
arguments favoring Government 
controls over installment buying. 

“If the idea gets around that 
the automobile industry is | run- 


NADA Refutes 
Report It Seeks 
Reg. W Revival 


WASHINGTON.— A report that 
NADA had advocated the revival 
of Federal control over consumer 
credit was denied last week by 
Frederick J. Bell, executive vice- 
president. 

Time magazine in its July 4 issue 
had quoted Bell as having asked 
Federal Reserve Chairman W. M. 
Martin to join with NADA in ask- 
ing Congress to restore controls 
similar to Regulation W. 

Bell asserted: 

“Nothing could be further from 
the truth. This organization of 
more than 30,000 new-car and truck 
dealers is composed of small busi- 
nessmen who believe wholeheart- 
edly in free competitive enterprise 
and would never advocate Govern- 
ment control except during an 
emergency declared by Congress or 
as a last-ditch protection if our 
economy system were in danger.” 

FRB’s power to control consumer 
credit was lifted by Congress in 
1952 as a result of a determined 
drive by NADA and other groups. 











‘Sell Cars, Not Credit’ 


Finance Conference Warns of Danger 


In ‘Wild’ Credit Deals 


from other dealers seeking Holiday 
sedans. 

He also reported that he had 
sold nine cars that day, five Holi- 
day coupes and four Holiday se- 
dans. 


on the $300-higher price of the 
hardtop sedans. They saw the extra 


cost keeping many buyers out of | 
On the) 


the four-door hardtops. 
lother hand, they also found it a! 
very profitable way to sell more 


lear to the average buyer. 


* * * 


BUICK dealer cited these ad- 


vantages of the new models: | 


1. The apparent longer length. 


2. The better ride that comes) 


with the heavier body. 

3. The extra leg room in the back 
seat. 

4. The improved visibility. 

Another Buick dealer said he’d 
heard that dealers in some areas 
were having trouble moving the 
hardtop sedans and added, “But 
we're fighting for them around 
here.” He said that 15 percent of 
his cars arriving were four-door 
hardtops and that he could use 
up to 40 percent in this model. 

“About 50 percent of our incom- 
ing cars now are hardtop sedans,” 
said a suburban Ol€smobile dealer. 
“We're able to move them all right, 
but it sometimes requires a lot of 
switching of buyers from the se- 
dans.” 

—JosePH M. CALLAHAN 


ning wild on terms,” dealers are 
warned, some Washington offi- 
cials may get the impression that 
the industry can’t regulate itself, 
and that the Government ought 
to step in. 

Controls over installment credit 
were proved unworkable, accord- 
ing to AFC. During the days of 
Regulation W, “it took $110 or more 
per month to buy even a low-priced 
car,” and dealers didn’t have the 
freedom to negotiate credit sales 
in the light of “the individual cir- 
cumstances of each contract situ- 
ation, and to match the ability of 
each customer to repay.” 


Rambler Claims 
Top Resale Value 


DETROIT.—Resale value of the 
Nash Rambler tops all cars in the 
lowest - priced field, according to 
American Motors Corp. 

AMC’s claim is based on the Na- 
tional Automobile Dealers Assn. 
used-car guide for June, 1955, which 
it says, shows that the Rambler 
ranks highest in retention of orig- 
inal price, ranging from $127 to $93 
above other low-priced cars. 

The report indicates that the na- 
tional resale average of all low- 
price competitive makes of 1954 
four-door sedans is $1,236, while 
the resale value of the Rambler on 
a national average is $1,372. 





Auto Production — 184,991 cars, 
trucks in week vs. 128,556 year ago. 

Business Failures — 205 in week 
vs. 215 year ago. 

Department Store Sales—Up 2 
percent in week from year before. 

Jobless Claims—190,400 in week 
vs. 268,000 year ago. 

Freight Loadings—785,425 cars, 
up 78,188 from year ago. 

New-Car Sales—2,449,030 in 
1955 to date vs. 1,914,322 year before. 

New-Truck Sales— 295,307 in 
1955 to date vs. 299,858 year earlier. 

Soft-Coal Output—9,600,000 
tons in week vs. 7,956,000 year before. 

Steel Output—96.1 percent of ca- 
pacity estimated vs. 65.8 year ago. 





Ne © | \ 


Most of the dealers commented | — q 





Nickless Heads Michigan Dealers— 


The new president of the Michigan Automobile Dealers Assn., A. Bruce Nickless, 
| poses with his fellow officers on Mackinac Island, scene of the group's 34th annual 


convention. Nickless is vice-president of Friendly Chevrolet, Inc., Grand Rapids. 


| Seated, from left, are Charles Butler, Tecumseh, first vice-president; Kenneth Hatha- 


way, Muskegon, retiring president; Nickless, and Howard Cook, Lansing, treasurer. 
Standing are Gilbert L. Haley, Lansing, executive vice-president; Clayton Frei, Mar- 
quette; George Spaulding, Flint; Floyd Brown, Petoskey; Ben Jerome jr., Pontiac, 











Business Barometer 








and Bill Hermann, Detroit. 





Senate Committee Votes 
Longer Defense Act 


WASHINGTON.— The Senate 
Banking committee last week ap- 
proved a two-year extension of the 
Defense Production Act and also 
voted to curb the authority of busi- 
nessmen who take temporary Gov- 
ernment posts without compensa- 
tion and without giving up their 
business connections. 

The committee at the same time 
rejected the Administration’s re- 
quest for authority to grant 20- 
year immunity from antitrust 
prosecution to firms which com- 
bine for defense production. It 
did, however, extend the existing 
antitrust immunity two years, 
but limited it to combinations of 
firms producing military equip- 
ment. 

The committee also reported out 
resolutions to extend through July 
the Defense Production Act, the 
Small Business Administration Act 
and existing housing laws. All three 
of these were due to expire June 
30, and Congress had not completed 
action on long-range extension 
laws. 

Although limiting the operations 
of unsalaried specialists in the 
Government, the committee granted 
an Administration request for au- 
thority to build up a reserve force 
of businessmen who would move 
promptly into key Government jobs 
in time of war. 

The Senators also wrote into 
the new law an executive order 
issued by former President Tru- 
man to prevent industry men 
serving the Government without 
compensation from passing on 
any Government business affect- 
ing their own private interests. 
The Defense Production Act en- 
ables the Government to fix priori- 
ties and to allocate materials es- 
sential to the defense program, and 
to otherwise prepare for economic 
mobilization in time of emergency. 

Dr. Arthur Flemming, director of 





Treasury Bills—1.401 percent year 
discount vs. 1.420 week before. 


Used-Car Prices — $810 in June 
vs. $827 in May. 


Wholesale Prices—110.3 of 1947- 
49 index vs. 110.2 week earlier. 
2 @ “~ 


Common Stocks 























June June 1955 

29 22 High Low 
Am. Motors 9% 10 13% 9% 
Chrysler 80% 81 82% 66% 
GM 108Y%, 108% 110% 89% 
Kaiser 4% 4 s 2% 
S-P 10% 10% 15% 10 
Average 42.62 42.82 


the Office of Defense Mobilization, 
presented the Administration’s 
wishes to the Senate committee. 
Standby wage, price and rent con- 
trols were not sought. 


Parts Coercion 


Denied by Ford 


Freedom of Dealers 
Told to Senators 


WASHINGTON. William T. 
Gossett, Ford Motor Co. general 
counsel, appeared before a Senate 
judiciary subcommittee on anti- 
trust and monopoly and said that 
the Justice Department’s complaint 
that Ford dealers are not allowed 
to deal directly with independent 
automotive suppliers was a misun- 
derstanding. 

He said that there is no rule that 
requires dealers to use only parts 
manufactured by Ford, because the 
firm approves many other sup- 
pliers. 

But, he added, Ford has to pro- 
tect its reputation against inferior 
parts sometimes sold in its name. 

“The only obligation of a dealer 

is not to sell as a Ford part a 
part that is not a Ford part,” 

he said. 

The car owner expects to receive 
a genuine Ford part, Gossett said, 
and “our objective is to make sure 
he gets one when he wants one.” 

He agreed that the Ford con- 
tract requires dealers to carry an 
adequate Ford parts inventory to 
provide good service. He said that 
Ford has discovered there are some 
irresponsible parts manufacturers 
who “cut eorners on quality” and 
make parts which “do not func- 
tion properly.” 

Therefore, he said, Ford insists 
that its dealers carry a supply of 
Ford parts so the dealer can do a 
good job. 

“It’s a matter of safety on the 
highway,” Gossett said. 

He noted that the Ford con- 

tract with dealers can be can- 

celled with 90 days’ notice by the 
factory or 60 days’ notice by the 
dealer. Ford buys back parts in- 
ventories “at a fair price,” he 
said, if a contract is terminated. 

Gossett said that even before 
1949—- when automobile contracts 
were revised—there were excep- 
tions to the rule that Ford dealers 
could carry only Ford parts. He 
said these were in cases where 
Ford was unable to supply parts 
or in which the car owner specifi- 
cally asked for other parts. 

W. A. Williams, Ford vice-presi- 
dent, told the Senators that a num- 
ber of Ford dealers also have “an 
interest” in selling other cars. 

“We make no move to prohibit 
that at all,” he said, but added that 
most dealers carry only Ford 
products. 


| 
| 
| 
| 
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UTO dealers are as resourceful 

as our founding fathers. They, 
as we, always faced unusual situa- 
tions. They strove for and obtained 
independence. It took them 150 
years to accomplish the job. By 
comparison this industry is just a 
baby. 

There is a lot ahead of it and in 
spite of the vicissitudes and diffi- 
culties it has grown in a short time 
to America’s largest industry and 
it hasn’t yet scratched the surface. 
Already it is a bellwether of the 
nation’s economy. 

The auto dealer has contrib- 
uted importantly to this growth. 
It has been his responsibility to 
make sure that cars prove satis- 
factory to the owner. He has held 
and he will continue to hold the 
industry’s throttle, brake and 
wheel. 

Don’t give any consideration to 
the current suggestions that the 
automobile dealer, as we know him, 
is about to pass out of the picture. 
He will never be superseded by a 
super market, a chain store opera- 
tion or factory retail outlets. The 
contribution of the service dealer 
has made him a permanent part 
of the American way of life. 

x * on 


Vital to Economy 


H's ability is needed more than 
ever to keep the American 
economy rolling. Of course there 
will be changes in business prac- 
tices—new varieties of procedure, 
new methods and new techniques. 


Safety-Belt Hooks 
Ordered for All 
Illinois New Cars 


CHICAGO.—With a record num- 
ber of bills tossed before the Illi- 
nois Legislature, Chicago Automo- 
bile Trade Assn. representatives 
have been busy in Springfield keep- 
ing a close watch on measures 
which might affect auto dealers. 


So far 2,105 bills have been intro- 
duced. The previous high was 2,044 
bills for the entire session of 1951. 

One bill has been passed which 
provides that no new vehicle may 
be registered after June 30, 1956, 
unless it is designed to be equipped 
by the owner with safety-belt hooks. 


The safety belts will not be com- 
pulsory, however, and it is reported 
that the new bill will have little 
affect upon manufacturers, since 
most cars are now made so that 
the hooks could be installed “by 
the owner.” 

Two other bills concerning Illi- 
nois dealers were killed. These re- 
garded licensing and the regulation 
of motor vehicle installment sales. 

Another bill which would have 
amended the retailer occupational 
tax act regarding tradeins passed 
the Senate and was sent to the 
House. 
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One must always seakch ics 
and means of improvement. 
There is no vestige of prog- 
ress in the type of operation that 
has recently become prevalent. 
Dealers who reach for volume 
by pretending to sell at low prices 
have temporarily disrupted the 
market. People are tired of being 
hoodwinked and debunked. 


The principles of honesty and 
forthrightness are just as much a 
part of our trade as they ever 
were. The ideals of our forefathers 
will continue to be valid. Auto 
dealers who live will stick to the 
same high principles—perhaps with 
more spirit and with more effi- 
ciency and more conviction. 

There is every evidence that the 
current season of discount selling 
will be superseded by an era of hon- 
esty in public relations. What would 
be a big help, now, would be to 
further develop dealers’ loca] iden- 
tity, as individual merchants of 
auto transportation to the fullest 
sense. We can no longer continue 
to be primarily known, as was so 
often the case in the past, as merely 
an outlet for some particular make 


of car. 
x * + 


Huge Problems Loom 


O GENERATION of car dealers 

has ever faced problems that 
were more vital than the present 
generation faces. Perhaps dealers 
are against external forces that are 
hard to control. But they are re- 
sourceful men and they adjust 
their individual businesses to meet 
these forces. 

Now an individual dealer has 
more help—national, state and lo- 
cal associations. He has a friendly 
Congress. 

Of course, he constantly needs 
to analyze his business and to 
respond to all unprejudiced sug- 
gestions important to his opera- 
tion. He must look beyond to- 
day’s happenings and measure 
their effect on his business, to- 
morrow. He needs more than ever 
the help of the trade press as a 
constant source of accurate in- 
formation. 


The future in this field is not one 
for the faint hearted. Neither is it 
one for those on the verge of re- 
tirement. One has no peace of mind 
under such conditions. It would be 
better to liquidate and turn the 
operation over to the more vital 
and courageous. 

+ * ~ 


Price Cutters Hit 


yr IS no place for the kind of 
dealer who has operated on the 
“cut price” theory. Time will take 
care of him. He will come to a di- 
minishing end. But this industry 
will grow and expand. It will be 
bigger than ever. It will pay rich 
rewards in satisfaction and achieve- 
ment as well as profit for those 
who work in it. 


Automobiles have become in- 
dispensable. There are now more 
than 60 million owners and this 
number is increasing. The avail- 
able income for servicing these 
owners is a substantial part and 
the backbone of this business. 
We have to go far even to reach 
the present potentials. But in this 
column we are not adding a chap- 
ter on the opportunities in main- 
tenance. 

We will continue, as we have in 
the past, to say much about the 
importance of service in specific 
terms. The purpose of these re- 
marks is to urge you not to believe 
that the auto dealer is on the way 
out, 


His organization, his ability, his 
management and his investment in 
equipment and buildings do not be- 
long only to yesterday—neither the 
men nor the business. They and it 
will continue to be permanent 
working essentials of the whole 
American way of life. 






“Now you can get a dealership 
if you can get a sheet of Saran 
Wrap.” 








Atlanta Ad Takes Novel Tack... 


United Dealer Promotion 


By E. C. Bash 
Staff Correspondent 

ATLANTA. — Dealers here are 
indulging in some new and un- 
usual wrinkles by way of coopera- 
tive advertisements. 

Competition being what it is, 
a number of eyebrows went up 
when a group of local compet- 
ing new-car and used-car dealers 
jointly bought a half-page ad in 

a suburban newspaper. 

Pictured in the ad was a family 
of four unloading a sleek converti- 
ble at a beach resort. The caption 
said: 

“Enjoy that summer vacation in 
style, in safety and comfort. Be- 
fore you leave for those days of 
rest and pleasure, see one of the 
dealers listed below. He will be 
happy to show you the latest in 
new cars and the finest values in 
late model used cars. Act now and 
really enjoy that vacation.” 

The ad was signed by Capital 
Automobile Co. (Cadillac - Oldsmo- 
bile), Yarbrough Motor Co. (Stude- 
baker), Harry Sommers, Inc. 
(Chrysler - Plymouth), Gouldman - 
Taber Pontiac, Inc., Downing-Nash, 
Inc., Central Chevrolet, Boomer- 
shine Pontiac, Wade Motor Co. 
(Ford), Mitchell Motors, Inc. (Olds- 


Licensing Law 
Passes First 
Ark. Court Test 


LITTLE ROCK, Ark. — Foes of 
the new Arkansas factory-dealer li- 
censing law lost the first round of 
their court battle when Chancellor 
Rodney Parham ruled the act con- 
stitutional last week. 

The Chancery Court jurist de- 
clined to interfere with the July 1 
effectuation of the law, as _ re- 
quested by Raymond Rebsamen, 
Little Rock Ford dealer. 

Rebsamen and a salesman in his 
dealership, R. W. Morris, charged 
that the new law was discrimina- 
tory and unconstitutional. They 
asked that dealer and license fees 
levied by the law be impounded 
pending final adjudication of the 
case. 

Chancellor Parham did order, 
however, that Rebsamen Motors’ 
fees be impounded until fina] dis- 
position of the case. 


Columbus Show 
First Since ’38 


COLUMBUS, O.— The Columbus 
Automobile Dealers Assn. will hold 
an auto show in Columbus next 
January, the first since 1938. 

Members of the committee are: 
Chairman K. C. Browne, Charles 
W. Medick, George D. Simeon, 
Harold R. Wood, George W. Byers, 
George Woodworth, Lou Wilsch 
and Neil Rush. 





Kring Heads Dealers 


In Kosciusko County 
WARSAW, Ind.—Howard Kring 
has been elected president of Kos- 
ciusko County Auto Dealers Assn. 
Jake Menzie was elected vice- 
president and Fred McKown jr., 
secretary-treasurer. 





Association Sponsors ‘Truth’ Ads... 





Indiana Grand Jury 


Hits Shady 


INDIANAPOLIS. A Marion 
County grand jury hag criticized 
“car dealers who operate on the 
border line of the law,” but has re- 
fused to indict anyone. 

Charles Stuart (Studebaker), 
president of the Indianapolis Auto- 
mobile Trade Assn., commenting 
on the jury’s report, said that his 
group is sponsoring an advertising 
campaign on “The Truth About| 
Car Buying.” 

“We are doing everything we 
can to stop practices which are 
giving the automobile business a 
black eye,” he added. 

According to the grand jury, it 





mobile), Crest Motor Co. (Ford), 
Decatur Lincoln-Mercury Co., Lan- 
der Motors used-car department, 
Strickland and Frost, Henry Davis 
Automobiles, Ballentine Motors of 
Georgia, and Huggins Motors. 

Atlanta Chevrolet dealers took 
advantage of the recent contract 
settlement between General Mo- 
tors and the UAW to formulate a 
novel sales approach. 

Over radio and through the 
newspapers, the dealers told the 
public that they built up stocks 
in anticipation of a strike and 
now are caught with too many 
cars. 

Along with suggesting that Chev- 
rolet buyers can get rockbottom 
deals now, the ads are warning 
that 56 models may bear higher 
price tags. 


Miami Dealers 
Pick Hofmayer 
As President 


MIAMI, Fla. — Jerome C. Hof- 
mayer, vice-president of Ungar 
Buick Co., has been elected presi- 
dent of the Miami Dealers Assn., 
succeeding R. W. Fincher (Olds- 
mobile). 

Other officers are Thomas P. 
Caldwell (Studebaker - Packard), 
vice-president; T. B. McGahey jr. 
(Chrysler-Plymouth), treasurer; 
and P. K. Hodson (Pontiac), H. C. 
Munroe (Chrysler-Plymouth), and 
Edgar Jones (Cadillac), board of 
governors. 

McGahey succeeds Frank Ed- 
lein, who retired while serving an! 
indefinite term as treasurer. _ 

Active in civic affairs, Hofmayer 
urged the association and its mem- 
bers to take an active interest in| 
municipal matters, especially those 
pertaining to streets and highways. 





Sinclair, 












Wemhoff 


nights ... 


years, is 


fits . . . Nineteen percent, or 5,684 


Nevada's total was 10. 


On the House .. . 


Advance dealer registrations for the 1956 NADA 
parley in Washington are greater than ever before 
in history, Promotion Chief Walter Kiplinger told 
a Detroit service luncheon last week. “Kip” also 
revealed that the Federal Civil Defense Adminis- 
tration is making available NADA’s civil defense 
film to TV stations and that 50 million viewers are 
expected to see the flicker this year. . 
Washington dealer who heads NADA’s 
convention committee, revealed that NADA is em- 
ploying a film, giving highlights of Washington’s 
attractions, to plug attendance at the convention 
. . . Roy Smith, who heads NADA’s show commit- 
tee, disclosed that the ’56 exhibit will be shortened 
to four days, Saturday through Tuesday, but will be open three 


Ray Chamberlain, who headed NADA’s show committee for seven 
recovering from an illness at his Spruce (Mich.) 
Chicago-area Ford dealers report used-car inventories rose 2.4 
percent in June but sales volume increased 88 percent; customer 
labor orders were boosted along with volume .. . 

Illinois association expects increased union drive on dealerships, 
as a result of UAW’s success at General Motors and Ford; warns 
dealers to take a good look at their own wage rates and fringe bene- 


bers, replied to NADA’s first-quarter business management survey. 
Pennsylvania dealers, 646 of ’em, reported in greatest number, while 


Dealers 


has received numerous complaints 
from victims of unscrupulous deal- 
ers of both new and used cars. 

The refusal to return  indict- 
ments, the jury’s report stated, re- 
sulted from the fact that the ma- 

jority of cases involving dealers 
are those of sharp practices rather 
than law violations. 

“The public can help itself in 
these matters along with legiti- 
mate auto dealers if they enlist 
in a campaign to expose the un- 
ethical practices of the unscru- 
pulous dealers,” he report said. 


To reduce buyer dissatisfaction, 
the dealers’ association is prepared 
to fight the bootleg market in the 
area. Members have put up $10,000 
to finance a 60-day advertising 
campaign which, according to Stu- 
art, is designed “to reacquaint new- 
car buyers with the thought that a 
factory-franchised dealer is the 
best place to buy.” 

Indianapolis has become one of 
the worst bootleg car markets in 
the country in the last several 
years, Stuart claimed. 


Through this campaign, the new- 
car dealers hope to combat mis- 
leading advertising concerning fi- 
nancing arrangements which are 
being put out by some used-car 
dealers. 


“We hope to raise automobile ad- 
vertising to a higher level,” Stuart 
explained. 

He pointed to claims that a new 
car can be purchased at some used- 
car lots for less than a $100 down 
payment and at savings up to 
$1,000. 

“That’s ridiculous,” the associa- 
tion president said. 

Financing practices will be 
aired in the proposed campaign, 
along with facts concerning new- 
car dealers’ investments in plant 
equipment, service parts and per- 
sonnel, all of which benefit the 
buyer, Stuart said. 


“Our association has no quarrel 
with any dealer selling either new 
or used cars,” Stuart remarked. 
“But we do feel that we owe the 
buying public an explanation of 
what a franchised dealership 
means.” 

Several officers of the group who 
have been helping Stuart plan the 
anti-bootleg campaign are Joe B. 
Wiles (Chrysler-Plymouth), associ- 
ation vice-president; Ray McKay 
(Ford), a director of the group and 
head of Ray McKay, Inc., and 
Thomas E. Hanika, manager of 
IADA. 


Brookings Dealers Elect 

BROOKINGS, S. D.—New presi- 
dent of the Brookings Automobile 
Dealers Assn. is Vern Lovre. He 
succeeds Carl Kjellsen. Roy Kellogg 
was elected secretary-treasurer to 
succeed Irwin J. Dybdahl. 
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—Perte Wemuorr, Editor, 
Automotive News 
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Volume Market Persists .. . 





Usual 2nd-Half Slump 
Unlikely This Year 


(Continued from Page 1) 


though there may well be little dif- 
ference in unit totals. 


In the first half, dealers were 
plagued with combining proper 
models and colors to sate the vo- 
racious new-car demand that 
pushed monthly sales to consecu- 
tive record levels. 

+ oe * 

ALERS in the July-September 

quarter will be almost exclu- 
sively concerned with cleaning up 
stocks of 1955 models. In the Octo- 
ber- December period they'll be 
wallowing in a bumper crop of 
’56s. Dealers in some lines will 
have to conclude their cleanups in 
August, for they are expected to 
receive '56s in September. 

If this year’s Herculean clean- 
up task is to be successful—and 
some dealers see signs that the 
chaos of 1953 might be repeated 
this year—July, August and Sep- 
tember will have to ring up 
healthy sales totals. 

Some forecasters believe that the 
1950 pattern might be duplicated 
this year—that sales in each of 
those “off-quarter” months could 
top 600,000. 

If they do, it will mark a tre- 
mendous achievement for the new- 
car dealers of America—and the 
troublesome overhang of new cars 
now in dealer stocks would be vir- 
tually wiped out in time for '56 
introductions. 

e- 8 + 

naAnt thoughtful dealers fear 

that ’55s will be cleaned out 
without profit at the expense of 
early sales of '56s. Too-easy credit 
at present, they say, is also help- 
ing steal sales from the fourth- 
quarter market. 

Optimists, however, say that 
new-car sales have reached a 
new plateau—that from now on 
monthly sales might well top 


U.S. Tax Policy 
Causes Mergers, 
Teetor Tells Grads 


ANGOLA, Ind. — “The present 
surge of mergers with small and 
medium sized firms selling out to 
giants is largely due to our tax 
philosophy,” Lothair Teetor, assist- 
ant secretary of commerce for do- 
mestic affairs, told graduates of 
Tri-State College here. 

Owners of such businesses would 
rather merge with a larger com- 
pany, diversify their investment 
and pay the relatively smaller capi- 
tal gains tax, then continue to op- 
erate their own business and see 
most of the earnings taken by the 
tax collector, he added. 

Estate and gift taxes are encour- 
aging mergers too, Teetor said, 
since owners would rather insure 
their investment by merger than 
take a chance on their heirs hav- 
ing to sell part of the enterprise te 
pay taxes. 

Attacking Government regulation 
of business, he went on to say that 
such regimentation aggrandizes it- 
self until it becomes the rule and 
smothers initiative and destroys in- 
centive. 

He warned of a trend toward 
very big and very small firms 
through merger and inability of 
small firms to accumulate sufficient 
capital after taxes to grow into 
middle-sized businesses. 


NADA 


(Continued from Page 1) 


rector of promotion, noted that for 
years the car buyer has found the 
glove compartment of his new au- 
tomobile filled with expensive liter- 
ature about the product and its 
accessories. 

“But what tells him about you,” 
he wrote to all NADA members, 
“the man who sold the car and 
is best equipped to service it? 
Practically nothing!” 

He said this booklet, available 
only to NADA members, is de- 
signed to correct this and bring 
home the deale?’s story to his new- 
car customers. 





600,000 as frequently as they fall 
below it. 

Used-car dealers likewise are 
finding that July 4 no longer marks 
the beginning of a dry spell. Sales 
are expected to slacken to a cer- 
tain extent as the new-car cleanup 
progresses, but they will hold at 
higher levels than the fondest op- 
timist could have imagined only a 


few years ago. 
” * 


* 

ace strength of the current 

used-car market can be easily 
measured by Automotive News’ in- 
dex of the average prices at whole- 
sale auctions. Last week’s overall 
average price was unchanged from 
the previous week, which in turn 
was the same as the week before 
that. 

Never in the postwar period 
has the overall average price 
held unchanged for three con- 
secutive weeks. That this should 
happen at the beginning of sum- 
mer makes the price perform- 
ance all the more phenomenal. 
Two individual prices within the 
index structure also remained un- 
changed last week—’51s at $488 and 
49s at $245. 

Advancing in price were: ’55s, up 
$18 to $2,167, and ’54s, up $5 to 
$1,372. 

Declining in price were: ’53s, 
down $1 to $1,001; ’48s, down $1 to 
$179; ’52s, down $6 to $676, and ’50s, 
down $10 to $354. 


House Is Warned 
Of Huge Cost in 
$1 Wage Floor 


WASHINGTON.—The cost of the 
proposed $1 minimum hourly wage 
would be more than double that of 
a 90-cent minimum in the low-paid 
industries, the U. S. Chamber of 
Commerce said last week. 

Testifying before the House Edu- 
cation and Labor Committee, Dr. 
Emerson P. Schmidt, the chamber’s 
research director, declared that 
even the 90-cent minimum would 
be “more risky” now than the in- 
crease to the present 75 cents 
which Congress ordered in 1950. 

Schmidt also questioned propos- 
als to bring retail and service in- 
dustries under the minimum-wage 
law, characterizing them as essen- 
tially local businesses whose wage 
rates should be determined by local 
conditions rather than Federal law. 

Schmidt cited Labor Department 
figures showing that 81 cents was 
the average wage of workers earn- 
ing 75 cents to 90 cents per hour 
in industries covered by the Fair 
Labor Standards Act. 

An increase in the legal mini- 
mum to $1, he pointed out, would 
cost 19 cents, or more than twice 
the 9-cent cost of an increase from 
81 cents to 90 cents. 





Charting Growth— 


J. F. Wolfram, Oldsmobile general man- 
ager, studies a scale model of the engine 
plant at Lansing with members of his 
manufacturing staff. The plant will re- 
ceive a major share of Oldsmobile’s mul- 
timillion-dollar expansion program. With 
Wolfram, from left, are R. T. Rollis, manu- 
facturing manager; T. C. Downey, works 
manager, and R. P. Russell, methods and 
layout supervisor. 
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After 23 Years, a Style Change for MG— 


After 23 years, the MG sports car will change its familiar straight lines to stream- 
lined curves. The British Motor Co. states that the new model is undergoing tests in 


road races before production is started. 


S-P Sets Up Styling Work 
In Newly-Cast Division 


DETROIT. — Studebaker-Pack- 
ard Corp. last week announced a 
program that will separate styling 
responsibilities for each of the 
company’s lines of cars and trucks 
and named three stylists to key 
posts in a newly established styling 
division. 

Reporting to William M. 
Schmidt, director of styling, 
Richard S. Teague becomes di- 
rector of styling, Packard divi- 
sion; Duncan McRae, director of 





i 
D. McRae 


styling, Studebaker division, and 





R. 8S. Teague 
Donald S. Beyreis, director of 

styling for interiors. 

Schmidt, who joined Studebaker- 
Packard May 1 after 14 years at 
Ford (most recently as chief styl- 
ist for Lincoln 
cars), also an- 
nounced the op- 
ening of four sep- 
arate product 
styling studios — 
Packard, Clipper, 
Studebaker cars 
and Studebaker 
trucks. These will 
be augmented by 
five additional 
studios which will 
devote their oper- 
ations to advanced design, body de- 
velopment, interior trim and color 
concepts and exterior color research 
and development. 

The four main product styling 
studios will operate as autonomous 
units in the development and co- 
ordination of styling programs re- 
lated to the production and mar- 
keting of motor vehicles in all price 
fields. 


D. 8S. Beyreis 


State Cars Turn 
To Light Colors 


In Pennsylvania 


HARRISBURG, Pa. — Pennsyl- 
vania has launched a drive to re- 
place its black cars with new ones 
in pastel shades. 

Edward McMahon, executive as- 
sistant to William D. Thomas, sec- 
retary of property and _ supplies, 
disclosed the state hopes to buy 150 
light-colored new cars at a cost of 
about $1,000 each. 

“We're not going to ask for black 
automobiles anymore,” he said. 
“They cost more money and would 
have less tradein values.” 

Even the State Police, whose 
black and grey cars have a decade 
and a half of tradition on Pennsyl- 
vania’s highways, will now take 
dark blue, green or brown cars. 

The ratio of 60 grey marked cars 
to 40 of a dark unmarked color 
will be retained, however, said Col. 
Earl Henry, state police commis- 
sioner. 

McMahon said the present fleet 
of nearly 3,300 automobiles will be 
entirely replaced by June 1, 1956. 






However, Schmidt and his chief 
advisers will consult with each of 
the studios separately and guide 
their respective programs from an 
overall standpoint. 

Teague moves up to his new post 
after having served as chief stylist 
on Packard cars for four years. 
Prior to joining Packard he was 
with General Motors, and carried 
out styling projects in that cor- 
poration’s Cadillac, Oldsmobile and 
experimental styling studios. 


McRae began his career as a 
stylist with Ford Motor Co., and 
also served Chrysler Corp. on 
design projects. Rejoining Ford, 
after working for Chrysler, Mc- 
Rae moved up to become head 
of the Ford styling studio and 
body development group. 

Beyreis comes to Studebaker- 
Packard after spending eight years 
at Ford where he was styling sec- 
tion supervisor of interiors for all 
that company’s car lines and de- 
veloped interior themes for special 
show cars. 

It is understood that Raymond 
Loewy, who designed the postwar 
Studebaker, will be retained by 
Studebaker-Packard as a consult- 
ant on experimental work. 


Vehicle Exports 
Edge Upward to 
New High in May 


DETROIT.—Exports of autos, 
trucks and buses by U. S. manu- 
facturers inched up 52 units in 
May over April to hit 43,279, a new 
monthly high for the year. 

A drop of 1,859 units in car ex- 
ports was offset by an increase of 
1,882 trucks and 29 buses, accord- 
ing to the Automobile Manufac- 
turers Assn. 

For the five-month period of 
1955, total vehicle exports were 210,- 
233, or 5.13 percent of the total fac- 
tory sales. This was an increase 
over the 178,066 units exported dur- 
ing the same period of 1954. 

Car exports have shown a steady 
decline from the high monthly fig- 
ure of 29,089 set during February. 
March’s exports were 25,617, April’s 
25,527 and May’s 23,668. 
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25 Years a DeSoto Dealer— 





GM Sales Curve 
Dips in June, but 
Still Hits High 


DETROIT. — Auto makers re- 
port that record sales are continu- 
ing in June. Here are latest re- 
ports: 

General Motors 

Retail sales of General Motors 
passenger cars during the first 20 
days of June achieved an alltime 
high for that period, but the June 
11-20 total was 8 percent below the 
first 10-day report. 

For the 20 days, new-car sales 
totaled 213,700 or 118.2 percent of 
the previous high, which was 180,- 
738 reached in 1953. The first 10- 
day total last month was 117,558 
and the second 10-day total, 96,142. 

A substantial reduction in used- 
car inventory took place in the 
first 20 days of June with more 
used cars sold by GM dealers in 
that period than in any other 20- 
day period in any month in the 
corporation’s history. 

Total used cars sold was 300,770, 
compared to the previous high of 
288,761 sold in the first 20 days of 
May, 1955. 

New-car sales for the first 20 
days of June brought the 1955 total 
to 1,811,299, the highest in GM his- 
tory for that period. It was 132.6 
percent of the previous best year- 
to-date record, set in 1950. 

Oldsmobile 

Oldsmobile retail sales totaled 
14,914 new units during the second 
10 days of June. This is 117 percent 
of the 12,769 new cars delivered in 
the same period of 1954. 

The June 11-20 total brought to- 
tal sales for the year to 293,654, an 
alltime record. Compared with 1954, 
this is 157 percent of the 187,287 
cars delivered through June 20 last 
year. 


Chrysler’s Zeder 
On ‘Smog’ Board 


LOS ANGELES. — James C. 
Zeder, Chrysler Corp. engineering 
vice-president, has been appointed 
to the board of 
trustees of the 
Air Pollution 
Foundation. 

He will serve 
on the 35-member 
board which rep- 
resents industry, 
commerce, busi- 
ness, education 
and science. The 
foundation began 
its operations last 
year and con- 
ducts research into the causes of 
“smog.” Projects are being carried 
out in laboratories across the na- 
tion. 


J. C. Zeder 


Patterson Takes Over 


Hull-Dobbs in St. Louis 

ST. LOUIS. — Hull-Dobbs (Ford) 
has gone out of business and the 
dealership is being continued by 
the former general manager, E. C. 
Patterson, effective last Friday 
(July 1), according to an announce- 
ment contained in a newspaper ad- 
vertisement. 

As part of a new and used-car 
closeout sale, the firm remained 
open until midnight before the 
changeover. The sale was intended 
to dispose of all car inventories. 


Roy Ketcham, center, Fishkill, N. Y., holds a silver plaque presented by C. L. Davis, 
regional manager, right, in recognition of Ketcham’s 25 years as a DeSoto dealer. 
Looking on is Nelson Maurer, the declership's general manager. 
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V-8 Dodge Trucks +- The Forward Look = plus opportunity 


Dealers everywhere are saying—‘“‘make the 
move to the money line . . . Dodge ‘Job-Rated’ 
trucks!” Here’s why: Quality-built Dodge 
trucks offer the most powerful V-8 engines 
in the popular truck field, biggest wrap-around 
windshield and most modern styling! Famous 
6-cylinder engines, too! And many popular 
models are the lowest priced of any make to 
put you in a strong competitive position! 


The famous Forward Look! You’ve heard 


about it! You’ve seen it! You’ve felt the 
excitement it has created! 


Now this same trend-setting, sales-soaring 
Chrysler Corporation achievement is found in 
all-new Dodge “‘Job-Rated’’ trucks! It’s another 
reason why smart dealers are teaming up with 
Dodge trucks! Check the facts on the Forward 
Look . . . in trucks! Write Dodge Trucks, 
21500 Mound Road, Detroit 31, Michigan . . 
or phone JEfferson 6-6200, Detroit. 


DODGE iki TRUCKS 
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What's Doing at Tech Center... 


A Peek into GM’s Future 


By Robert M. Finlay 
Editorial Director 

ENERAL MOTORS Research 

Laboratories completed the 
other day the movement of all de- 
partments to the 813-acre tract 
north of Detroit which constitutes 
the GM Technical Center. 


At a press conference in the 
new administration building last 
week, GM Research executives, 
including C. L. McCuen, general 
manager, demonstrated some of 
the things on the way for cars, 
including new paint samples 
which show promise of remain- 
ing glossy and fresh for the life 
of the car without wax or polish. 
It is estimated that the new paint 
is two years from the auto assem- 
bly lines. 

* * 
RANSPORTED about this 
Arabian Night’s wonder world 

on the Turbocruiser, a bus pow- 
ered by a gas-turbine engine, the 
newsmen saw the practical mixed 
with what might appear to be im- 
practical fundamental research. 

Here research engineers devel- 
oped huge machines which bal- 
ance the new Chevrolet V-8 en- 
gine to a finer degree than is 
represented by the effect of oil 
in its crankcase. 

The hosts, who included A. L. 
Boegehold, assistant to the general 
manager, and R. C. Van Degrift, 
head of the special problems sec- 
tion, explained that a few decades 
ago motorists considered the roar 
of the engine a mark of distinc- 
tion, but now they are impressed 
by silent, smooth power. 


M BALANCES some 70 parts 

of its cars. The new Chevrolet 
device is a step ahead in that it 
works semi-automatically to bal- 
ance the entire engine assembly, 
with an electronic computer deter- 
mining the depth of drilling 
needed. 

Although each rotating part is 
balanced before it goes into an 
engine, the final operation with 
the complete engine corrects any 
“stacking” of unbalance, it is 
said. 

GM Research has built some 35 


of these machines which balance 


every Chevrolet V-8 at plants all 
over the country. 
* * . 
MONG the wonders the news- 
men saw was a television 
|screen hooked up to a microscope 


Chevrolet Fetes 
33 Millionth at 
St. Louis Plant 


ST. LOUIS.—The 33 millionth 
Chevrolet last week rolled off the 
assembly line here and was donated 





to the United Fund by Chevrolet 
dealers in the area. 


W. G. Power, Chevrolet adver- 
tising manager, in commenting on 
General Motors’ new $500 million 
expansion program, said: 

“The reasons for this program 
were dramatized by the record 
Missouri chalked up as the second 
biggest auto-producing state in 
1954. 

“The latest state-by-state survey 
(conducted by AvutTomoTive NEws, 
see Jan. 31, 1955, issue) of automo- 
bile output showed that Missouri 
produced a total of 523,371 vehi- 
cles in 1954, 9.50 percent of the na- 
tional volume and nearly 50,000 
units ahead of California.” 

Power said that the St. Louis 
plant’s production of more than 
160,000 vehicles thus far this year 
is higher in output than that of 
any of Chevrolet’s 10 other plants 
and the alltime production mark of 
more than five million vehicles in 
the local plant is a larger share of 
Chevrolet’s 33 million total than 
that of any other of its plants. 

T. H. Keating, Chevrolet general 
manager, said that in achieving the 
33 millionth Chevrolet, the company 
turned out a million vehicles in five 
months and four days, beating the 
firm’s previous million record, set 
in 1950, by 15 days. 


| Heil Appoints Rep 

| LONG BEACH, Calif. — General 
| Truck Equipment Co., 2699 Atlantic 
| Ave., Long Beach, Calif., has been 
appointed southern Los Angeles 
County distributor of Heil Co., Mil- 
waukee. 





New Dealer Council Briefed 
On Studebaker Sales Plans 


SOUTH BEND.— Programs for 
further stepping up Studebaker 
merchandising, advertising, sales 
promotion and used-car sales dur- 
ing the summer and fall months 
were discussed by company sales 
officials and the new Studebaker 
Dealer Council here Wednesday. 

The 11-man council, coming 
from all sections of U. S., met 


with General Sales Manager Wil- | 


liam A. Keller and his major de- 
partment executives. 

Continuing development of the 
new program aimed at “volume 
growth” in the lower-price V-8 and 


six-cylinder field will maintain) 


Studebaker’s production and sales 
at rates exceeding the ’54 pace, fac- 
tory officials predicted. 

Keller told Council members that 
Studebaker production of cars and 
trucks totals some 125,680 units for 
the '55-model year to date, an in- 
crease of 48 percent over the 84,990 
total for the comparable period of 
the ’54-model year. 

Representatives of Benton & 
Bowles, Inc., newly - appointed 
Studebaker advertising agency, 
joined in the meeting to discuss 
future ad plans, which Stude- 
baker Ad Manager Frank Noble 
said would be more extensive 
than the ’55 program, Studebak- 
er’s bigest to date. 

Dealers attending were: William 
Catlin sr., Jacksonville, Fla.; Louis 

E. Baker, Pawtucket, R. I.; Carl 
F. O’Daniel, Louisville; John R. 
Ponsetto, East McKeesport, Pa.; 


Ben F. Lindenbusch, St. Louis; | 





Buyer into Prospector 


BOSTON.—An auto dealer here 
is giving away Geiger counters with 
each car sold so his customers can 
hunt for uranitm during their va- 
cation. 


Herbert E. Berrell, Fargo, N. D.; 
Oliver Cinnater, New Orleans; Ed- 
ward C. Wehe, Milwaukee; Don 
Rasmussen, Portland, Ore.; Walt 
Cash, Culver City, Calif., and Ansel 
J. Schloss, San Francisco. 













June 29 


(Sold 70 percent of 187 cars of- 
fered.) 














BUICK — '54 Century 4-dr., $1,850*; 
Special Riviera, $1,790. '53 Super 
Riviera, $1,290*, $1,250*; 4-dr., $1, 







050. '52 Special Riviera, $905*, $760°*; 
2-dr., $700. ‘51 RM 4-dr., $580", 
$565*, $500*, $350*. °50 RM conv., 
$410*. '49 RM conv., $215*. 
CHEVROLET—'55 Bel Air (8) 2-dr., 














$1,710, (6) Delray, $1,655. °54 Bel 
Air 2-dr., $1,165, $1,095*; station 
wagon, $1,185; One-Fifty 4-dr., $1,- 





025; 2-dr., 2 at $975, $950, $870. '53 
Bel Air conv., $1,085, $1,070; coupe, 
$1,060; 2-dr., $950, $930, $870, $800* 
(ps); Two-ten 2-dr., $815*, $810; 
One-Fifty, $775, $710, $650; 2-dr., 
$770, $740; %-ton pickup, $540. ‘52 
SL Deluxe 4-dr., $660; 2-dr., $625. 
‘51 Bel Air coupe, $560; SL Special 
4-dr., $290. 

OHRYSLER—’51 Windsor 4-dr., $565; 
NY 4-dr., $380*. 

DeSOTO—’51 Deluxe 4-dr., $450*. °50 
4-dr., $170. '49 Suburban sedan, $340. 

DODGE—’53 Coronet (8) 4-dr., $845*, 
$730. ’°52 Wayfarer 2-dr., $375. '51 
a 4-dr., $460. '49 club coupe, 


FORD—’'55 Custom (8) 4-dr., $1,560. 
*54 Victoria, $1,415; Main (6) 2-dr., 
$1,000; 4-dr., $890. ’53 Victoria, $1,- 
175, $1,150*°; Custom (8) 2-dr., 
$900*, (6) 2-dr., $700; Main (6) 2- 
dr., $665, $595; %-ton pickup, $725. 
*52 Custom (8) 4-dr., $680%; (6) 4- 
dr., $625*; Main (8) 4-dr., $585; (6) 
4-dr., $510°; %-ton pickup, $430. ’51 




























































Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 34, 35 


so that several scientists can gather 
around and compare observations. 


Another device runs a needle on 
electronic impulses over the sur- 
face of an object, tracing the con- 
tour on graph paper. This is used 
in experimenting with the curve of 
buckets for gas-turbine engines. 


X-Ray machines and electronic 
microscopes, capable of 20,000- 
power magnification, look into 
the basic structure of materials. 


The laboratories also have the 
new electronic computers which 
are capable of solving mathemati- 
cal problems which formerly took 
years. 

By teletype, distant GM plants 
can feed coded problems into this 
device and get the answers back 
over hundreds of miles in a mat- 
ter of minutes. 

These electronic brains “think” 
only in terms of “on” and “off,” or 
negative and positive. Thus, prob- 
lems must be coded in terms of 
“0” and “1.” The “zero” represents 
negative and the “one” positive. 
Combinations of 0 and 1 are used 
for all factors in the problems. 

* +. * 

ECENTLY finished is a wind 

tunnel that whips 125 mile-an- 
hour air blasts on automobiles. 
Temperatures in the tunnel can be 
controlled from a minimum of 60 
degrees to a maximum of 150. 

With all the fascinating gadgets 
of science, the Tech Center has the 
makings of a vast tinkerer’s 
heaven. 

And the knowledgeable young 
engineers got up one device to 
spoof the visitors—a screen which 
pictured an electrical current. A 
sign read: “Grasp electrode and 
lift foot.” This turns the man into 
an antenna, which makes the cur- 
rent do tricks. Different humans 
produce different reactions, which 
may lead to something, although 
no one knows what at this time. 

The thing that keeps the labora- 
tories from becoming a haven for 
tinkerers, however, is a manage- 
ment which must approve of all 
projects before they are started 
and which reviews them periodi- 
cally. 

Incidentally, that turbo bus has 
now gone 7,000 miles. The gas- 
turbine engine has run for 355 
hours in the bus, and 620 in all. 
The engineers say it has proved 
to be a rugged performer. 

And you can still hear it coming 
with its high whine for many 
blocks. 

All in all, the new Tech Center 
is a far cry from the crude work- 
shop in which C. F. (Boss) Ketter- 
ing, founder of GM Research, de- 
veloped the self-starter that put 
the auto on the way to becoming 
an essential part of modern life. 

















Victoria, $640*; Deluxe (6) 
$345; 4-dr., $300. 

HUDSON—'53 Hornet 4-dr., $825 

KAISER—’53 Carolina 2-dr., $600. ‘52 
Manhattan 4-dr., $400*. °51 2-dr., 
$225, $135. 

LINCOLN — '55 Capri 4 - dr., 
(ps). 

MERCURY—'54 Monterey coupe, $1,- 
670*; Custom 2-dr., $1,405. °53 Cus- 
tom coupe, $1,085*, $1,120. '52 Cus- 
tom coupe, $880; 4-dr., $835*. '51 
club coupe, $525, $500, $445, $430. 

NASH—’'54 Rambler 4-dr., $1,050. '53 
Rambler 4-dr., $775. 

OLDSMOBILE—’53 (88) 4-dr., $1,315*. 
"52 (88) 4-dr., $875*, $825* (ps). '51 
(98) Holiday, $690*; 4-dr., $500*. 

PACKARD—’52 4-dr., $600*. ’51 4-dr., 
$475", $440*. 

PLYMOUTH—'54 Belvedere coupe, $1,- 
280. ’°53 Belvedere coupe, $815; Cran- 
brook 4-dr., $690; 2-dr., $640; club 
coupe, $620, $600, $590, $575, $560. 
"51 Belvedere coupe, $535; Cambridge 
club coupe, $405; 4-dr., $225. °49 2- 
dr.. $190. 

PONTIAC—’55 Star Chief conv., §$2,- 
250*. '53 Chieftain (6) Catalina, $1,- 
285; station wagon, $1,210*%; (8) 4- 
dr., $1,025*, $925*; 2-dr., $880, $825. 
’52 Chieftain (6) Catalina, $925*; 2- 
dr., $750*. $705*, $665, $645*; 4-dr., 
$675*, $670*. ‘51 Chieftain (6) 2- 
dr., $540*. ‘50 Chieftain (6) 2-dr., 


$300. 
eee Commander 2-dr., 
50. 
WILLYS—'52 2-dr., $175. 
MISCELLANEOUS—'52 Henry J 2-dr., 
$220. '51 GMC %-ton pickup, $400. 


2-dr., 


$2,850* 













































trols, 
often-poor positioning of brake 











Research Nerve Center— 
Latest building to be completed at the 


General Motors Technical Center north of 


Detroit is the administration building, which will be the nerve center for the research 
laboratories network. This is a general view of the lobby. In the background is a 
spiral stairway suspended on stainless steel rods. The steps are of Norway granite, 


each weighing 1,500 pounds. 





Re-Examination for Cars 


Medics Advocate ‘Safer’ Interiors and Bodies; 
AMC Hails Single-Unit Design 


a experts have renewed 
their appeals to the auto in- 
dustry for “safer” designs and body 
construction. 

One critique, 
carried in the 
American Medi- 
cal Assn. Jour- 
nal, elicited an 
answer last week 
from the engi- 
neering vice-pres- 
ident of Ameri- 
can Motors. 





publication’s call 


M. F. Moore 


ing auto bodies, AMC’s Meade F. 
Moore championed the single-unit 
bodies used by Hudson and Nash 
as affording better protection 
against sudden and violent stops. 

Another study of the motor vehi- 
cle safety problem was given at 
the recent SAE convention in At- 
lantic City by Dr. Ross A. McFar- 
land, of Harvard University’s 
School of Public Health. 

* a x 


7 McFarland report urged 
auto engineers and designers to 
concentrate their research on pre- 
venting injuries to vehicle occu- 
pants after sudden stops and 
crashes occur. 

“Studies of the specific features 
of vehicular designs that cause in- 
juries in crashes offer considerable 
promise in reducing fatalities,” Dr. 
McFarland said. 

“Automotive engineers can ob- 
viously make a great contribu- 
tion to this area of injuries and 
fatalities, which we have com- 
pared to a mass epidemic, if pre- 
ventive action can be taken at 
the source, namely the vehicle 
itself.” 

By way of exemplifying the dan- 


| gerous potential of interior con- 


Dr. McFarland noted the 


pedals and indistinct instrument 
panel dials. 
“Drivers,” he explained, “some- 


times spend too much time looking 
for a specific control or instrument 
because it is surrounded by others 
of the same size, shape and general 
design. At other times the instru- 
ment may be behind the steering 
wheel or too far away to be read 
easily.” 
* ” RJ 

OOT travel distance between ac- 

celerators and brakes could be 
and is being “considerably 
duced,” he continued. 

“In general, it may be said that 
any control unnecessarily difficult 
to reach and operate, any instru- 
ment difficult to read, any seat in- 
ducing poor posture or discomfort, 
or any unnecessary obstruction to 
vision, may contribute directly to 
an accident because of the difficulty 
of proper operation on the part of 
the driver,” McFarland stated. 


“In addition, 


re- 


the cumulative 


effects of such difficulties are 
sure to induce fatigue, resulting 
in the overall deterioration of 
driver efficiency and perhaps 
leading to an eventual accident.” 
McFarland also cautioned auto 





To the medical | 


for shock-absorb- | 





engineers against minimizing the 
importance of brake improvements 
because the vast majority of mis- 
haps take place in good weather, 


}On good roads and in the daytime. 


* * * 


= McFarland report, a 42-page 
study embodying every area of 
the vehicle safety problem, called 
for more research on the social in- 
fluences in the motoring environ- 
ment. 


“There is multiple causation in 
most accidents,” he declared, 
“and attempts at control should 
involve consideration of the in- 
tersection between the driver, his 
equipment and the environment.” 

In espousing the single-unit body, 
Moore said this construction per- 
mits the structure at the point of 
collision impact to crush without 
an abrupt increase in resistance. 

“In some accidents,” he said, “the 
extra compressive strength of a 
separate chassis frame in the longi- 
tudinal direction may increase de- 
celeration rates to a point where 
passengers are thrown violently 
against seats, instrument panel, 
glass or other interior body parts. 
However, with the single unit 
structure, a more gradual absorp- 
tion of the blow, with accompany- 
ing reduced deceleration rates, 
tends to decrease accident results. 

* * 


poees also pointed out that 
Nash installed safety belts 
(also called for by the AMA Jour- 
nal) as standard equipment in some 
’49 models. 

“However, the public did not ac- 
cept them, claiming that safety 
belts were a ‘nuisance’ to ordinary 
driving,” he said. 

Chrysler Corp. has recently made 
seat belts optional equipment on ’55 
models. 


Ford Turns Out 
Twenty-Millionth 
V-8 Since 1932 


DEARBORN. — Ford Motor Co., 
which introduced its V-8 engine in 
1932, has built a record 20 million 
of this type en- 
gine, Ray H. Sul- 
livan, group ex- 
ecutive, said last 
week. 

‘During the 
past 23 years, 
Ford has pro- 
duced more V-8 
automobile en- 
gines than all the 
rest of the indus- 
try combined,” 
Sullivan said. 





R. H. Sullivan 
V-8 No. 20,000,000 was built June 
24 in one of Ford’s four engine 
plants. At the end of that day, 
Ford’s alltime U. S. production of 
V-8 engines reached 20,004,804 


units, not counting 202,389 V-8’s 
made for the Government during 
World War II. 

Included in this number are more 
than 2,000,000 V-8 Mercurys built 
since 1938, 
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New Tubeless Super-Cushions give 





Two stunt drivers put conventional tires and tubes 
and new Tubeless DeLuxe Super-Cushions through 
a murderous test—100 m.p.h. speed runs on Daytona 
Beach—to find out how they would resist a tire’s worst 


RE MILES OF WEAR! 





enemy —heat. When the cars stopped, we jabbed special tires build up less mileage-robbing heat! 
thermometers into the tires: 228 degrees for the tire and The Tubeless DeLuxe Super-Cushion gives extra 
tube—only 199 degrees for the TubelessSuper-Cushions. miles of wear for every dollar. What’s more, it can be 


Here’s dramatic proof that these ultra-modern tubeless 


retreaded time and time again. 


Goodyear’s exclusive 3-T Cord and Grip-Seal construction 


make possible this ultra-modern tubeless tire! 





Motorists are miles ahead with the new tread design of 
the new Tubeless DeLuxe Super-Cushion by Goodyear. 
This great tire is lighter, runs cooler, shrugs off mile- 
age-robbing heat, even at high speeds. And it fits 
present wheels. 


Underneath this advanced tread design is the stout- 
est heart on the highway—3-T Cord. In its exclusive 
3-T process, Goodyear triple tempers tough cord sinews 
and integrates them with improved rubber compounds 
under Tension, Temperature and Time to produce a 


MORE PEOPLE RIDE ON GOODYEA 





This diamond is a tire dealer's best friend. 


tubeless tire body that’s completely airtight—the most 
durable made! 


It gives greater protection against blowouts, too! Any 
tire may blow out if it is cut through or severely dam- 
aged. But naturally the tire with the most durable 
cord offers the greatest protection against cuts and 
bruises that start fabric breaks—the most common 
cause of blowouts. 3-T Cord is so tough that breaks 
grow slowly. There is only a gradual, harmless loss of 
air. Goodyear, Akron 16, Ohio. 


R TIRES THAN ON ANY OTHER KIND! 






TUBELESS DELUXE SUPER-CUSHION 


”GOODFSYEAR 


Super-Cushion, T.M., The Goodyear Tire & Rubber Company, Akron, Ohio 
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‘High-Balling’ Is Hit, 
But Practice Grows 


(Continued from Page 1) 


most today is the high-balling tac- 
tics being employed here.” 

He criticized the tactic because 
it gives the offender two cracks 
at the customer and eventually 
causes trouble between the sales- 
man, dealer and customer. 

He added, “If the factory isn’t | 
interested in the way its dealers 
are operating, it’s time either the | 
state or Federal governments 
stepped in and did something about 


it ” 
* * x 


EALERS cited these ill effects 

of high-balling: 

1. The entire auto industry gets 
a reputation for dishonesty. 

2. Thousands of prospective auto 
buyers are completely disillusioned 
about purchasing a car, diverting 
their purchasing power, in many 
cases, to other industries. 

8. Many prospects, who are not 
really “shoppers” but merely nor- 
mal buyers who want to get a 
second price, are transformed in- | 
to aggressive chiselers by the ac- 
tions of an unscrupulous high- 
balling salesman. 

4. Some buyers, after being 
“high-balled” by the salesman of a 
particular make of car, may feel 
that this practice is characteristic | 
of the make and switch to another. | 

5. The worst result of the prac-| 
tice is that the entire auto price 
structure is driven down and down, | 
further reducing dealers’ already | 


slim profits. 
* * * 





E salesman said that he knows | 
from personal experience that } 
high-balling is very bad business. ; 
He explained: 
“At one dealership where I 
worked, the sales manager, when- 


things before we finally were able 
to pin it on him and let him go.” 
* * + 
mn the high-balling is done 
with the dealer looking the 
| other way. And then there are 
some dealers who openly preach 
high-balling to their salesmen. 
Although high-balling on a lim- 
ited scale is probably as old as the 
auto industry, it came into general 
use in the years after the war. 
However, most dealers say 





Ford, Kaiser Transfer 


Offices to Toronto 


OTTAWA. — Ford Motor Co. of 
Canada, Ltd., and Kaiser-Frazer of 
Canada, Ltd., have filed notices 
here that their head offices have 
been transferred to Toronto. Both 
formerly were in Windsor, Ont. 


they’ve never seen the high-ball- 
ing before that they’ve seen since 
the buyers’ market set in during 
the fall of 1953. As one sales man- 
ager explained, “When competi- 
tion gets tougher, those high- 
balls get rougher.” 

High-balling is not characteristic 
of any particular make, although 
it is more common among the vol- 
ume Big Three operators. 

Some dealers despair of remedy- 
ing the situation, saying, ‘“Let’s 
face it. This is a horse-trading 
business. You can’t avoid it. We'll 
just have to wait for some dealers 
to become more alert to their high- 
balling salesmen and to the dam- 
aging effects of high-balling.” 

* + * 
i. dealers think high-ball- 
ing can be eliminated by one 
of these plans: 

1.A combined manufacturer- 
dealer ad campaign, telling the 
public to get all price offers in 
writing, together with the sales 
manager’s signature and a full de- 
scription of the car to be pur- 
chased. Then, if the salesman 
doesn’t stand behind his offer, the 
written offer could be taken to the 
manufacturer who would insist 
that the offer be honored. 

2. A training program that 






, 


Roaring Sendoff— 


At the Lions international convention 
in Atlantic City, Chrysler dealer Monroe 


L. Nute, Kennett Square, Pa., outgoing 
Lions International president (left), accepts 
a 1955 Imperial as a gift from the Penn- 
sylvania Lions clubs. Presenting the car is 
James Barr, Honeybrook, Pa., chairman 
of the Pennsylvania international conven- 
tion committee. 


would enable salesmen to iden- 
| tify the high-balls and to explain 
| to the prospect that he has got- 
| ten a high-ball. This would have 
to be done in such a manner so 





1948. 


Matched to your toughest conditions. 
Steep grades! Heavy loads! Muddy go- 
ing! Every adverse condition is dupli- 
cated in our “Torture Chamber” to 
produce axles that can “take it”. Stock 
axles are picked at random and sub- 
jected to the equivalent of a “chuck- 
hole” shock every 4 seconds, 24 hours 
a day, for months on end. Another test 


as not to cause the prospect to 
lose face, should he return. 

3. An anti-high-balling program 
|}under the sponsorship of NADA 
and the state and local dealership 
| associations. 
Most dealers agreed that all the 
|plans would require that salesmen 
learn to distinguish between an 
}actual high-ball price and a price 
which a buyer dishonestly claims 
|was given him by another dealer. 


‘Socony Revises 


‘Top Lineup 


NEW YORK.—Socony Mobil Oil 
Co., Inc., has elected B. Brewster 
| Jennings, president since 1944, 
| chairman of the board to succeed 
George V. Holton, who is retiring. 

Albert L. Nickerson, vice-presi- 
dent and foreign trade director, has 
been named president. Jennings, 
who has been a director of the firm 
since 1939, will remain chief execu- 


__| tive officer. 


In other promotions, Austin T. 
| Foster and Paul V. Keyser jr. have 
| been chosen directors of Socony 
|Mobil. Foster has been general 
counsel of the oil company since 





ever he saw a salesman lose a simulates an uphill pull 3,000 miles 


prospect, would always ask ‘Did | long. Only tests as rugged could pro- 
you give him a good high-ball?” | duce axles so tough. 

“So, one day a big, muscular | 
steelworker came in, obviously | 


shopping all over town. I gave him 
a nice high-ball, just about eal 
to the dealer invoice price. 

“A few days later he came back 
and said he’d take the car at my 
price. When I tried to explain, 
this steelworker grabbed me and 
said he was going to mop the | 
floor with me. We eventually had | 
to give the guy a pretty good 
deal.” 

The behavior pattern of a high- 
balled customer is something like 
this: He gets a couple of normal | 
competitive prices; he gets a high- | 
ball price; he then tries, and some- | 
times succeeds, in getting a price 
that undercuts the high-ball price; 
then he goes back to the high-ball- 
ing salesman and learns that these 
prices were fictitious, and eventu- 
ally he’ll switch to another make 
or quietly go to some dealership 50 
miles away and pay $100 more than | 
one of the original fair, competi- 
tive prices. 





* * 


7" YOU try to tell a prospect 
that he has been given a high- 
ball price,” said one dealer, “he 
won't believe you. Then, when he | 
finds out the truth, his ego won't | 
let him come back and admit that | 
he was wrong, so that’s the last | 
you see of him.” 

r Many salesmen justify high-ball- 
ing. 

One said, “The salesman who 
sells a car to a guy is the sales- 
man who talks to him last. So, 
when you see you can’t sell him, 
you naturally give him a good 
high-ball to bring him back. 
Sometimes, it works and some- 
times it doesn’t.” 

Every city has salesmen who are | 
famous for their high-balls. One 
salesman who was identified by 
several auto retailers as one of 
Detroit's leading high-ballers, had 
mildly denounced high-balling be- 
fore his dealer and an AUTOMOTIVE 
News reporter only minutes be- 
fore. 

In a large percentage of cases, 
high-balling is practiced by sales- | 
men without the knowledge of the 
dealer. One general manager de- | 
clared: 

“We had a guy around here for 
three months who was high-balling 
and doing a number of other shady 


GREATEST ADVANCE SINCE! 


exclusive double-reduction design|9 






2-speed gear ratio spread# 







all the advantages of a stronger, sturdier, 
smoother operating design. Since helica 
“Bull” gear sets operate independent o 
one another, there is no overheating eve 
after indefinite running in low speed. Big 
ger huskier TDA parts last longer, stand} 
up better under tough usage. 

Less down-time, longer axle life, fewer 
repairs, higher fuel economy, lower oper- 
ating costs and higher profits. These are 
some of the important reasons why so 
many leading manufacturers and oper- 
ators everywhere specify Timken-Detro’ 
2-Speed Axles. 


Tailor-made power exactly to your trucking needs 
with Timken-Detroit! 


Unequalled flexibility! TDA 2-Speed 
Axles, give an almost unlimited choice of 
gear ratios. The Timken-Detroit design 
is so simple and basic, that an ordinary 
mechanical change lets you tailor power 
exactly to your trucking needs. Where 
other 2-speed axles limit you to only a 
single gear spread of 37%, TDA offers 
a range all the way from 28% to 49%. 


hauling conditions that today’s trucks 
must meet call for maximum speed and 
power flexibility. Other 2-speed axles are 
just too limited to meet this need. On the 
other hand, TDA’s simple double reduc- 
tion design gives complete flexibility. 
Gear ratio can be easily changed without 
weakening the axle unit in any way. 


Wi 


How you benefit! TDA not only gives 


TDA meets varied needs! The variety of you a much wider power range, but also, 
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Dear Fellow Worker: 


Eprror’s Note: One of a series 
to inspire team spirit to be uti- 
lized by a service manager or 
dealer orally in staff meetings, 
by letter sent to the employe’s 
home or posted on dealer’s 
bulletin board. 


NOT ALL the selling is 
done in the salesroom, nor 
in a demonstration car. 

No. 5 Just alot of 

ina. really high volt- 

series 2g¢ Selling is 
done by people 


Building Through Human Relations ... 





Teamwork in the Dealer Shop 


and heard an irritated im- 
patient voice that may not 
have used the words but 
which plainly said, “Don’t 
bother me?” 

And how pleased you were 
when the one who answered 
was pleasant, friendly and 
anxious to please. 

Motorists instinctively 
respect and admire me- 
chanical men. They think 
the shop worker nows a lot 
about the car which the 
motorist never will be able 


Complete Management Course— 


ership management course at the General Motors Institute, Flint. From left, seated 
are Robert M. Garber, Saginaw, Mich., and William F. Cooper, North Billerica, Mass. 
Standing are George W. Thompson III, Owensboro, Ky.; Robert H. Crowley, Pitman, 
N. J., and J. Russell Charlesworth, Springdale, Ark. 








Fast speed helical 
“BULL gear’ 





Hypoid pinion 
and ring gear 


This is HOW TDA’‘s 2-Speed principle works! 
A husky hypoid ring gear and a bigger, stronger 
pinion set (No. 1 in illustration above) provide 
the first step of the total gear reduction for both 
fast and slow ratios. Two large, heavy-duty heli- 
cal gear sets provide the second step. Both sets 
are of balanced size and capacity. One set (No. 
2 in illustration) is for fast speed; the other 
(No. 3) is for slow speed. The clutch collar (No. 
4) moves to right or left to engage one helical 
pinion or the other. 


WHY this principle offers far wider spread ! 
Because the TDA design is so simple, the ratio 
may be changed merely by changing the low 


THE FIRST 2-SPEED 


‘gives TDA world’s widest 





ee 
AXLES 


ROCKWELL SPRING AND AXLE COMPANY 


GENUINE TDA EQU 





World's Largest Manufacturers of Axles for 
Trucks, Buses and Trailers 


_ Plants at: Detroit, Michigan * Oshkosh, 
isconsin * Utica, New York + Ashtabula, Kenton 
and Newark, Ohio »* New Castle, Pennsylvania 


hii 





Pictured with E. J. Chapman, Pontiac assistant general sales manager, seated | 
center, are five Pontiac dealership employes who have completed a seven-week deal- | 


4 Clutch collar = 


increase axie life with 









steering knuckles, differential gears— 
re 





who maybe never thought 
of themselves as sales ex- 
perts. 


The one who answers the 
phone can do a real selling 
job. How many times have 
you called up somebody 












to learn. In many ways, the 
shop man is regarded like 
a doctor. 

* * * 


HE SHOULD BE. He 
ought to know more about 




















Slow speed helical 
“BULL gear” 


How the exclusive double-reduction design of 


TDA 2-SPEED AXLES 


gives you greater speed, endurance, and economy! 


speed helical gear pinion. Unlike ordinary de- 
signs which are limited to 37%, TDA offers 
spreads of 28%, 37%, and 49%. In effect, this 
flexibility gives you your choice of power ratios 
to exactly match your needs. 


Greater endurance, longer truck life with 
TDA. TDA’s simple design eliminates small 
complicated parts and midget size gears. Large 
hypoid helical design gives more teeth in con- 
tact—quieter operation and far less strain. 
Bearings are larger, too. Helical “Bull Gears” 
not in use idle, further reducing wear. All this 
adds up to longer engine life...and more efficient 
and profitable operation under all conditions. 
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IPMENT PARTS - 


~ for every size of brake and axle. Order 


and adjustment costs. Get trucks back 








By John O. Munn 


the car than the owner. The 
shop man is in an ideal po- 
sition to do a lot of selling. 
Many form their opinion of 
the whole establishment by 
the service rendered in the 
shop and the attitude of 
those who work in the 
service end of the business. 


The same is true of every 
department and of every in- 
dividual. Prompt, accurate, re- 
sponsible attention to the cus- 
tomer is only part of it. Cour- 
tesy, friendliness and real in- 
terest in the customer’s wants 
are just as important. 


Everything that any of 
us does is salesmanship. 
Let’s make sure it’s good 
salesmanship. 


Sincerely yours, 


CAR DEALER & 
COMPANY 
Manager 


Used-Car Dealer 
Nabs Self-Styled 
‘Jeep Seller’ 


MEMPHIS. — A self-styled Jeep 
“dealer” was arrested here when 
he offered to sell some Jeeps he 
had stored in the Aleutian Islands 
to a used-car dealer. 

The used-car dealer, W. R. Scott, 
became suspicious of the offer and 
asked the “seller,” Harry J. Kane 
of Provo, Utah, to wait while he 
made some phone calls. One was 
to the police, who told Scott that 
Kane was wanted in Louisville on 
a charge of obtaining goods under 
false pretenses. Scott then detained 
Kane until police arrived. 

Scott said Kane claimed to own 
an island in the Aleutians with 
2,000 surplus Jeeps stored on it. 
He offered some to Scott for a $30 
advance per Jeep. 

Robert J. Stevens, part owner of 
Gateway Auto Auction, Louisville, 
who had sworn out a warrant 
against Kane, said Kane called him 
and asked if he was interested in 
buying some surplus Jeeps. Kane 
explained he had acquired a large 
shipment of Jeeps the Army had 
stored in Alabama. 

Kane offered to sell them for $182 
each, providing Stevens signed a 
contract that, he would sel] them 
for at least $300 each. Stevens gave 
Kane a $120 check as a deposit on 
24 Jeeps. 

When the Jeeps failed to arrive 
a week later, Stevens called a 
transport firm in Detroit that Kane 
had mentioned. He learned the 
company also was looking for Kane. 


White Merges 


Eastern Regions 


NEW YORK.— White Motor Co. 
has consolidated its eastern and 
North Atlantic regions into a single 
unit to be known 
as the eastern 
region with head- 
quarters in New 
York, present lo- 
cation of the 
North Atlantic 
region headquar- 
ters. 

E. F. Hobbins, 
formerly Eastern 
regional vice- 
president, has sid 
been placed in E. F. Hobbins 
charge of the enlarged region, 
which will handle both White and 
Autocar sales and service, P. E. 
Tobin, White general sales man- 
ager, has announced. 

In his initial move as head of the 
enlarged region, Hobbins announced 
the appointment of Harry D. Well- 
er jr. as assistant regional man- 
ager and Norman L. Kirsch as 
manager of fleet sales. 
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In the PACKARD ‘Tradition... 
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ERFORMANCE PLUS .. . that’s what the 

motoring public wants and that’s what the 
Twin Ultramatic delivers. This new Packard 
drive is the smoothest and most alert auto- 
matic transmission in use today and the only 
one which combines flashing performance 
with unbelievable smoothness. It responds 


instantly to every demand made upon it, 
e * and it’s a big factor in the amazing way the 

American public has responded to the new 

Packard. 

Packard’s creative engineering leadership 

has endowed the new Packard with a host of 


other features which also have great public 
appeal. Among them is the tremendous V-8, 
delivering more driving force (torque) to 


* 
the rear wheels than any other passenger 
Ve Ig’ an Wy S car engine, and developing 275 horsepower 
in the Caribbean and 260 in all other 
@o@8 @@e0 Packard models. 


Packard, and only Packard, has the 
Torsion-Level Ride — the advanced suspen- 
sion system which completely eliminates 


coil and leaf springs. In the conventional car 

ride you get pitching and bouncing and 

wracking of the car body from pavement | 
faults, bumps and dips. These effects are 











absorbed in the Packard Torsion-Level Ride 
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before they can reach either car body or 
passengers. There is a new degree of comfort 
and relaxation, with better control, more 
stability, added safety. A power-controlled 
levelizer keeps the Packard level regardless 
of how it is loaded. 

Packard styling is as outstanding as its 
engineering. The gracefully flowing lines of 
the exterior surround a luxuriously uphol- 
stered and graciously appointed interior. . . 
and the entire car has struck a responsive 
chord with the style-conscious. 

In the medium-price field there’s the 
Clipper, most powerful in its class. Built by 
Packard craftsmen, with 245 and 225 horse- 
power engines, the Clipper line spreads 
across the medium-price class and provides 
a broad selling base within an attractive 
price framework. 

A great product, however, is really only 
half the picture. Packard has long believed 
that a Packard dealer is entitled to make a 
living and do some living at one and the 
same time. We believe this sort of philosophy 
gives our dealer group the inspiration to 
maintain a successful, profitable operation. 


PACKARD DIVISION 
STUDEBAKER * PACKARD CORPORATION 









The new Packard Twin Ultramatic A 
(shown both in a cut-away view and 
encased in its housing) is a splendid 
example of Packard creative engineering. 
Packard engineers took the proved 
Ultramatic Drive (acknowledged by 
experts and the public as the smoothest 
of all automatic drives) and combined it 
with a geared drive to provide a built-in 
choice of performance. A finger-tip move- 
ment of the selector lever results in a 
smooth, flowing start, and brings into be- 
ing the jet-like getaway of the geared 
start. The Twin Ultramatic teams per- 
fectly with the Packard V-8 to effect 
remarkable fuel economy. 
































Aerial view of the Packard Proving Grounds which includes the world’s fastest 21%2-mile closed 
track. All the developments of Packard creative engineering are put through their paces here. 


A New Era in — 
Dealer- Factory helations 









42 









Member 


® 


Los Angeles 
2506 W. 8th St. 
Dunkirk 3-0303 


New York 
51 E. 42nd St. 
Murray Hill 7-687! 

















The Newspaper of the Industry yoy 
~~ 
motte NPs 
Y {enc ACT eS sa ON6 7 
(Established in 1925) 
Published Every Monday by 
SLOCUM PUBLISHING COMPANY, INC. 
DETROIT 26, MICH. 
Cable Address—AUTNEW, Detroit 
2666 Penobscot Bidg. Telephone WOodward 3-0495 
Washington Chicago 
912 Colorado Bidg. 360 N. Michigan Ave. 
National 8-4303 State 2-6273 
Publisher—George M. Slocum (1889-1949) 
Chairman of the Board—Mrs. George M, Slocum 
Editor & General Manager—Pete Wemhoff Editorial Director—Robert M. Finlay 
; Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon; Associate 
Editors—Bob Sheldon and R, M. Lienert; Engineering Editor—John T. Benedict; 
Advisory Editor—John O. Munn; Washington Bureau Chief—William Uliman. 
Editorial Associates—Martin L. Whitmyer, Joseph M. Callahan, W. C, Lockwood, 
Agnes Stewart, Eileen Parsons, 
ee 
Business Manager—Richard L. Webber 
Advertising: Eastern—Edward Kruspak, Advertising Manager; Ray Billingham and Howard 
Bradley Jr.; Midwest—J. Goldstein, Manager, and William Gallagher; Western— 
Robert H. Deibler; Michigan-Ohio — William R. Maas and Roy Holihan. 
Advertising Production Manager—Carol LeVeque. 

Office Manager—Eleanore Whalen; Circulation Dept. Manager—Lucy Williamson; 
Classified Advertising Dept. Manager—Theresa Abraham; Mechanical 
Superintendent—Samuel Pinkis. 

RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—Veda Conner; Atlanta— 
 £& C. Bash; Atlantic City—F. W. Schwarz; Austin Tex.—J. R. Hornaday; Baltimore—Kate 
Savage; Birmingham, Ala.—Stuart Riddle; Boston—Harry Stanton, Guy Livingston; Buffalo— 
G. E. Toles; Charlotte, N. C.—William P. Lamkin; Chicago—Wm. M. McCarty; Cincinnati— 
Auggie Langefeld; Cleveland—Sanford Markey; Columbus—Bert Strang; Dallas—C. K. Cates; 
Denver—ira Alexander; Des Moines—F. W. Lazell; Harrisburg—George Shelley; Houston—Ruby 
Fenoglio; Indianapolis—C. L. Kern; Jefferson City—L. H. Houck; Little Rock—Inez McDuff; 
Les Angeles—Slim Barnard; Loulsville—A. W. Williams; Lowell, Mass.—Charles Sampas; 
| Madison—John Wyngaard; Manchester, N. H.—Guy Langley; Marthaville, La—E. E. Gentry; 
_ Memphis—Emmett Maum; Miami—G. S. Connell; Milwaukee—John E, Hubel; Minneapolis— 
Donald Lyons; Montgomery, Ala.—William Lynn; New Jersey—Bethune Jones; New Orleans— 
’ Gordon Hebert; New York City—Ed Brown; Oakland, Calif.—Steve Still; Oklahoma City—M. 
' L. Risen; Omaha—A. R. Oleson; Pawtucket, R. I.—T. L. Forbes; Philadelphia—Norm Shigon; 
Phoenix—Sheidon A. Engel; Pittsburgh—L. M. Leffingwell; Portland, Ore.—E. W. Peterson; 
Providence—Ruth M. Eddy; Richmond, Va.—T, D. Eaton; Rochester, N. Y.—William Hackman; 
Salt Lake City—M. S. Harmer; San Antonio—J. H. Reed; San Francisco—Leon Pinkson; 
Seattle—Martin Trepp; South Bend—L. E. Dunkin; Spartanburg, S. C.—L. D. Bray; Spring- 
field, 11.—C. C. Hall; St, Louis—Sam X Hurst; Tacoma—Robert E, Sconce; Toledo—Paul 
- Hayes; Wamego, Kans.—G. M. Hunholz. 
; FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser; Brussels, Bel- 
- gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—A. E. Jones; 
_ Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
| Otftawa—M. L, Schwartz; Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; 
_ Tokyo—Stuart Griffin; Toronto—James Montagnes; Vancouver, B. C.—F. H. Fullerton. 
Subscription: United States and Canada, one year $8, two years, $14. 
All other countries one year $12, two years $20. No Free List. 
Copyright, 1955, Slocum Publishing Co., Inc, All Rights Reserved. 

Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circulation and the Associated Business Papers. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 

AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

™ { |. Fair and equitable contracts between manufacturers and dealers in 

A motor vehicles, parts and accessories; 
{ 2. Every dollar of ri“ and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 











Freedom from ‘Patterns Vital 
To Smaller Producers 


The guaranteed-wage negotiations and the Senate monop- 
oly hearings have reinforced the claims of the smaller man- 
ufacturers to a place in the automotive sun. 
_ American Motors’ determined campaign against “pattern 
_ settlements” reflects not merely one company’s position. All 

vehicle producers and parts suppliers outside the Big Three 
are anxiously watching AMC’s negotiations, which are 
spearheading the anti-pattern movement. 

The truth of the matter is that, over the years, employes 
of the Little Three and parts vendors have reaped more in 
the way of fringe benefits than their counterpart Big Three 
workers. This has been so for two main reasons: The need 
for avoiding disastrous work interruptions, and the closer 
ties which exist between management and labor in cities 
like Kenosha and South Bend and Toledo. 


As a result—as George Romney told the Kilgore subcom- 
mittee — American Motors cannot be expected to accept 
Ford’s or General Motors’ package merely because it is a 
Ford or GM package. AMC, he emphasized, must act solely 
on the basis of what’s best for AMC. 

Edgar Kaiser, while agreeing with Romney that no 
monopoly danger exists in the auto industry, also made a 
strong case for the smaller manufacturer’s need to operate 
free of patterns. 

Perhaps the supplementary layoff benefits plan intro- 
duced by Ford and GM is feasible for the smaller assem- 
blers and suppliers. The historical fact remains, however, 
that the smaller firms are subject to more ups and downs 
than the heavyweights and have fewer resources upon which 
to call in case of distress. It’s a matter for individual bar- 
gaining, not collective packaging. 

Let Walter Reuther and his lieutenants bear in mind that 
the Little Three and the parts suppliers have often led the 
way, not/only in labor relations but also in engineering 
advancements, needed to keep the automotive industry fully 
prosperous. 











Events 


Dealer Conventions 


Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
irginia, Greenbrier Hotel, White Sul- 

. West Virginia, 

‘entucky Automobile Dealers 
Assa., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky. 

Sept. 9-11 — Maine Automobile Deaters 
Association, Samoset Hotel, Rocklane, 


Maine, 
Sept. 14— Vermont Automobile Dealers 
Asen., Equinox House, Manchester, Ver- 


mont. 
Sept. 16 — 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 
Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
Sept. gon Automobile Dealers 
Assn., Multnomah Hotel, Portiand, Ore. 
i 18-19 — South Dakota Automobile 
eaters Assn., Sioux Falls, S. D 
Sept. 18-20 — 32nd Annua ention, 
New York State Automobile Deaters, 
Inc., Saranac Inn, Saranac, N. Y. 
Sept. 1?— Minnesota Automobile Dealers 
Assoclation, Radisson Hotel, Minneapo- 


lis, 

Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 

Sept. 19-20—Wiscoasin Automotive Trades 

., Schroeder Hotel, Milwaukee, Wis. 

Sept, 23-24 — New Mexico Automotive 
Ronee fame La Fonda Hotel, Santa 
e, N. M. 

ae vieie Hone hog: yg Assn., 

Sept. 5-77 — Texas Automotive Dealers 
Gacciation, Shamrock Hotel, Houston, 
exas, 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept. 26-27—Pennsyivania Automotive As- 
— Wiltiam Pena Hotel, Pitts- 

rg a. 

Sept. 28-30—37th Annual Convention, New 
— Automotive Trade Aasociation 
Hotel Chalfonte-Haddon Hell, ic 
City, N. J. 

Oct. 9-10 — New ire ile 


ion, Bon Air Hotel, Augusta, 


Oct. 9-11—Mississippi Automobile 
ons. Vista Hotel, Biloxi, Miss. 


Assn. Hotel, Hot : 
Od. eI Otlekeee 


Ak. 
Oct ete Maton | 


Hotel “Willers fone. Pins. 
ontat rom Reside co ae 
. — Flori le Dealers 

—_ i Soud Hote Mites Beach, 


Nov, | — Connecticut Atos be ag 
34th Annual s 
Harttord 


Assoclation 
Hotel Statler, , Conn, 
Trade Assn. of Vir- 


ag aceae  g 
Auromobtie, Dealers “imlegion 
Nov. IsI5" oat ctcutie the 
oe Netherland Piaza Hotei, Cilacin- 


° 
Dec. 7—Uteh i 
ation eee ee “tee tet it 


La , Utah 
un'te 1—3$th Annual National Au- 
_ me Deals ,Aaseclaten Corven- 
. Shera Shoreh 
tels, Washington. D. Cc. sodimal 
* 2 


Dealer Auto Shows 


Nov. sea letiend (Ore.) Show. 
Jan. 7-15—Chicago Auto ow, tahoe 


‘ Rongt Anatase, Siseee. 
an, 7- — St. Louis ft 
Auditorium, St. Louis Pe Oe 


it a 
Jan. 21-28—Pittsbu h Automobile Show, 
Hunt National ‘Guard Armory, Pitts- 
burgh, 
a. re -Cienaiond Auto Show, Cleve- 


and. 

Jan. 28-Feb. 4 — Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Pochester, N. Y 

* 


General 


July 21-22 — Truck Trailers Manufacturer 
Association Convention, Sheraton-Cadil. 
lec Hotel, Detroit, Mich. 

Sept. 6-17 — Production Engineering Show, 

avy Pier, Chicago. 

Sams. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

a ceeee re A of Automobile 

ations o a - 

Cadillac Hotel, Detroit, Mich: — 
(See CALENDAR, Page 39, Col. 2) 


20 Years Ago ars 


















Roosevelt for his signature . . 





The Big Stories 


An early court test of the constitutionality of the Wagner-Connery 
Labor Disputes Bill was anticipated as the bill was sent to President 
. Available in six body styles and 
listing from $595 to $700 f.o.b. factory, the 1936 LaFayette was an- 
nounced this week by Nash Motors ... With hearings assured on Presi- 
dent Roosevelt’s new tax program, American industry was prepared to 
enter vigorous protest against the proposed corporate levies .. . 
John R. Cobb, one of England’s foremost auto speed record holders 
arrived in New York for an early July speed trial on the Bonneville 
Salt Bed near Salt Lake City . . 
appeared in ADN, B. B. Ezell of Charleston, W. Va., comes forward 
with a plan to take the dealer entirely out of the used-car business 
... MEWA hears details of dealer sales-service plan ... A potential 
market for 3,500,000 new and used cars during the closing nine 
months of 1935 will further increase in 1936, according to a quarterly 
business survey conducted by the magazine Fortune. 
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‘The Name’s the Thing...’ 


This is - forum for the discussion of any subject of interest to our 


your 
letters you may sign 
used, if you se request. Ai 


letters are welcomed. No attention is Bay to unsigned 
rr meme with the agsurance 
Editor, Automotive News, Detroit 26, Mich. 


t it will] not be 





NUCDA Change 


Regarding the change in the 
NUCDA name, we changed our 
name five years ago, and it was the 
best thing that ever happened to 
our association. Today, we are the 
only true representative of the in- 
dependent dealer selling new and 
used cars and our membership is 
at an all-time high. 

Our recent success in the Texas 
Legislature is indicative of our 
strength in Texas today, and we 
are proud of our accomplishment 
(defeat of a proposed dealer licens- 
ing law).—Tom BLUNDELL, general 
manager, Texas Independent Auto- 
mobile Dealers Assn., Fort Worth. 

n * 


* 
Not Dumb 
In your issue of June 13, 1955, on 


|Page Four you picture the driver 
‘education program as promoted by 






. Inspired by an editorial which 


—From the files of Automotive News. 


the Clarke School for the Deaf in 
Northampton, Mass. While we real- 
ize there was no malicious intent 
on your part, we still feel that you 
are seriously in error in doing those 
youngsters an injustice when you 
refer to them as “deaf and dumb.” 

By no stretch of the imagination 
should these children be regarded 
as “dumb,” whether you interpret 
that to mean stupid, or unable to 
communicate orally. These children 
have better-than average intelli- 
gence and have been sufficiently 
educated to read lips so that they 
can communicate orally, as you and 
I, and thus be accepted in the 
world of hearing people without 
prejudice. 
Leon Sprrzer, Belmont, Mass. 

* 7 x 


On Prices 

We would appreciate the follow- 
ing being published in your paper: 

The news item in AUTOMOTIVE 
News and various newspapers mak- 
ing reference to the fact that the 
Attorney General’s office (Antitrust 
Division), would bring prosecution 
against dealer associations because 
of price fixing or “packing” in new 
car sales, is ridiculous because the 
whole blame should be against the 
car manufacturers. 

In every case, it can be proven 
that the local car manufacturers’ 
managers instigated the practice of 
“price changes” in order that more 
new-car sales could be made as 
well as using the “pack” for over- 
allowances on used cars traded in. 

The cause of any price irregu- 
larity made can be attributed to 
overproduction of new cars (at the 
rate of 8,000,000) which the business 
economy of the United States can- 
not absorb.—A DeaLer ASSOCIATION. 

















T 


AUTOMOTIVE NEWS, JULY 4, 1955 





Let’s Build Them NOW! 


= is the season of the year when millions of Americans go 
vacationing in the family car. 


Most of them are careful drivers who obey traffic regulations 
and the rules of the road. And yet, a large number of them will be 
killed or painfully injured in highway accidents. 


Why? 


Principally because we are trying to drive 1955 model cars over 
1925 model roads. 


As a result, here in a country where one out of every seven workers 
is employed in the motor transportation industry, where about 
53,000,000 motor vehicles will, this year, travel some 525 billion 
miles, precious lives are being lost at the rate of 36,000 a year. 


Today, we, as a nation, are facing a serious traffic situation. There 
is now one car to every 700 feet of every lane in each direction of 
every street and highway in the United States. According to estimates, 
our present obsolete highway system is costing us nearly 10 billion 
dollars annually in property damage, loss of time and higher transpor- 
tation costs. And all we are getting for our money is delay, irritation, 
injury and death. Now, we must make up for our neglect of highways, 
and we must act quickly. 


Even if you do not own an automobile, you have a vital stake in 
our highway system. Some 77% of the country’s freight, including a 
very large percentage of the food you eat, the clothes you wear, the 
tools you use and the raw materials needed by the nation’s factories 


HE FIRESTONE 


TIRE 


is transported over the streets and roads of our country by motor 
vehicles. Any break-down in this system of supply may have a serious 
effect on your way of living. 


If you do own an automobile, you know from experience that you 
are seldom able to use the excellent performance that was built into 
your car. In the city, except on expressways, you are slowed down by 
stop signs, traffic lights and speed laws, not to mention bumps in the 
pavement, chuck-holes and other hazards. Out in the country, where 
faster travel may be possible, you frequently find yourself creeping 
along with no room to pass, stalled at traffic bottle-necks or slowed 
to a walk by pitted pavements. 


It will take the combined efforts of all Americans to correct this 
situation. Congress and the State Legislatures have before them a 
number of bills which could help give our country and its people the 
road system it must have. 


A most effective way to get quick action is to write your Senators 
and Representatives both in Congress and in your State Legislature 
and tell them that you want them to vote to give the United States a 
system of streets and highways that will not merely meet today’s needs 
but also take care of the traffic volume for years to come. 


And, above all, tell them that you want action NOW! Better high- 
ways will save lives. And among the lives they save may be your own. 


America’s future progress depends on better and safer highways. 
Let’s build them NOW! 


beef - 


CHAIRMAN 
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“The service we're giving today 
is going to be the big factor in 
whether we sell the same custom- 
ers again tomorrow,” says one De- 
troit dealer. 

“And I'll wager that if you asked 
a hundred new-car buyers what 
kind of service they’re getting 80 
of them would say its lousy. 

“The way we have to operate 
in today’s market it’s almost im- 
possible to have much left in a 
deal for future service. 


“If a customer lets us make a 
reasonable profit, there isn’t 


enough we can do for him when 
he brings his car in for the 1,000 
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With the Staff... 
ALONG DETROIT’'S AUTO ROW 


mile checkup. But when a cus- 
tomer chisels us for the last penny 
it doesn’t leave any money in the 
till for future service. In that case, 
if the car moves backwards and 
forwards, it’s good enough for us.” 

The result of the latter is that 
the customer is mad at the dealer, 
hates the car he’s bought and 
swears that he’ll never buy another 
car of that make. Everybody is 
hurt in a deal like that—the cus- 
tomer, the dealer and the factory.” 

* + * 


Brown Still Selling 


Lewis F. Brown, Inc., which sold 
the most new Fords in 1953 and 


offering aluminum 


Olson Bodies 


truck market. 


TRUCK DEALERS: Olson Kurb-Side Bodies are sold 
exclusively thru recognized new-truck dealers — Ford, 
Chevrolet or GMC. Write for prices and details of these 
revolutionary and best advertised Bodies — demand 
exceeds the supply — do it NOW’! J. B. E. Olson Corp., 
1740 Broadway, New York 19, N. Y. Tel: CO 5-4300. 





1954, is having another great year. 
Unlike many Detroit dealers, Brown 
did better in May than he did in 
April. 

Joseph Garbarino, sales manager, 
reports that the company sold 514 
units in January, 462 in February, 
497 in March, 325 in April and 436 
in May. 


* * 


Too Many Cooks? 


The sales manager of a DeSoto- 
Plymouth dealership had this to 
say: “Our salesmen are a little 
discouraged about selling Plym- 
ouths lately. 

“You know there are 80 dealer- 


What Changed Their Minds? 


How the Success of Olson Bodies 
Converted Steel Body Builders 


In its May 1953 issue, Commercial Car Jour- 
nal published the arguments of steel body advo- 
cates against the use of aluminum delivery bodies. 

Today, leadin 

ies and others are preparing to do so. 
What changed their minds? 
Grumman did! They proved that aero- 
type Aluminum Alloy construction provides more loadspace 
with less deadweight, dents less, corrodes less, costs less for 
gasoline, tires, brakes, clutches, springs, bearings, king pins, 
spindles and is easier on the power plant and cooling system. 
That’s how Olson Bodies pay for themselves thru Savings! 

But the compelling reason for the conversion of steel 
body builders is that Olson Aluminum Alloy Bodies by 
Grumman have been chosen by the shrewdest fleet operators 
of America to replace the steel bodies they formerly used. 

We welcome good, honest competition and submit that 
your best investment still is the Bodies by Grumman that 
revolutionized route delivery economics. 

Only Aluminum Alloy Bodies by Grumman bring to you 
the “know-how” of 25 years’ experience in strength-with- 
light-weight aluminum fighter planes and 23 years’ experi- 
ence in aluminum body construction. 

Economy in delivery requires these long-lasting bodies 
that are cheaper to operate and maintain, depreciate less, 
last longer and bring the highest resale prices on the used 


steel body proponents are 


ships in Detroit selling Plymouths 
and that’s just too much competi- 
tion, particularly since people are 
shopping around the way they do 
these days. 

“I think they should have sep- 
arate dealerships for each of the 
Chrysler Corp. divisions. Chrysler, 
DeSoto and Dodge outfits could do 
very well by themselves if they’d 
reduce the number of them in each 
town.” 

* * * 


Sales—High & Thin 
A Detroit-area DeSoto-Plymouth 
dealer reports that sales are con- 
tinuing at a high level and seem 
to be on the increase, but “the 
deals are awfully ‘thin,’” he added 
wryly. 

He also reported that his new- 
car stocks are at the highest 
point in years, but this doesn’t 
worry him. However, he said that 
it was vexing to order from the 


















ee peony program, 


factory when he had a large 
stoek sitting on his lot. 

“Last week we had to order six 
models from the factory because 
we just didn’t have the color com- 
binations and power optionals the 
customers wanted,” he said. 

Just at that point the phone 
rang. It was another dealer seek- 
ing a particular color plus power 
model. He ran through his stock 
cards reading them off. He didn’t 
have it either. “C’est le guerre,” he 


said. 
* a * 


View on Discount 


One thing that has hurt the mar- 
ket the most for Chrysler Corp. 
dealers during the last few 
months, according to one dealer in 
that line, is the 18 percent discount 
offered corporation employes. 


“It’s not so much that Chrys- 
ler employes have been taking 
advantage of it, but Mr. and Mrs. 
America feel they are just as en- 
titled to a discount as the fellow 
working for the corporation. 


“They come into the showroom, 
ask the list price on a model and 
then go home and figure out what 
it would cost less the discount. 
Then they return to the dealership 
and say, ‘this is how much I'l] pay.’ 

“And to make matters worse 
|they want an overallowance on 
their trade,” he says. 

? * * 


Used Cars Good 


Another dealer reported that his 
used-car business is the best in 
years. “We've got fewer models,” 
he said, nodding to his lot across 
the street, “over there than we've 
had in a long time. Sometimes it’s 
too close for comfort.” 
| With new-car deals hovering 
close to the no-profit line, this 
dealer finds a lot of comfort from 

his used-car and service - shop 
operations. 

“We get pretty close to 70 per- 
cent absorption from our service 
shop and go after service custom- 
ers,” he said. Every stall in this 
department was busy and every 
lift was occupied by a paying job 
with others parked in the rear 
ready to move in as soon as a re- 
| pair order was finished. 
= . * 

Anxious Dealers 


| A Chrysler line dealer said that 
|he thought some dealers were get- 
| ting too anxious. 

“For instance,” he continued, 
“a fellow comes in here and after 
| we’ve gone into the deal and 

made him an offer he’ll say, ‘why, 
I can beat that by a $100.’ Well, 
instead of haggling any more, we 
say, with a smile, ‘why, that’s 
just fine, but we can’t go any 
lower.’ ” 

The dealer said that many times 
that some customer will come back 
|a couple of weeks later and ask 
|for the original deal offered him. 
“When that happens,” the dealer 
| said, “we always try to get another 
|$25 out of him for he wouldn't 
have returned if he could have 
done better.” 

* 





| 


* J 


Plymouth Deadline 


A Detroit DeSoto - Plymouth 
dealer reported that Plymouth has 
extended its changeover deadline 
to the last of August. 

“But they’ve set July 10 as the 
| final day for orders,” he said, then 
added wryly: “I suppose they think 
they can squeeze a few more or- 
ders from us. If they got five cars 
from each dealer it’d pay them in 


the long run.” 
* z * 


Dealer’s View of Davy 


A Nash dealer says that he was 
really amazed the way the Davy 
Crockett (King of the Wild Fron- 
tier) craze has swept the nation, 
creating severa] multimillion-dollar 
businesses. 

He added, “Quite a few outfits 
are capitalizing on old Davy. Un- 

fortunately, he hasn’t been too 
| much help to some of the Nash 
| dealers, who are the sponsors of 
| the (Walt Disney) Davy Crock- 
| ett TV show. It was this show 
| that gave the biggest impetus to 
| the Crockett craze. 





“One effect the unexpected popu- 
lgrity of Davy produced was a 
|boost in the cost of Disney’s pro- 
|gram to the dealers. I understand 
that there were a lot of bidders for 
so the cost hike is 
understandable. But I still wish 
Davy could persuade a few more 
people to buy Nash cars instead 
of cowboy suits.” 
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First im the Post ‘ a. seretser errana vO 


Rest rooms, oil checks, free air and windshield wipes — 





all were unheard of back in the early days of motoring. 
But as demand for gas and service grew, so did competi- 
tion. Gas pumps turned into service stations, and oil 
companies turned to advertising to tell about their prod- 
ucts and services. The first oil-company advertisement 
appeared in the Post in 1922. Yet even before this, the 
Post was the No. 1 automotive magazine. And because it 
has proved itself so effective in setting up sales, today as 


yesterday, when it comes to automotive advertising... 


The Post is first 





FILTERED AND 

FREE OF KEROSENE 

AND OTHER INJURIOUS 
<uRSTANCES 


ee 





THE AUTO ILLUSTRATED IS A 1911 VELIE. FOR A REPRINT OF THIS DRAWING SUITABLE FOR FRAMING, 
WRITE TO HAMILTON COCHRAN, AUTOMOTIVE MANAGER, THE SATURDAY EVENING POST, PHILA., PA. 


ee 
a Ter ase hee Le hL 


post -gets to the heart of America 
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AUTOMOTIVE WASHINGTON 


Treasury Finds Itself 
In “Tight Squeeze’ 


By William Ullman 


Washington Correspondent 
VEN with a $6 billion boost in the Federal debt limit for 
one more year, the Treasury will be confronted with 


some difficult financing 


roblems, according to Secretary 


George Humphrey. The $281 billion ceiling was voted last 
r on a temporary basis. The debt at the end of June was 


a simated to be almost at the¢ 
old limit of $275 billion. A 


$281' billion limit will be a 
tight squeeze, said Humphrey, but 
“we will try to live within it.” He 
would liked to have had a $290 
billion ceiling, which he requested 
last year. 

“I still believe the request we 
made last year was a proper one,” 
he told members of Congress. He 
warned that “if the least thing goes 
wrong” the Treasury will have to 
come back and ask for an upward 
adjustment. 

Aside from his warning that a 


- $281 billion limit 
might not be 
enough, the 
Treasury chief 
made a number 
of significant 
comments to the 
House Ways and 
Means Commit- 
tee. Among them, 
he urged that “at 
this time of great 
prosperity the 

William Ullman =—=_ Government, busi- 
ness and individuals alike, should 
exercise self-restraint in the use of 


public or private credit and the 
accumulation of debt.” 

He also said the Government’s 
basic problem of managing the na- 


tional debt is “even more acute|a detailed analysis of WOC’s who| democratic governmen 


this year than last” and that a 
recent refinancing by the Treasury 
“almost failed.” 

Humphrey refused to say that 
the Administration can produce a 
balanced budget next year, but he 
“hopes it can.” 

He also declined to say under 
questioning that the country is 
“moving toward a reduced national 
debt.” 


* * * 


WOC Analysis Due 


r APPEARS that there is going 
to be some sort of an official re- 
port on the use of WOC’s in Gov- 
ernment. WOC’s are industry men 
who serve the Government without 
compensation from the Govern- 
ment. 

During the hearings before a 
Senate Banking subcommittee on 
renewal of the Defense Produc- 
tion Act for another two years, 
Dr. Arthur Flemming, director of 
the Office of Defense Mobilization 
was a key witness. 

Senator Wayne Morse, Oregon 
Democrat, supported in part by 
Senator Paul Douglas, Illinois 
Democrat, asked a long list of 


searching questions on the use 
of WOC employes during the Ko- 
rean war and at present. 


Flemming said he would prepare 


served during the past five years. 


While Flemming protested that 
the Administration was not asking 
for any additional WOC authority, 
but only wanted to establish an 
“executive reserve’ of WOC men 
in ODM, Morse took the position 
that now is a good time to look 
into the whole usage, past and 
present, of WOC’s. 


All of which probably won’t make 
it any easier in the future for the 
Government to obtain good, well- 
informed industry men to give 


needed assistance. 
* * - 


Potomac Curtain? 


2 House Government Opera- 
tions Committee is studying 
plans for a congressional investi- 
gation to learn whether Federal 
departments and agencies have 
been withholding or suppressing 
information which should be given 
to the American public. 

Rep. William Dawson, Illinois 
Democrat, chairman, named a sub- 
committee headed by Rep. John 
Moss, California Democrat, to make 
the investigation. Serving with Moss 
will be Rep. Dante Fascell, Florida 


When an automobile is styled for 
comfort with Restfoam, buyers can 
see the difference . . . feel the 


difference . . . enjoy the difference. 


Restfoam foam rubber comfort 


cushioning adds the all-important 


extra selling plus that’s sure to please 


er 


HR’ 
~ 


HEWITT-ROB 


RESTFOAM PLANTS IN BUFFALO, N. Y., 


INCORPORATED 
FREMONT, OHIO AND STATEN 


STAMFORD, 


ISL 


the hard-to-decide car buyer. 


CONNECTICUT 
AND, N. Y. 


Democrate, and Rep. Clare Hoff- 
man, Michigan Republican. 

“An informed public makes the 
difference between mob rule and 
t,” said 


Dawson. 
+ 


Hoover Studies Ended 


HE Hoover Commission went 

out of business last Thursday 
(June 30). Thus far it has filed 13 
reports composed of 228 recom- 
mendations on reorganization and 
suggested changes in the Govern- 
ment. Four more reports are yet 
to be made public. 

President Eisenhower has or- 
dered “vigorous action” on all but 
a relative few of the commission’s 
recommendations, it is understood. 

With the second so-called Hoo- 
ver Commission at the end of its 
term, the former President, now 

81, will retire to private life after 
41 years of public service. 

The first commission was organ- 
ized under President Truman Sept. 
29, 1947. It has been an implacable 
foe of Government waste and bun- 
gling. About 70 percent of its rec- 
ommendations have been accepted, 
it is figured. At present there are 
26 bills based on Hoover Commis- 


sion studies before Congress. 
* * 


Real Estate Waste 


- A REPORT on U. S. property 
management forwarded to Con- 
gress last week, the Hoover Com- 
mission on Organization of the 
Executive Branch of the Govern- 
ment emphasized the magnitude of 
the realty problem, involving 400,- 
000 properties, buildings and facili- 
ties controlled by 27 different 
agencies, and noted the urgent need 
for modern business methods to 
achieve economies and efficiency. 

Statistics presented show that 
executive agencies of the Fed- 
eral Government own and utilize 
“working space” at home and 
abroad equivalent to 1,250 Em- 
pire State Buildings. A compila- 
tion from official accounting rec- 
ords shows these properties listed 
at an aggregate figure of $40.8 
billion, representing only the 
original acquisition and construc- 
tion costs. 

“Operation and management of 
this vast realty empire,” said the 
report, “were found by the task 
force to be handled under a de- 
centralized and wasteful system re- 
quiring the full-time services of 
370,000 Federal employes.” 

a * * 

The House has voted to approve 
a bill authorizing an expenditure 
of $57.7 million by the U. S. to 
complete the 3,200-mile Inter- 
American highway. The Senate 
passed and sent to the President 
a bill continuing the suspension 
of import duties on copper until 
June 30, 1958. 


7 * ~ 
e M. BURGESS, president of the 

* Burgess-Norton Co., has urged 
the Senate Finance committee to 
reject the House-passed bill extend- 
ing the Renegotiation Act. He con- 
tended the law was for emergency 
use only and renewing it now 
would tie up the capital of small 
and medium industry and thus 
delay expansion. 


Book Salutes 
Contribution of 
Auto Industry 


CHICAGO.—A salute to the auto- 
motive industry and its part in cre- 
ating modern America has been 
made in a new illustrated book, 
“Everything and the Kitchen Sink,” 
published by Farrar, Straus & Cud- 
ahy, Inc., honoring the centennial 
of Crane Co. 

The 160-page volume traces the 
development of U. S. industry dur- 
ing the last 100 years. A chapter 
entitled “The Tempestuous Twen- 
ties” contains a description of con- 
tributions made by the automotive 
industry. 

Among them were the install- 
ment credit system, mass produc- 
tion, fast personal transportation. 
the opening of the suburbs and 
community shopping centers. 

“The automobile changed the na- 
ture of the world.” the book said 
“and lifted the face of America.” 


Chevrolet Sales Award 


BEAUMONT, Tex. — (UTPS) — 
Walter M. Boswell, of Beaumont 
Motor Co. has received the top 
sales award for 1954 in the Houstor 
division of Chevrolet. 
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Ross Carrier takes tote boxes of castings to heat treat 


How The Shoemaker’s Children Got Shoes, or 


How we followed our own advice 


AND SAVED $6000 A YEAR! 


We recently put a Clark-Ross Carrier to work at our 
own Axle and Housing Division (Buchanan, Michigan) 
and saved ourselves $6000 a year. Here’s the background: 

Our Buchanan plant is an integrated manufacturing 
operation, but it’s spread out over a large area. Long 
ago we established a central transportation area to 
integrate the flow of materials to the outlying depart- 
ments—foundry, shaft, wheel, heat treat, etc. All parts 
and assemblies are put in tote boxes or palletized for 
storage in the central area until they are needed in 
manufacturing or shipping. Previously all the materials 
were shuttled around to the various departments on a 
trailer-train. A tractor and driver, a flagman and 28 


The Carrier replaced these and other trailers 


trailers were required for the job. It was slow, costly 
in terms of manpower and trailer maintenance, and 
often caused damage to the loads. 

Then we put the Series 70 Carrier (10,000 lbs. capac- 
ity) to work. It eliminated the whole trailer-train, 
which had cost us $2800 a year in maintenance. It 
eliminated the need for a brakeman—the Carrier is 
strictly a one-man operation. Its big pneumatic tires 
cushion the load, have eliminated virtually all damage 
to in-transit materials. At 25 mph, it runs rings around 
the old system, handles some 3,333,000 lbs. of material 
per 20-day work month. 

Why not look up the name of your local Clark dealer 
in the Yellow Pages and ask him about the unique 
advantages of a carrier-handling system: one-man oper- 
ated, self-loading (3 seconds), capacities up to 50,000 
Ibs., travel speeds to 56 mph. Speaking from personal 
experience, we recommend the Clark-Ross Carrier highly! 


CLARK 


Ss 


AR 
A RFREKIE 


Industrial Truck Division 
CLARK EQUIPMENT 
COMPANY 

Benton Harbor, Michigan 
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| Auto Dealer Changes 


Jensen Motor Sales (foreign 
cars), Boise, Id., has taken on a 
German Volkswagen franchise. J. 
M. Jensen is owner. 

* 


Six Dealers Sign 


Nash Franchises 


Nash has announced that six new 
franchises have been granted to 
dealers in five states. The names 
of the dealerships, locations and 
owners are: 

Hunter Motors, Alexandria, Va. 
John F. Hunter; Bargain Spot, Inc., 
Ravenna, O., L. H. Boone; K. D. 
BeBout, Inc. Mount Vernon, O., 
Kenneth D. BeBout; Flint Motor 
Co., Riverton, Wyo., G. E. Flint; 
Al Barsky, Inc., Philadelphia, Al 
Barsky, and, Werner Nash Sales & 
Service, Warsaw, Ind., Oscar E. 


Werner. 
+ 


Fiore Adds Showroom 


Fiore Pontiac, Inc, has an- 
nounced an additional showroom at 
5686 Post Rd., East Greenwich, 
R. I. Its other showroom is located 
at 183-191 Washington St., West 
Warwick, R. I. Vin Fiore, Jack Fi- 
ore, Mario Fiore and V. Albert 
DeCristofaro are handling sales at 
both locations. 

o = = 


Baum for Pontiac-GMC 


Verl T. Baum, Logan, Utah, has 
opened a Pontiac-GMC dealership. 
He formerly was a partner inB & H 
Chevrolet Co., Logan, and is a past 
president of the Cache Valley Au- 
tomobile Dealers Asan. 

* * 


Nash Appoints Camy 


Ernest J. Camy has opened a 
Nash dealership in Salinas, Calif. 
s * 


Jones Changes Name 


Dick Jones Motor Co., Chatta- 
nooga, Tenn., has asked permission 
to change its name to Packard & 
Studebaker Co. of Chattanooga. 

a 2 * 
Triumph Signs Five 

Five dealers have been appointed 
by Standard-Triumph Motor Co. to 
handle the Triumph TR2 sports 
car. They are International Motor 
Co., Evansville, Ind.; Brooklyn 
Sports Car Centre, Inc., Brooklyn, 
N. Y.; Nick Pastor, Palm Springs, 
Calif.; Foreign Cars, Inc., Daven- 
port, Ia., and Loyal’s British Mo- 
tors, Omaha. 

: 


* ” 


2 Ford Dealerships 
Opened in Ohio 

Howard R. McBride has opened 
a Ford dealership in Leetonia, O., 
after operating in Gerard, O., for 
15 years. 

In Woodville, O., Harley H. 
Menter has formed a new Ford 
dealership. He also owns Menter 
Motor Sales in Pemberville, O. 

e * e 
L-M Appoints Begel 

B. B. Begel, an auto dealer since 
19381 and a former president of the 
Badger State Auto Dealers Assn., 
has been named a dealer for Lin- 
coln-Mercury in Milwaukee. He 
said both used and new-car depart- 
ments are being enlarged. He for- 
merly handled Studebaker. 


os * * 


Collins Ford Sold to Clark 


Collins Ford Sales, Wapakoneta, 
O., has been sold by T. C. Collins 
to E. W. Clark, formerly of Tim- 
merman Sales, Lima, O. The deal- 
ete will operate as Clark Ford 

es. 


* ™ 


= 
Groce Sells to Martin 


C. R. Groce has sold Groce Mo- 
tor Co., (Pontiac-GMC) in Yadkin- 
ville, N. C., to his son-in-law, Percy 

who will continue to run 
the business under the same name. 
* * ow 


Armstrong and Goetz 


Opens Foreign Motors 


Armstrong & Goetz has separated 
its Packard and foreign-car deal- 
erships at Portland, Ore., setting 
up a new partnership which will 


operate as Foreign Motors of Ore- 
gon in a second location. 

It will sell and service Jaguar, 
Hillman, Rover, Sunbeam and Tri- 
umph. Parts also will be stocked 
for all foreign makes of cars, ac- 
cording to William Armstrong. 


+ 
Hills Motor Opens 


Bennie Hills Motor Co. (Buick), 
has been opened by Ellis J. Arnett 
jr., in Greensboro, Ga. 

* * * 


Curtis Pontiac Chartered 


Curtis Pontiac, Inc., has been in- 
corporated in Lenoir City, Tenn. 
aa + * 


Brook Gets Studebaker 


Brook Motor Sales has been 
made a franchised Studebaker 
dealer in Mishawaka, Ind. The firm 
is operated by Milton M. Brook, 
former truck sales manager of 
Scherman-Schaus-Freeman (Stude- 
baker), South Bend. 

t + + 


Bronx Gets Nash Deal 


Barnard Lechner, an auto dealer 
for 30 years, has opened a Nash 
dealership in Bronx, N. Y. The firm 
is known as Leader Motors, Inc. 
Lechner is president and treasurer 
of the firm, and J. Miller Elsinger 
is secretary. i 


Ruppert Takes Buick 


Edward A. Ruppert, formerly 
general manager of Hilgeford Bu- 
ick Co., Franklin, O., has taken 
over the company. He will rename 
the firm Ruppert Buick Co. 

* * * 


Orsinger Buick Opens 


Charles G. Orsinger Buick Co. 
has opened in temporary quarters 
at 4515 San Pedro Ave. San An- 
tonio. 


® * * 


Three in N. J. Named 


British Ford Dealers 


Three new dealers for English 
Fords have been added in New 
Jersey, according to H. O. Lund, 
Ford International division: branch 
manager. 

They are S. & R. Service, Han- 
over; Harry Ford Auto Sales, Ltd., 
Mt. View, and Washington Motors, 
Washington. 


* * * 


Gale Buys Buick Deal 


Walter Gale, formerly of Van- 
couver, Wash., has purchased C. 
Anderson Co. (Buick), Wenatchee, 
Wash. The name has been changed 
to Gale Buick Co. 

= + 
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Goldman Buys Townson 


Paul and Milton Goldman have 
taken over Robert Townson Co. 
(Dodge-Plymouth), Valley Falls, 
R. L, and are operating under the 
firm name of Paul Goldman, Inc. 
The new dealership has an indoor 
30-car showroom as well as an open 
air display lot. Paul Goldman at 
one time was associated with Walt- 


More Tread— 


Karl Dalsky, General Tire & Rubber Co. 
commercial sales manager, shows on a 
tape measure the firm's new “Super Ex- 
Pressway” tires’ tread width. The tire 
offers 12 to 15 percent deeper and wider 
tread than the Expressway line which it 
replaces, according to Dalsky. 


er Winters, Inc., (Dodge-Plym- 
outh), Pawtucket, R. I, and for the 
past two and a half years has been 
a used-car dealer. 


* * * 


Francis to Get Continental 


Francis Lincoln-Mercury, Port- 
land, Ore., will handle the Conti- 
nental Mark II, according to an 
agreement signed by C. Edwin 
Francis, president, and R. E. Hen- 
derson, L-M northwest district 
manager. 

? . = 


Quality Chevrolet 


Quality Chevrolet Co. is a new 
dealership in Winona, Minn. Mel 
Paster, formerly sales manager for 
Suburban Chevrolet Co., Minneap- 
olis, is the dealer. 


+ * * 


Knopke Buys Chevrolet 


Carl Knopke has purchased 
Clauss Chevrolet Co. in New Ulum, 
Minn. and has changed the name 
of the firm to Knopke Motor Co. 
Knopke formerly was Chrysler- 
Plymouth dealer in Wassau, Wis. 


Patterson Takes Over 


Schopene Motor Sales (Chrysler- 
Plymouth), Pittsburgh, will con- 
tinue to operate under the super- 
vision of James C. Patterson, co- 
owner with the late Walter C. 
Schopene. 


* * 


Edmonton-White Franchised 


Edmonton-White Truck Sales, 
Ltd., South Edmonton, Alta. has 
been appointed exclusive distribu- 
tor for White, Autocar and White- 
Freightliner in Northern Alberta. 
President of the firm is Stephen S. 
McKellar, formerly sales manager 
of the Vancouver branch of White. 

- * * 


Hannan & Miller Sold 


The Chrysler- Plymouth dealer- 
ship in Michigan City, Ind., has 
changed hands for the second time 
in two years. Operating under the 
name of Hanna & Miller, Inc., the 
firm has been sold by John Hannan 
and Edwin J. Miller to Wayne D. 
Mertl. The new name of the deal- 
ership is Mertl Motors, Inc. 

~ 


3 Deals Change Hands 


Three dealerships have changed 
hands in Northern California. 
Richard S. Bullis, former San Fran- 
cisco Nash dealer, has purchased 
Glen Smallcomb Chevrolet in Bur- 
lingame; Carl Carlson (Studebak- 
er) of San Rafael has acquired Im- 
perial Motors (Chrysler-Plymouth) 
in San Francisco, and Paul H. Sni- 
der, formerly of Turlock, has pur- 
chased Glen Hendy’s Chevrolet deal 
at Patterson. 

7 7 a 


Gledhill Buys Out Stevens 


Chad Gledhill has bought out the 
interest of his partner, Jack Stev- 
ens, in Economy Chevrolet Co., Al- 
hambra, Calif. 


* * * 


Ledlow-Tindall Gets Pontiac 


Ledlow - Tindall, a new Pontiac 
dealership in San Antonio, Tex., 
has opened in temporary headquar- 
ters at 4000 San Pedro until its 
permanent $100,000 home is com- 
pleted. The owners, Harvey Ledlow 
and Cecil Tindall, also operate a 
used-car business at 2520 Broadway. 

* * * 


Yeakels Buy Out Stillwell 


Robert and Frank L. Yeakel have 
purchased the interests of W. A. 
, Stillwell (Oldsmobile), Los Angeles. 
The brothers will operate the deal- 
ership as Wilshire Oldsmobile. The 
new franchise was announced by 
Harvie L. Waite, Oldsmobile zone 


manager. 
2 = 


Vance Purchases Rogers 


W. M. Vance, of Topeka, Kans., 
has purchased Rogers Motor Co. 
(Chrysler-Plymouth), Tulsa, Okla... 
and has formed a new corporation 
which will be operated under the 
name of Vance Motors, Inc. W. W. 
Rogers will retain ownership of 
the building housing the dealership. 

7 


Oldsmobile Deal Sold 


Grebe- Fischer Oldsmobile Co. 
Inc. has purchased Grebe Motor 
Co. (Oldsmobile) in St. Louis. Otto 
Grebe jr., son of O. H. Grebe sr., 
one of the former owners, is presi- 
dent, and Wil Fischer, a son-in- 
law, is vice-president of the new 
corporation. 


THE IMPROVED 


25 TON 


Hand Operated Hydraulic 


ARBOR PRESS 


A versatile, speedy press of 25 
ton capacity for numerous uses in 
automobile shops, machinery over- 
haul departments, tool rooms and 
laboratories. Features include 
quick work contact and return, 
adjustable and reversible bolster 
with “Vee” blocks attached to one 
side of plates, and adjustable 
pump handle conveniently located 
to place the operator in the best 
position to use the press with 
minimum effort. Write for bul- 
letin giving complete details and 
specifications. 


DIVISION OF FRONTIER INDUSTRIES, INC. 
341 BABCOCK STREET 
BUFFALO, NEW YORK 
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plus added service profits 


We operate, service, and replace hun- 
dreds of leased cars in your area. If we 
can trade right—one and two-year old 
Chevs, Fords for new—you cash in on 
large, continuing volume, Add year-round 
revenue for your service department. 
Write or call 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, lilinois Museum 4-6969 . 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


XPERIMENTS with various au- | 


tomotive radiator designs using 
aluminum very definitely are in the 
category of “live projects.” holding | 
promise of early adoption for pro- | 
duction usage. 

At last month’s SAE meetings 
in Atlantic City, Leo Swoboda, de- 
velopment engineer for Kaiser 
Aluminum & Chemical Sales, Inc., 
stated that work is progressing on 
a “hybrid type” having brass cool- 
ant passages and aluminum fins. 

This combination of material is 
said to permit use of zinc-tin sol- 
der in existing furnaces, with only 
minor changes in temperature 
and time settings. 

A representative of another large 
aluminum producer confirmed Swo- 








boda’s prediction that use of radi- 
ators with aluminum fins and cop- 
per tubing is in the offing. 
Swoboda also pointed out that 
the all-aluminum radiator still is 
the ultimate goal. He said, “It ap- 
pears that new fluxes being devel- 
oped in our laboratories will over- 
come the objections the automotive 
industry has to those presently 
used. Indications are that this new 
flux and process should be avail- 
able commercially within a year.” 
+ * ” 


Safety Session Highlighted 


By Ford Crash Films 


ro Engineer Al Haynes caused 
quite a stir when he showed 


movies of automobile crash-testing 


| investigator was 


at the recent SAE safety sympo- 
sium. We saw prearranged head- 
on collisions, crashes into the sides 
of stationary vehicles and shots of 
crash-barrier work in which the 
car slams into a solid wall. 

The movies were so realistic that 
many in the audience unconsciously 
braced themselves before each im- 
pact — and even 
the most ardent 


glad to settle for 
the vicarious ex- 
perience instead 
of “the real 
thing.” 

Forces gener- 
ated by crashes 
from such rela- 
tively low speeds 
as 30 to 35 m.p.h. 
were so destruc- 
tive that it was obvious why Ford 
had decided to use anthropomor- 
phic dummies as stand-ins for hu- 
man passengers. 

The crashed cars are instru- 
mented to determine the impact 
forces developed, and instrumen- 
tation is applied to the dummies 
to obtain data that will aid in 
finding out something about hu- 
man impact tolerance. 

The dummies approximate hu- 
mans in size, weight distribution 
and skeletal articulation. Joint ten- 





sions may be pre-set to simulate 
human anticipatory reaction, and 
the “skin response” indicates in- 
juries that would be caused by bat- 
tering against the vehicle interior 
during a crash. 
* * . 

HESE full-scale collisions are 

expected to contribute informa- 
tion that will assist engineers in 
designing cars that will reduce hu- 
man injuries and fatalities. 

Forces generated during colli- 
sions are much greater than gen- 





provoking presentations at these 
sessions. However, it seems to me 
that noteworthy contributions also 
could be made by industry suppliers 
who have been working on safety 
aspects of such items ag doors, 
locks and, of course, seat belts. 
Perhaps the suppliers and the 
many insurance companies study- 
ing this problem could be induced 
to come forward and tell what they 
have learned thus far. 
* a 


Browsing Through 


erally assumed. Crash studies! The Bowserama 


already have shown that struc- 
tural bending and forward crum- 
pling of the car are very effective 
in dissipating kinetic energy. 

One chart used by Haynes in 
his presentation shows that, for 
a 30-m.p.h. head-on impact, the 
average decelerative force mag- 
nitude decreases from more than 
100 G’s at the front bumper to 
less than 20 G’s in the front pas- 
senger compartment. 

The Ford engineering staff cer- 
tainly is to be congratulated for 
sharing some of the data accumu- 
lated during its crash investiga- 
tions. I understand that SAE hopes 
to schedule other meetings on auto- 
mobile safety in the future. 

I’m confident that the other au- 
tomobile manufacturers will pro- 
vide valuable data and thought- 








For Safe, Dependable Door Operation... 


Leading bus manufacturers specify Midland air door oper- 
ating systems as original equipment because years of 
experience under the most rigorous tests have proven 
Midland equipment stands up best, operates most economi- 


cally and efficiently. 


For either straight air or electro-pneumatic operation, 
Midland air door operating systems provide time-proven 
equipment for long-life, low-cost, trouble-free service. And 
Midland’s complete line includes every safety device for 


dependable operation. 


Another big advantage is Midland’s nation-wide service. 
Wherever you are you’re always near a Midland distributor, 
where you can secure genuine Midland parts and where 
complete service facilities are available for your own or 


your customers’ vehicles. 


Write today for complete information on Midland air 
door operating systems. 


They’re the finest. 



























Midland Air 
Compressor 


Door Engine And 
Solenoid Valve 
Assembly 


Those Who Know 
Power Brakes 


CHOOSE MIDLAND! 





ERE are some of the automo- 

tive highlights at the “road 
show” display of products produced 
by Bowser, Inc. 

My guide, Bob Sherwood, sales 
manager of Joseph Weidenhoff, 
Inc., Bowser subsidiary, pointed 
out features of the new electric 
ignition analyzer at our first stop. 

Built around an _ oscilloscope, 
this unusual piece of engine-test- 
ing equipment enables the com- 
plete electrical performance of 
the entire ignition circuit to be 
observed with the engine running. 
Ignition cycles of all engine cyl- 
inders are shown simultaneously 
on the cathode-ray-tube screen. 

In addition to checking condens- 
ers, coil, contact breaker, distribu- 
tor, wiring insulation and spark 
plugs, the unit provides for loading 
the ignition system progressively 
until plug misfiring occurs. The dial 
reading then shows the margin of 
energy reserve in the ignition sys- 
tem. The analyzer would appear to 
have a wide field of application in 
locating the source of ignition 
troubles. 

* * * 
 ppventinhationed also slipped me the 
accompanying picture—which is 
said to be the first information 
* * + 


Werercencncen ental 





Stew. 


Dual Analyzer— 


Although designed specifically for ex- 
haust-gas analysis on dual-exhaust cars, 
this unit may be used as two separate 
analyzers to handle exhaust from con- 
ventional single-tailpipe models. 

* 


released on the company’s dual- 
exhaust gas analyzer. Slated for 
early announcement, this device is 
intended specifically to perform 
accurate exhaust analysis on cars 
equipped with dual exhaust outlets. 

The new unit is said to provide 
convenience of use and accuracy 
that will be a decided improvement 
over present methods of “switching 
from one pipe to another” to use 
conventional single-exhaust analyz- 
ers for the increasing number of 
cars carrying dual-exhaust. 

At the final stop on my tour 
through Bowserama, I saw the 
new “ITV Look” in gasoline- 
station pumps. The large, rec- 
tangular glass area does have a 
definite resemblance to a televi- 

sion screen. 

The effect is to give these pumps 
an attractive, “modern” appear- 
ance. Of more practical importance, 
however, is the easy readability of 
all dials from a wide angle of 
vision. 

Another new pump, the “siam- 
ese” unit, will interest gasoline- 


station operators who want to gain ~ 


efficient use of manpower while 
dispensing maximum volume of 
gasoline in a minimum pump- 
island area. This two-in-one pump 
is not much larger than the single 
unit, yet has metering dials on 
both sides and provision for two 
hose-pump outlets. 

So now I’ve seen the Motorama, 
Furniturama, Autorama, Food- 
orama, Dollarama, Glamourama 
and Bowserama. Wonder what 
“ama” will be next? 


Tintner Joins Amthor 


Amthor Testing Instrument Co. 
has announced that Albert Tintner 
has joined the company as general 
sales manager. He formerly was 
with Newage International, Inc. 
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DON’T know when I have been 
mixed up on a subject that is 
as highly controversial, at least on 
the truck beat, as the present sub- 
ject of the adoption of the new 
tubeless tires for trucks and buses. 
And I believe I can safely say 
that “it is only the beginning, gen- 
tlemen, it is only the beginning.” 

Even one chief engineer of a 
large truck company claimed he 
did not know enough about the 
new tubeless tires to feel that he 
was qualified even to give an 
opinion. Of course, he might have 
had his tongue in his cheek as 
one of the tire men said his com- 
pany has been testing tubeless 
tires for nearly two years. 

But that is an indication of what 
I mean when I say the subject is 
highly controversial. In fact, in 
some quarters, it seems to be full 
of dynamite. 

One tire company and one wheel 
company seem to have gotten the 
jump on the field by gambling 
heavily on the eventual adoption 
of the drop center type of tire, and 
the rest of the industry is fran- 
tically endeavoring to catch up. 
Or, at least, to get into a high- 
volume output position by the itme 
that the first truck has the new 
tires as standard equipment. 

7 + af 
Cost Problem Is Large 


Go tire companies, of course, 
are not in trouble in any way. 
They will be in volume production 
in plenty of time to take care of 
their customers and get at least 
basic stocks of their makes in the 
(Continued on Page 23, Col. 1) 


New Drop-Center Rims Standard ... 





56 Trucks to Go Tubeless 


A BOMBSHELL was dropped on 
the trucking industry wuen the 
‘Lire and Kim Assn. announced at 
the SA session in Atiantic City 
that standards had been decided 
upon for truck tubeless tires and 
rims. 

According to the standards com- 
mittee, tubeless truck-pus tires will 
be made in sizes up to and includ- 
ing the tire that replaces the pres- 
ent 11.00 cross-section, for mount- 
ing only on the new type, one-piece 
drop center rims. 

in all sizes above the replace- 
ment fer 11.00 cross-section the 
muitiple piece rim, employing a 
sealing ring or gasket, will be 
used. 


The drop center rim for tubeless 
truck and bus tires is the types of 
rim that Firestone has been offer- 
ing the industry for several months 
and the multiple piece rim is the 
Goodyear Tru-Seal type of rim. 

It is understood that most if not 
all of the truck makers will stand- 
ardize on the truck-bus tubeless 
tires for their 1956 models. For the 
present, at least, it is expected that 
the present type of tire and rims 
will be furnished those fleet oper- 
ators who for reasons of their own 
will demand the same equipment 
they now are operating. 

* * * 

T{LEET operators in many cases 

claim that while it may be pos- 
sible to change present wheels to 
the new drop center type rims, the 
cost would be excessive and they 
plan to run their present equipment 
out on the type of tire and tube 
they are now using. In the case of 
many large fleets this will take 
from seven to as many as 12 years. 

Both the tire and truck makers 
feel that the program announced 
by the Tire and Rim Assn. is a 
long step forward in bringing to 
the trucking industry the advan- 
tages of tubeless tires. 

By eliminating the tube and flap 
and all of the troubles usually as- 
sociated with them, one of the ma- 
jcr sources of tire trouble will be 





Truckers, Teamsters Agree on Safety— 


National Automobile Transporters Assn. personnel and safety directors 
reached agreement on a safe driving program with the Teamsters’ Union, represent- 
ing the truck drivers, at an emergency meeting in Chicago. A Cooperative Road 
Patrol Plan in which NATA members will spot-check high accident-frequency areas 
was adopted. Among the NATA members present were, from left, standing—W. E. 
Griebling, Kenosha Auto Transport Co., Kenosha, Wis.; L. E. Spencer, Dallas & Mavis 
Forwarding Co., South Bend; J. W. Jacobson, F. J. Boutell Driveaway Co., Inc., Flint; 
R. H. Daily, M & G Convoy Co., Buffalo; Chet Langholff, Arco Auto Carriers, Inc., 
Chicago; Carl Knurch, Chicago; George Kessler, Robert R. Walker, Inc., South Bend; 
N. J. Bleau, Automobile Shippers, Inc., Detroit, and A. C. Finch, fleet safety engineer, 
National Safety Council, Chicago. Seated—Harold K. Halbrooks, NATA accident pre- 
vention director, Detroit; A. L. Collins, E & L Transports, Detroit; Preston L. Huband, 
conference director, Commercial Carriers, Inc., Detroit; Mrs. Bernice Schulte, NATA 
staff, and W. H. Botsford, NATA public relations counsel. 


have 


Table for Drop-Center Truck Tires 


(As Adopted by Tire and Rim Assn.) 


*8-17.5 
8-19.5 
1-22.5 

*7-22.5 
8-22.5 

*8-22.5 
9-22.5 

10-22.5 

11-22.5 

11-24.5 

12-22.5 

12-24.5 


* Extra-ply optional sizes. 


Max. 
Load Inflation 
1520 
1740 
2060 


2420 


permanently removed. The new| assembly lines and cause con- 
tubeless tires are lighter in weight,| fusion in production. 


cooler running, and more trouble- 
free wheel assemblies. 

Truck factories, in particular, 
look to the elimination of many 


sizes of tires, rims and especially 
hubs that bog down the truck 


The new approved technical 
standards now will make it possi- 
ble for all manufacturers to pro- 
ceed with tooling for volume pro- 
duction. Up until these standards 
were set by the industry, it was 


Dual Spacing 
Chain No Chain 


Replacement for 
Regular Tires 


” Size Rating 
7.00 x 15 6 
7.50 x 15 
7.50 x 15 
7.50 x 17 
6.50 x 20 
6.50 x 20 
7.50 x 20 
7.50 x 20 
8.25 x 20 
9.00 x 20 

10.00 x 20 
10.00 x 22 
11.00 x 20 
11.00 x 22 


—Courtesy of B. F. Goodrich Co. 





impossible for any tire, wheel, rim 
or truck manufacturer to proceed 
toward the eventual adoption of the 
tubeless tire, although this step has 
been in the making for quite some 
time. 

The Rubber Manufacturers Assn. 

(Continued on Page 20, Col. 1) 


Ford Maintains Sales Lead 


ORD still led the new- truck 

sales parade during the first 
four months of 1955, but Chevrolet 
came roaring up with an 8,736-unit 
increase in April over its March 
sales figures. 

April sales inched Ford up 0.23 
of a percentage point over its mar- 
ket penetration for the first quar- 
ter of 1955, but Chevrolet leaped up 
1.10 points. However, Ford’s gain 
over April, 1954, was nearly double 
Chevrolet’s loss for the same pe- 
riod. 

Chevrolet’s April gain over 
March reflected the first full 
month that its new models were 
on the market. They were not 
introduced until March 25. 

Ford’s bite of the total truck 

market for the year, as of Apr. 30, 

was 34.87 percent; Chevrolet gob- 

bled up 28.90 percent and Interna- 

tional was third with 12.71 percent. 
od om : 


poe was fourth with 7.92 per- 
cent, GMC fifth with 6.63 per- 
cent and Willys sixth with 3.17. 
Dodge and GMC also introduced 
their new models this year; Dodge 
in April and GMC during the week 
of March 14. GMC also lost some 
experienced men to other plants 
in the area during the new-model 
shutdown. 

Dodge’s later start was indi- 
cated by a 736-unit loss in April 
sales from March’s total and 
GMC’s full month of selling new 
models brought 1,021 additional 
sales in April as compared to 
March. 


Ford advanced 2.41 percentage 
points over 1954's first third, Inter- 
national was up 2.72 and Dodge 
crept up 0.23 of a point, and Willys 


gained 1.59. White, Studebaker, ; months of 1955 and 1954 shows a 
Mack and Diamond T all less than|marked gain of 94.97 percent for 
a point. Top was Mack with 0.41,| Willys with Mack scoring heavily 


Diamond T was low with 0.08. 


with a 55.52 percent increase. 


The losers were Chevrolet with} Unitwise, Chevrolet dropped 18.61 


a 5.63-point drop from the same 
period of 1954; GMC with a loss of 
2.17 percent, and Brockway and 
Reo, with a setback of 0.01 of a 
point. 


A 


* * * 


unit sales for the first four 


percent, GMC, 26.78, Brockway, 
8.04 and Reo, 0.73. 

April’s sales indicate a rising 
truck market for 1955, as its gain 
over the previous year cut the 
first quarter deficit from 11,164. 


STUDY of the comparative| to 7,425 for the first four months, 


(Continued on Page 22, Col. 3) 





Proposed U.S. 


Truck Limits 


Opposed by Industry 


ASHINGTON.—tTruck industry|man of the Truck-Trailer Manu- 


representatives are deeply con- 
cerned over one provision of the 
Federal Highway Bill passed by the 
Senate and now in the House Pub- 
lic Works Committee. 

The provision would deny Fed- 
eral funds to any state which al- 
lows vehicles using interstate 
highways to exceed certain limits. 

These limits are those in effect 
in the state on July 1, 1955, or those 
recommended by the American 
Assn. of State Highway Officials in 
1946, which ever are greater. 

+ * * 
Arts C. BUTLER, director of 
the National Highway Users 
Conference, and E. J. Lucas, chair- 


NEW PRODUCTS 


Page 30 





facturers Assn. legislative commit- 
tee, have placed their groups in 
opposition to the provision. 

The National Truck Leasing 
System, Inc., has wired the com- 
mittee objecting to the proposed 
“freeze” on truck sizes and 
weights. The NTLS speaks for 
truck lessors, particularly the 
Private Carrier Conference of 
the American Trucking Assns. 
and the Private Truck Council of 


Opposition arguments are: That 
the AASHO recommendations are 
10 years old and based, in part, on 
tests made in 1922-23; that the Fed- 
eral Government has no place de- 
termining truck restrictions since 
this field historically belongs to the 
states, and that the provision fails 
to take into account the differences 

(Continued on Page 20, Col. 5) 
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New Drop-Center Rims Standard... 


Tubeless Tires for ’56 Trucks 


operators who desire to make this|and the sizes in tube type tires 


(Continued from Page 19) 
has stated that leading tire manu- 
facturers have advised that special 
applications such as high load and 
low platform trailer tires will con- 
tinue to be used with tubes pend- 
ing further developments. The same 
is true with farm tractor tires, both 
front and rear. 
= + * 
LL tire manufacturers agree 
that tires with tubes for truck 
and bus replacement will continue 
to be made for maybe 10 years or 
more, unless some development 
makes it possible to do otherwise. 
The tire manufacturers also cau- 
tion that only a limited quantity of 
the new tubeless tires and rims will 
be available during the near future 
for additional testing and evalua- 
tion by truck owners. In fact, it is 
expected that some truck manufac- 
turers will be announcing ‘56 
models on the new tubeless tires 
before adequate supplies of either 
tires or wheels are in the field to 
take care of changeover for those 


change. 

Ample supplies of tires and 
wheels are assured, however, to 
take care of any damaged tires or 
wheels on new trucks and for serv- 
ice. Also, it ig understood that by 
early fall stocks of tubeless tires 
in the various special treads will 
be available in the field for those 
who need these special treads for 
their particular operation. 

Eleven standard production sizes 
of the new tubeless truck-bus tires 
now will replace 24 standard pro- 
duction sizes of the present tube 
type tires. The new tubeless tires 


Doctorate for Dealer 


MOBILE, Ala—Edward R. 
Maher, of Dallas, Ford dealer and 
civic and Catholic lay reader, re- 
ceived an honorary degree of Doc- 
tor of Commercial Science at the 
125th commencement exercises of 
Spring Hill College. Three of Mah- 
er’s sons, all Dallas dealers, at- 
tended Spring Hill. 


they replace are as follows: 

7-175 tubeless replaces 7.00 x 
15-inch; H. D. - 15. 

8-17.5 tubeless for 7.00 x 16, 
7.50 x 16, 7.50 x 15, 8.25 x 16, 9.00 
x 16. 

8-19.5 for 7.00 x 17, 7.50 x 1%, 
7.00 x 18, 8.25 x 17, 8.25 x 18, 10.00 
x 18. 

7-22.5 for 6.00 x 20, 7.00 x 20, 6.50 
x 20. 

8-22.5 for 7.50 x 20. 

9-22.5 for 8.25 x 20. 

10-22.5 for 9.00 x 20. 

11-22.5 for 10.00 x 20. 

11-24.5 for 10.00 x 22. 

12-22.5 for 11.00 x 20. 

12-24.5 for 11.00 x 22. 

There are three variations that 
have already crept into this new 
tubeless tire table where extra plys 
have been added to sfandard pro- 
duction sizes, widening the replace- 
ment base. 

. * * 
prRom fleet operators, of heavy 
equipment, in particular, it was 
found that many are laboring un- 


der a misconception of what they 


nounced a flap thin enough so that 


can and cannot do with the new/| the flanges or beads of the tubeless 


tubeless tires. 

One large operator said that he 
was going along with the new pro- 
gram, as he had found that if he 
followed tire and truck manufac- 
turer suggestions he had never 
found himself in serious trouble 
and that both makers would work 
with him to get him out of trouble. 
He added that the least he could 
be penalized for taking on the new 
tubeless would be that he might 
have to buy tubes for those casings 
if they did not work out all right. 

Tire makers claim that tubes 
can be used in the new tubeless 
tires only in cases of extreme 
emergency where the bead of a 
brand new tubeless has been in- 
jured and the operator would 
put in a tube to get as much 
mileage out of the carcass as 

possible. 

They claim it is not feasible in 
general practice and should not be 
entertained by any operator who 
has cost of maintenance in mind. 
In the first place, they say there 
is a slight weave in the edge of 
the bead in even the heaviest tires 
and this motion is enough to chafe 
through the tube and cause an 
early failure. 

Only one company has an- 





LONGER 





with Eaton 


LINING 
LIFE 







Self-Contained Air Brakes 


In exhaustive tests and actual truck operation, the Eaton self- 


contained air brake has proved that lining life is increased as 
much as 100 per cent. When necessary, relining service time is 
greatly reduced, cutting labor as much as two to four hours. 


These important advantages are the result of a combina- 
tion of Eaton advancements. Floating split-shoe design—using 
single pins at the anchor ends, with rollers and floating pins at 


BRAKING 


the cam ends of the shoes—eliminates the need for anchor-pin 


lubrication, makes for quick action and quick release, and pre- 
vents pin seizure. Simply constructed with fewer parts, over-all 


weight is reduced approximately 15 per cent. 


For a given input, greater braking effort is delivered at the 
drum. The strong rigid chamber bracket, mounted directly on 
the brake spider, entirely oe the short camshaft. Lubri- 

by a reservoir contained in the 


cation of the shaft is provid 
bracket. This compact, close-coupled design, with reduced bracket 


deflection, reduced camshaft wind-up, and shorter chamber 
stroke, assures quicker, safer truck stops. 


EATON 





CLEVELAND, 


AXLE DIVISION 
MANUFACTURING 
OHIO 


PLUS 


GREATER 


EFFICIENCY 


QUICKER ACTION 


QUICKER RELEASE 


QUICK, EASY RELINE 





COMPANY 


eB) PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets ° Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Erigine Parts * Rotor Pumps * Motor TruckAxles * Permanent Mold Gray Iron Castings * Heater-Defroster Units * Snap Rings 
Springtites * Spring Washers * Cold Drawn Steel * Stampings * Leaf and Coil Springs * Dynamatic Drives, Brakes, Dynamometers 


plus the flap can be forced down 
into the drop center well. 


* + * 

N OUNTING and dismounting 

such applications is described 
as a thankless job and the results 
are very uncertain. Fleet owners 
or other truckers should not, at this 
time, even entertain this type of 
use of the tubeless tire, say both 
the tire and rim makers. 

While a number of truck makers 
have been testing tubeless tires in 
their engineering and test facili- 
ties for over a year, it is felt that 
the tubeless tire program is being 
thrust on the industry much too 
fast for the industry to be set for 
it. 

Truck makers, however, it is 
observed, envision not only lower 
tire costs but also considerable 
relief from the present chaotic 
production problem of keeping 
enough tires, rims and hubs in 
stock to take care of the wide 
variety of sizes and types needed 
to meet the demands of the fleet 
operators who wish to keep their 
fleets more or less standardized 
on tire and wheel sizes regard- 
less of the make of truck they 

buy. 

Fleet operators, especially the 
over-road haulers, who have been 
accustomed to using the new tires 
on the power units first and mov- 
ing them back to the trailers as 

(Continued on Page 21, Col. 1) 


Proposed Federal 
Truck Limits 


Hit by Industry 


(Continued from Page 19) 


in terrain, topography and soil con- 
ditions among the various regions 
of the country. 
* * * 

$e Democratic majority on the 

House committee is said to be 
sharply divided on the merits of the 
“freeze.” 

The provision had been reliably 
reported rejected by a 10 to 9 
vote of the Democratic members, 
but the latest information indi- 
cates that proponents have 
picked up support and are claim- 
ing enough votes to insure in- 
clusion of the clause in the bill. 

The committee also is said to be 
considering a one-cent increase in 
the Federal gasoline tax, a two-to 
six-cent increase in the diesel fuel 
tax and increases in excise taxes 
on tires and tubes. 


U.S. Orders 148 
Mack Movers 


WASHINGTON. — The Defense 
Department has placed a $4 million 
order with Mack Trucks for 148 
10-ton prime movers. The new 
order makes a total of 255 now 
contracted by the U. S. with Mack. 

The giant vehicles, which have 
been tested for two years, are 
capable of hauling tremendous 
weights over steep grades and road- 
less terrain. 

Designed and developed by Mack, 
they have six driving wheels and 
are powered by 300-horsepower 
gasoline engines. Mack hag already 
delivered six of the movers. 





Truck Docs 
Steller, Hosking Open 
Service Firm 

MINNEAPOLIS.—Roy E. Steller 
and Lou Hosking, truck transpor- 
tation executives, have formed 
Transport Service Associates here 
and will specialize in service to 
motor freight companies. 

Steller said that there has been 
need for an appraisal service by 
men experienced in truck transpor- 
tation operations. 

He came out of retirement in 
1952 to start the study which re- 
sulted in National Trailer Pool, 
Inc. For a time he was its general 
manager. 

Lou Hosking formerly headed 
Minnesota Motor Transport Assn. 
as general manager. He repre- 
sented the carriers in labor nego- 
tiations and served the trucking 
industry as legislative spokesman 
since 1932. 
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operating savings which the new 
tires might provide. They are in- 
terested in tire company experi- 
ence but not enough to take the 
testing done thus far as being the 
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-96 Trucks to Mount 


Center Rims Standard... 





“ubeless Tires 


(Continued from Page 20) 


th. treads wear, will still be able 
to do this it is understood if their 
trailers are mounted on cast 
wheels. They will be able to pur- 
chese rims with adapters for the 
tubeless tires that will fit on their 
present wheel equipment. 

Those with disc wheels on the 
trailers will be up against the same 
expensive changeover ag the truck 
operator who wishes to make such 
a changeover on his power equip- 
ment. 

= * + 

N ADDITION to the price and 

cut-down in total number of 
sizes made possible by the new 
tubeless tire program, those who 
have followed its development also 
see @ great element of safety in 
the use of the new tires both in 
mounting and on the road. 

As the new tires are on one- 
piece drop center rims, there is no 
loose locking ring to fly off in 
mounting if not properly seated | 


equipped before making the jump 
to the new tire. 

In particular, they envision the 
problems of service and road main- 
tenance as combatting any possible 





Dealer Vs. Movie House 


Is Jurist’s Issue 


EVANSTON, Ill. — Nine auto 
dealers, fighting a Sunday ban on 
sales forced by a “blue” law, have 
won a temporary injunction 
against the closing. 

The question, which Judge 
George M. Fisher says must be 
resolved if a permanent injunc- 
tion is granted, is: “Are auto 
dealers any different from movie 
houses so far as the public health 
and welfare is concerned?” : 





answers to their problems. 


Ease of mounting the new tires 
hinges greatly on the design of 
the bead, the fact that the rims 
for the new tires have a 15-de- 
gree taper instead of the five 
degrees of the tube type, that the 
flange is not nearly so high and 
with the use of a silicon fluid, on 
the beads, especially the single 
bead tires, makes them slip on 
and off even more easily than 
the present tire of correspond- 
ing size. Most tire makers now 
feel they can safely go with the 
single bead construction up to 
and possibly include the 11-inch 
cross section. 

There will be no change in cast 
wheels but disc wheel makers will 
have to redesign their wheels and 
rims to accommodate the new tire. 

There is also an evident great 
need for an early and extensive 
educational program to dealers and 
operators on the new tire for 
trucks judging from the reactions 
obtained on the survey made to 
gather data for this story. 





Service Unit Unveiled— 


Tab Lionberger, manager of a Firestone store in Los Angeles, demonstrates a remote 
control operated hoist and boom which he has developed, to Ed Chapman, Ford 
truck sales promotion manager. Lionberger converted a C-500 Ford truck to move 
giant tires used on earth-moving equipment. The hoist is shown lifting a 2,900-pound 
tire and wheel. A five-horsepower compressor on a power takeoff activates the ma- 
chine. The compressor is located under the truck body, doubling the vehicle's loading 
capacity. 





and injure the mechanic doing the | 
mounting. On the road in case of | 
a tire failure the tire will stay on | 
the wheel sufficiently long for the 
operator at least to bring his rig | 
to a stop without the danger of the} 
tire’s flying off and having that) 


| 


$ 


wheel slew his truck or trailer 
around. 

Danger from fire, it is claimed, 
is also minimized. This is due not 
only to the tire’s running ap- 
proximately 25 percent cooler but 
also because there will be much 
less chance of chafing on duals 
when one tire is low on air. 
Both nylon and rayon will be 
used in the construction of the 
new tubeless tires, with nylon no 
doubt being used in the premium 
lines. 

For several years, it is felt, both 
factories and operators will be 
faced with carrying duplicate lines 
of tires in stock, one stock in the 
sizes of tubeless used on their 
trucks and the corresponding line 
of tube tires and tubes to serve 
either the trucks they have in the 
fleet or to meet the orders of the 
fleet buyers who will demand tube 
tires for a while. 

* * * 


peteer owners generally con- 
tacted in an information “round- 
up” were almost universally of the 
opinion that they knew so little 
about the economic advantages of 
the tubeless tires that they in- 
tended to proceed with great cau- 
tion into the new program. Many 
made the statement that they 
would want to get at least one or 
two years’ experience in their own 
fleets with a number of units so 


GMC to Display 
‘Dream’ Truck at 


GM Powerama 


PONTIAC. — Eight trucks and 
seven coaches manufactured by 
GMC will be among diesel-powered 
vehicles exhibited at the General 
Motors Powerama in Chicago, Aug. 
31-Sept. 25. 

Other GMC displays include edu- 
cational cutaway mechanisms and 
the “dream” truck, L’Universelle, 
which will make its first Chicago 
appearance. 

Showing the anplications of die- 
sel-powered GMCs in present-day 
trucking operations, the display 
trucks will range from an oil well 
Servicing unit to a vehicle used to 
pull logging trailers. 

The bus exhibits will include a 
Greyhound Scenicruiser, the Gen- 
eral Motors turbine-powered Tur- 
bocruiser, a Golden Chariot inter- 
city coaeh, a 41-passenger intercity 
Coach and three transit buses. 

In still another exhibit. a 2%-ton 
truck furnished by GMC will be 
loaded with a portable feed mill. 

Making its Chicago debut, L’Uni- 
verselle, a front-wheel drive panel- 
delivery-type truck, will be shown 
with other GM “dream” cars. Since 


| its introduction in January, the 


hew-type truck has attracted rec- 
ord crowds at GM Motoramas. 








Look at the signal equipment of over-the-road vehicles 
and you will find that the greatest majority are 
Signal-Stat Equipped . 


. for 


It’s truly... 
the one for the road. 
for service * for quality + for safety! 


Signal-Stat 


DIRECTIONAL SIGNALS + SWITCHES + FLASHERS 
SIGNAL OF SAFETY > 


Signal-Stat Corporation, Brooklyn 11, N. Y., U.S. A. 


SYMBOL OF QUALITY 
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How They Fared... 
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Chevrolet Jumps 8,736 in April... 


Ford Holding Lead 


Commercial Car Sales by Makes 


First Four Months, 1955-1954 


1965 
Sales 


First 
4-Months 
91,369 


15,732 
33,300 
20,745 


17,369 
8,294 
4,210 


* Miscellaneous includes Autocar, Corbitt, Marmon-Herrington, Four Wheel Drive, 


Sterling, Federal, Etc. 


1955 
Pet. 


34.87 


12.71 
7.92 
6.63 


1.09 
Az 
-30 
14 
81 


100.00 


1,746 
269,452 100.00 


—Compiled from R. L. Polk & Co. data. 








In Truck Sales 


(Continued from Page 19) 


reflecting an edge of 3,739 for 
April over the same month in 
1954. 


Despite the overall drop of 7,425 
truck sales from 1954 during 1955’s 
first four months, 27 states upped 
registrations over last year. 

These ranged from California 
with 2,852 more trucks sold—a 55.75 
percent increase—to Wyoming with 
a boost of six, or 2.19 percent. 

* * + 


ALIFORNIA’S sharp increase to 
7,968 registrations bears out re- 
ports that scrappage of trucks has 
been heavy in that area. The fol- 
lowing is California’s truck regis- 
trations for each of the four 
months of 1955: 
Jan. Feb. March Apr. 
5,437 5,033 5,712 7,968 
It may be seen that, for the first 





three months, sales were holding 
quite steady between five and six 
thousand. Then, in Apri] they 
zoomed more than 2,000 registra- 
tions. 

Ford was first in registrations 
in 87 states during April, 1955 
(including the District of Colum- 
bia), with Chevrolet being the 
top truck in 12. 

The top 10 states in truck sales 
are listed in the table below show- 
ing total registrations for both 


Industrial-Truck Catalog 

CLEVELAND. — Elwell Parker 
Electric Co., 4205 St. Clair Ave., 
Cleveland 3, O., has published an 
eight-page catalog on its line of 
power industrial trucks. Included 
are sections on fork trucks, plat- 
form trucks and crane trucks. 















Foam rubber top- 
per construction 
of seat and back in- 
sures maximum com- 

fort. Areated covers 


(optional) reduce sweat- 


ing and sticking. 


Revolutionary rub--~ 
ber torsion springs ~ 
soak up shock, level 
jars and jolts. 


Seat cushion can be 
moved forward or 
back 1%” to assure 
maximum leg and 
knee comfort. 


i 
regia eae 


Convenient handle adjusts tor- 
sion springs to drivers weight, 
insures smooth ride for any 
driver from 100 to 275 pounds. 
Also adjusts seat height up to 2”. 


Here is the most revolutionary development in truck seating 
history — the Bostrom Level Ride ‘‘80”’ suspension seat. Four- 
teen years of research and engineering have combined to produce 
a truck seat with a ride five times smoother than that of any other 
seat. And Bostrom’s exclusive new rubber torsion spring design 
makes it possible. For these unique torsion springs soak up 
shock, convert erratic pitches and jolts into a “passenger car” 
ride. Five adjustments enable the Level Ride “‘80”’ to accommodate 
all sizes and weights of drivers and permit posture changes while 
driving. Check carefully all the features of the new Level Ride 
“80”. Once-you do, you’ll specify the Bostrom Level Ride “80” 







for all your trucks. 


BOSTROM aoe co. 133 WEST OREGON 
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Exclusive back 
design completely 
absorbs “back slap.” 





Back can be set at any 
ane of 3 different positions 
for driver comfort. 






Se ES 





PGS 
Rear of seat can be 
raised or lowered with 
handle (3 positions) to 
permit posture changes. 
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Complete seat assembly 
can be moved forward or 
back up to 4” along ball 


bearing slides. 


TORSION SPRING 
SUSPENSION SEAT 


WIS 











April of 1954 and 1955 as well as 
the percentage of gain or loss over 
| 1954: 





April, April, ‘= 
or 
States 1955 1954 Loas 
1. Calif. 7,968 5,116 2,852 
SS 6,104 451 
Bs Whe Me. sisnrise 4,555 4,295 -+- 260 
4. Ohio ........ 3,883 3,974 — 141 
Do Ns sccesenins 3,580 3,237 293 
6. Mich. 3,481 3,052 379 
7. Til. 3,131 3,507 — 376 
8. Ind. . 2,490 2,326 164 
9. Fla. . 2,281 2,029 252 
BO, TO. on ccceuss 2,085 2,558 — 518 
* * 


4 pes 27 states which upped reg- 

istrations during the month are 
shown below, together with the ac- 
tual unit gain and the percentage 
of increase over 1954, listed paren- 
thetically: 

California, 2,852 (55.75); Florida, 
706 (34.79); Colorado, 454 (59.66); 
Texas, 451 (7.39); Alabama, 396 
(30.82); Michigan, 379 (12.42); 
Pennsylvania, 293 (9.05); New 
York, 260 (6.05); Louisiana, 258 
(15.82); Minnesota, 256 (16.30); 
South Carolina, 254 (41.91); North 
Carolina, 232 (14.97); Oregon, 210 
(21.04). 

Arkansas, 181 (13.51); Indiana, 
164 (7.05); Idaho, 160 (29.96); 
Utah, 122 (83.24); Washington, 
111 (11.56); West Virginia, 95 

(14.28); Nebraska, 84 (8.99); 
South Dakota, 81 (15.76); Ver- 


| mont, 79 (29.15); Oklahoma, 68 


(4.66); Maine, 61 (14.39); Nevada, 
833 (22.60); Rhode Island, 11 (4.12) 
and Wyoming, 6 (2.19). 

A table showing comparative 
registration figures by makes for 
April of 1954 and 1955, together 
with percentages of gain or loss, 


follows: 

Gainers 1955 1954 Gain Pet. 
Ford 91,369 87,477 3,892 4.45 
Int. 33,300 29,906 3,394 11.35 
Dodge 20,745 20,550 195 95 
Willys 8,294 4,254 4,040 94.97 
White 4,210 4,141 69 1.67 
Stude. 3,742 3,623 119 = 33.28 
Mack 2,860 1,839 1,021 55.52 
Dia. T 1,093 920 173 18.80 
Misc. 2,129 1,746 383 21.93 
Losers 1955 1954 Loss Pet. 
Chev. 75,732 93,053 17,321 18.61 
GMC 17,369 23,721 6,352 26.78 
Reo $18 824 6 13 
Brkwy. 366 398 32 «8.04 

e * 


Ford Tops Chevrolet 
In Detroit Truck Sales 


DETROIT. — Ford topped Chev- 
rolet in Wayne County truck reg- 
istrations during May, both in the 


|new and used divisions, according 


to figures released by the Detroit 
Auto Dealers Assn. 

Ford owners registered 541 new 
trucks and 339 used ones; Chevro- 
let’s tally was 351 and 302. How- 
ever, both makes scored gains from 
May of 1954, Ford coming from 465 
and Chevrolet 55 from 296 new 
trucks. Ford’s used sales rose from 
320 and Chevrolet’s from 231. 

Ford took 46.64 percent of the 
Wayne County new-truck market 
and 38.26 of the used; Chevrolet’s 
share was 30.26 new and 34.09 used. 
Third was Dodge with 129 new and 
101 used with market percentages 
of 11.12 new and 11.40 used. 


Hoist Ratings 
Classified by 
Revised Chart 


WASHINGTON. — A new hoist 
classification rating chart has been 
published and released by the 
Truck Body and Equipment Assn., 
Inc. 

The material and data included 
in the chart was compiled by the 
engineering committee, representa- 
tive of all of the major hydraulic 
hoist and steel dump body manu- 
facturers who comprise the indus- 
try division within the TBEA. 

The new chart brings up-to-date 
the first issue released a year ago. 
Copies are available from the 
TBEA national executive offices, 
403 Washington Board of Trade 
Bldg., 1616 K St., N. W., Washing- 
ton 6, D. C. 

A glossary of terms, intended for 
use as a standard reference in con- 
nection with hydraulic hoist ard 
steel dump body manufacturing 
operations, has also been compiled 
by the engineering and technical 
committee of the industry division, 
which is comprised of the former 
members of the Hydraulic Hoist 
and Steel Dump Body Manufactur- 
ers Assn. 
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Truckin’... 


by Jack Weed 


(Continued from Page 19) 


eld by the time the first truck an- | 

»uncement for 1956 is made. 
However, now that the big fleet 
perators know that the tubeless 
will be standard on the 1956 trucks, 
many are anxious to get test equip- 
ment in their fleet so that they can | 
evaluate the new tires in their own 
operations. These boys work on 
such a narrow margin between 
what they get for their hauls and 
what it costs them to operate that 
the only factor that makes any 
sense to them is “how much is it 
going to reduce my costs?” 

One of the things that make 
the big over-road operators shud- 
der is the knowledge that if and 
when they go into the tubeless 
program, they will face the ne- 

cessity of carrying duplicate 
stocks of tires for maintenance 
in the direct proportion in which 
their trucks are equipped with 
the new tires. 

For instance, K. Glynn of A. T. 
& T., one of the largest fleets in 
the country, said at the Atlantic 
City meeting of SAE, where the 
announcement was made, that he 
did not intend to change over his 
fleet but would run his present ve- 
hicles out on their present tube- 
type tires. 

Many other operators of - large 
fleets contacted on our round-up 
said the same thing, although the 
tire men are very positive that the 
fleets are in accord with the early 
adoption of the program. 


x * * 


No Inventory Relief 

OME truck makers seem to 

think that one of the biggest 

advantages to them in the program 
is the ability to cut down on the 
number of sizes of tires, wheels 
and rims they are forced to carry 
to meet the demands of their 
larger customers. 

They may be right some day in 
the future, but from present indi- 
cations they are going to be caught 
in the same net that is engulfing 
the fleet operators. I can’t visualize, 
in this day of high competition, 
any truck sales manager telling a 
big customer that his company 
wouldn’t supply trucks on any- 
thing else but tubeless, if the cus- 
tomer insisted on the same type 
of tube tires he now is using. 

But things like this have a way 
of working themselves out in this 
automobile business. I have a 
feeling that although many peo- 
ple in the trade seem to be miffed 
because the program was shoved 
along much faster than they 
think it should have been, it will 
work out for the best of all con- 
cerned in the industry. 

At least, it is a change in the 
right direction. It is not only a 
move toward simplification but one 
big advantage that no one seems 
to be talking about will result. It 
will give the truck engineers some 
set measurements to work with in 
the improvement of truck brakes. 

One of the big problems along 
this line that I have bumped into 
in talking with the truck makers 
is that as long as different truck 
makers used different-sized tires 
and wheels on their trucks of the 
same tonnage, each maker was al- 
ways hogtied with the dimensions 
of the smallest tire and wheel used 
by his competition. 

Thus, when they were faced 
with the problem of providing 
their trucks with the same wheel 

and tire equipment of another 
maker who used the smaller-sized 
wheels because some fleet opera- 
tor demanded standardization of 
his fleet, many makers were 
called on to fit the smaller wheels 
around their brake drums. 

Now they will know their limita- 
tions and should be able to im- 
Prove brake performance consider- 
ably in their new designs. And that 
will be all to the good. 

*” * * 


GMC Raves on Hydra-Matic 


TH boys out at GMC Truck & 
Coach now are able to shout 
from the housetops about their 
Hydra - Matic transmissions. They 
have collected a multi-million-mile 
experience record to back up their 
claims. And in talking with some 
of their good fleet customers on 
the tire deal, I also asked about 
their experience with the automatic 


transmissions. I find that each in 
turn backed up the data GMC had 
put in a recent release on the sub- 
ject. 

The documented evidence in- 
cluded in this release includes 
statements about 257 GMCs of sev- 


| eral weight classifications equipped 


with four-speed, eight-speed and 
Twin Hydra-Matics. 

Walter Crocket, of Cooper-Jar- 
rett, Chicago, who had nothing to 
say on the tubeless tire subject, 
was quite ready to talk about the 
results obtained from automatic 
equipped diesels. He said that he 
felt that the biggest gain was in 
longer engine life.and lengthened 
period between rebuilds, although 
a definite reduction in accident 
records was shown. 

He said he was equally grati- 
fied by the saving in time going 
through small towns due to the 
many stops and the elimination 
of so much gearshifting. 

A. B. Gorman, president of the 





Private Truck Council of America, 
was given the annual merit award 
of the Automotive Council of Los 
Angeles June 23 in that city. In 
the past it has been the custom of 
the Council to present the award 
during the National Truck Trailer 
and Equipment Show, which up to 
this year has been held annually. 
This year, however, the show will 
| not be held. 

| RR. W. Bordeaux, president of the 
Los Angeles council, explains that 
|the council has decided to stage 
| the show every two years from now 





International Trucks 
Used as Bird Taxis 


CHICAGO. — The versatility 
of motor trucks vs. vehicles of 
transport hit a new high when 
the Greater Chicago Concourse 
Assn. bought two International 
trucks and outfitted them as de- 
luxe model bird taxis. 

The association, a group de- 
voted to the sport of pigeon rac- 
ing, says the trucks are the ideal 
solution to its long-standing 
problem of transporting the birds 
to liberation points hundreds of 
miles away from their homes. 











on, The tribute luncheon however 
will continue to be held every year. 
* ~ * 


Gentleman and Scholar 


—n is the manager of the 
automotive division of Esso 
Standard Oil Co., New York, a 
member of the SAE, a member of 
the National Petroleum Institute 
general committee on transporta- 
tion, and influential on several 
other committees of the Institute 
having to do with transportation. 

I know Gorman as a gentle- 
man and a scholar, as well as 
what I consider a good truck 
man to have around, as he has 

proven himself unselfish of his 
time when it comes to any proj- 
ect that has to do with the bet- 
terment of trucking in the broad 
sense, 

I could be nastily facetious in 
passing along a bit of information 
about an old former Ford dealer 
friend of mine. If he hadn’t built 
up an enviable record for giving 
good service when he was a dealer 
and was of the highest integrity, I 
might be tempted to do it but I am 
sure some darn fool would misin- 
terpret it. Boyd Gibbons, formerly 
a Ford dealer in Los Angeles, is 
now associated with a fertilizer 
firm in Phoenix, Ariz. 





2 Millionth Mercury— 

Joseph E. Bayne, Mercury general sales 
manager, welcomes the buyer of the two 
millionth Mercury sold since World War 
Il to Detroit. Mr. and Mrs. Thomas B. 
Hagerman jr., with Sally, 6, and Karen 
Ann, 3, took in the city’s sights as guests 
of Mercury. They are from Hagerstown, 
Md. Their car is a Montclair four-door 
sedan. 





“Sure we like this new Quaker State Grease. 
| can give you five big reasons why!" 


1, Extremely high melting point. Will not 
break down in hottest weather, hardest 
driving, or under heaviest loads. 2, Will 
not wash out. 3, Outstanding durability. 
Its protecting film resists shock, fatigue. 
4. Not affected by heat or cold—will not 
thin out or harden. 5, Resists shock and 
pressure—sticks better to lubricated sur- 
faces. These are facts—not claims. 


Quaker State Multi-Purpose Lubricant 
is compounded and homogenized of the 
finest raw materials including Pure Penn- 
sylvania base oils in Quaker State’s own 
grease plants. Use this one grease for all 
your lubricating needs and you'll experi- 
ence greater operating economy and com- 
plete customer satisfaction. Order a 
trial drum today. 


Cyrene ) 
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QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 















Hudson dealers go to tow 


Lowest prices, longest gas mileage, 
and top resale value win 
industry’s biggest sales gain 
for unique all-purpose car! 


Used-Car Retail Prices* 


4-Door Sedans, 1954 Models 
May 1955, National U.S. Composite (all regions) 


Plymouth 
Chevrolet 
Studebaker 
Average of 4 competitive makes 


Retention of Original Price—Percent 


Chevrolet 
Plymouth 
Studebaker 
Average of 4 competitive makes 
*As reported by NADA Official Used-Car Guide. 





Rambler sets economy records -— easy to buy—easier to own! Rambler resale values top the field— average Rambler Priced below the ‘ he ic 
The Rambler set a 27.47-miles-per-gallon record (with Hydra-Matic Sedan used-car retail prices are above the average for sedans it’s easy to like — eas buy- 
Drive) in this year’s Mobilgas Economy Run. Owners report up to of the “low-price 3.” Rambler looks just as good to the used-car the one car that is ide for far 
30 miles a gallon. Gas prices are on the rise! Rambler mileage sells buyer as to the new-car buyer—Hudson dealers can assure car. It’s the only An ican ( 
for Hudson dealers. Rambler prospects of good, competitive trade-in allowances. easily on crowded ets, | 





Smartly styled, new Hudson line covers 95% with 95% of the market. They have a deal that The modern way to build cars—all Hudsons have DoubpStreng 


of market —in addition to the Rambler, Hudson doesn’t overload them; they have the highest gross Single Unit car construction —rattleproof, safer—a great saleppoint f 
dealers also havea brilliant, new Waspinthemedium- _margin in the industry! And they have a revolution- families with children. New Deep Coil Ride, Airliner Reclining 4ts, Tw 
price field, a more-fabulous-than-ever Hornet in the —_ ary, new fund that pays extra cash on every car, with Travel Beds, lowest cost air conditioning are more of the exdl}ves tl 


upper-medium-price field. They’re set todo business payments increasing as the year progresses. have helped to double Hudson sales this year. 





ng Rambler 
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+price 3” — people everywhere find With prices starting as low as $1585, factory-town The budget-minded, the salesman, the businessman, 
i buy — the smart, new Rambler. It’s delivered, and with a four-door Cross Country Station and every woman who ever wanted a car of her own — 
or family, business, and as a second Wagon, shown above, at only $2111.95,* factory-town are all hot Rambler prospects. Proof? Rambler sales so far 
can car that is compact to handle delivered, the Rambler is a volume potential in any this year are more than double those of the same period 
ets, park easily in small spaces. dealership. last year. It’s the industry’s biggest sales gain for Rambler! 
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} *White sidewall tires extra. 
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Hudson 


Miotors Division 


| ——— American Motors Corporation 


Stength Davy Crockett and “Disneyland” —TV’s smash hit— 
point for help sell Hudsons. Magazines, newspapers, and local pro- 
1° Twin motion work for Hudson dealers. For Hudson franchise 
ves that information, contact N. K. VanDerzee, Sales Vice President, 
address to the right—or your nearest Hudson Zone Office. 


14250 PLYMOUTH ROAD 
DETROIT 32, MICHIGAN 
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High ways & Safety wee 


New Laws Put Bee 
On Slowpoke Drivers 


N UPWARD trend in maximum 

speed limits permitted under 
new state regulations is revealed 
in a survey just completed by the 
National Highway Users Confer- 
ence. The survey also reveals that 
several states have acted to speed 
up the “pokey” driver for safety’s 
sake. 

North Dakota increased from 60 
to 65 miles per hour by day and 
from 50 to 55 miles per hour by 
night the speed limit for passenger 
cars which the highway commis- 
sioner may establish. 

Tennessee increased the max- 
imum speed limit for trucks from 
40 to 50 mph, and for other vehi- 


proper” law with maximum speed 
limits of 65 mph during the day 
and 55 at night. 

Washington increased the maxi- 






mum limit from 50 to 60 mph and 
that for heavy trucks and com- 
binations from 40 to 50 mph. 
South Dakota repealed its limits 
of 60 mph by day and 50 by night 
in favor of the “reasonable and 
prudent” speed rule and upped the 
truck speed limit from 45 to 60 
mph. However, the highway com- 
missioner, under its authority to 
establish speed zones, decided to 
retain limits of 60 mph by day and 
50 by night. 
* * aa 
prcscrs carrying less than 1,000 
pounds will be permitted the 
same speed limits as passenger 
cars in Oklahoma. Truck and 
school bus limits were changed 
from “prima facie” to “maximum” 
in Oregon, while new laws in Maine 
provide that speeds set by the state 
highway commissioner are “prima 
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Tell us what loads your prospects want to haul—give 
us the truck model and details—and we will engineer 
a saving in weight and the best load distribution of 
body and truck, giving you up to 25% more legal 








the offices. 


facie” limits and that buses may 
exceed their 45 mph limit on high- 


ways posted for higher speeds. 
New Hampshire made it a mis- 
demeanor to drive so slowly as 
to impede traffic. Such slow oper- 
ation now is prohibited also in 
North Carolina but with certain 
exceptions. In line with 1954 re- 


Thermoid Opens Atlanta Warehouse— 


The new Atlanta warehouse of Thermoid Co., Trenton, N. J., has 27,000 square 
feet of storage and shipping space, plus 3,000 of office area. Automotive and fleet 
sales personnel and representatives of the firm's industrial rubber division will occupy 


— 


visions of the Uniform Vehicle 
Code recommending minimum 
speed regulations, new North 
Carolina and South Dakota laws 
provide for establishing and post- 
ing minimum speed limits. Cal- 
ifornia now requires that a vehi- 
cle, passing a slow moving vehicle 


PERFECTION CAN GIVE YOU 


LIGHTER WEIGHT AND 


\) BETTER LOAD DISTRIBUTION 


payload, lower ton-mile costs, and increased trucking 
profits! And this service costs you nothing. It’s a sure- 
fire sales getter. Write direct to Perfection or its 
nearest distributor. 





A 


THE PERFECTION STEEL BODY CO. + GALION, OHIO 
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on a grade, exceed the speed of 
such vehicle by 10 mph. 


Laws relating to the powers of | 


various state agencies and loca! 
authorities with regard to speed 
limits were enacted in California, 
Kansas, Maryland, Massachusetts, 
Minnesota, Nevada, New York, 
North Carolina, Tennessee, Wash- 
ington and West Virginia. 


Calif. Launches 
Drive to Cut 
Traffic Toll 


Good driving deserves recogni- 
tion just as bad driving deserves 
censure, Alan Driscoll, president, 
Pasadena Assn. of Insurance 
Agents, declared as a crusade to 
lower the traffic accident toll on 
streets and highways was launched 
there. 


The local drive is part of a state- 
wide campaign jointly sponsored by 
the California Assn. of Insurance 
Agents, the National Safety Coun- 
cil, the State Highway Patrol and 
the National Automobile Club. 

Mayor Warren M. Dorn has pro- 
claimed June, July, and August as 
“speed control months,” and called 
upon all citizens to participate in 
the safety program. 

A feature of the campaign will 
be the issuance of “courtesy cita- 
tions” by Pasadena police officers 
for unusual courtesy shown by 
drivers. Two outstanding drivers, 
during June, will receive weekend 
trips to San Francisco and Las 
Vegas, with all expenses paid by 
the insurance association. 

* = 


Safety Congress 
Set for Oct. 17-21 


The 43rd National Safety Con- 
gress and Exposition will be held 
Oct. 17-21 in Chicago. 

Sessions on industrial safety and 
home safety will be held at the 
Conrad Hilton Hotel; traffic safety 
will be discussed at the Congress 
Hotel; commercial vehicles and 
transit safety will be the topic at 
the LaSalle Hotel, and sessions on 
farm and school safety will be held 
at the Morrison Hotel. 


* + ~ 
350,000 Students 
7 e * 
raining Target 

A potential crop of 350,000 new 
drivers will be professionally 
trained in the next five years as 
the result of a three-month teacher 
training program to be conducted 
in colleges and universities this 
summer by the Assn. of Casualty 
and Surety Companies, New York. 

According to Price E. Clark, di- 
rector of education for the associa- 
tion, the schools taking part in the 
program are located in California, 
Connecticut, Illinois, Indiana, Ken- 
tucky, Massachusetts, Minnesota, 
New Hampshire, New York, Ohio, 
Pennsylvania and West Virginia. 

- 2 


Driver Training 


Gets $117,500 


Grants totaling $117,500 have 
been presented by the Allstate 
Foundation, Skokie, IIl., to 28 col- 
leges and universities in the 1955 
program to provide training courses 
for high-school driving instructors, 
according to Calvin Fentress jr., 
foundation president. 

As a result of the foundation’s 
grant program last year, Fentress 
said, more than 400 teachers who 
received scholarships under the 
program initiated or expanded 
driver-training classes in their high 
schools. Approximately 35,000 high- 
school pupils and 5,000 adults com- 
a courses in these classes, he 
said. 





- ” * 
Illinois Kills Bill to Set 
Highway Speed Limits 

The Illinois House has killed a 
bill calling for highway speed lim- 
its of 65 miles an hour in daytime 
and 55 at night. 

The measure would have boosted 
the limit for pickup trucks to 55 
miles per hour and for heavy 
trucks to from 40 to 45 miles an 
hour. 
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SOUTH BEND.—The results of a 
oxr-survey on design features of 

1955 Studebaker two-ton truck 
s been released by Loren F. Van 
}lortwick, truck general manager. 

The short-stroke V-8 engine, he 
said, was rated by owners and 
drivers as the principle reason for 
their satisfaction with the truck, 
introduced last fall. 

Second was steering ease and 
other features mentioned were 
“under the hood” accessibility of 
all instruments, wiring and acces- 
sories and riding ease. 

- * 
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Tennessee to Enforce 


New Truck Tax Law 
NASHVILLE. — A new law re- 
quiring the registration and pay- 
ment of the state gasoline tax by 
interstate trucks in Tennessee will 
be enforced in spite of an “error” 
found in the wording of the law, 
Z. D. Atkins, finance and taxation 
commissioner, announced. 

The law was intended for motor 
vehicles weighing not less than 
18,000 pounds gross. However, it 
was discovered that the official 
copy of the law on file had been 
changed to omit the “not,” thus 
making the law apply only to 
trucks under 18,000 pounds. Atkins 
based his ruling on an opinion from 
the state attorney general’s office. 

? J * 


Buckle-Mack Constructs 


Branch Near Massena, N. Y. 
MASSENA, N. Y.—Buckle-Mack 
Co., Watertown (N. Y.), Mack 
dealer, has started construction of 
a sales and service branch building 
on the Massena-Raymondville road. 
Richard Buckley will manage the 

new branch. 
- * * 


Mich. Boosts Gas Tax, 


Truck Weight Levies 


LANSING.—A bill raising Michi- 
gan’s gasoline tax by 1% cents has 
been signed into law by Gov. G. 
Mennen Williams. The measure also 
increases truck weight taxes an 
average of 10 percent. 

The $36 million yield from the 
higher taxes will be spent on the 
state’s road system, with 25 percent 
going to cities and counties for 
local roads. 

* * 


Bearing Nut Device Adds 


To Truck Line Profits 


LOS ANGELES.—Western Truck 
Lines, Ltd. and its subsidiary, 
Cantlay & Tanzola, has saved $150,- 
000 in tire mileage through the 
use of Mico-Nuts, according to 
Frank Zottarelli, shop superin- 
tendent. 

Micro-Nut, made by Micro-Nut 
Co., here, is a two-piece nut with 
84 seration adjustments which per- 
mits wheel bearing adjustment to 
.001 inch. Zottarelli claimed that 
the product also has prolonged 
bearing life, reduced kingpin and 
bushing wear, improved brake per- 
formance and made vehicle control 
easier. 

* ” 


Exhibit Brochures Mailed 


For Truck Equipment Show 


WASHINGTON. — Exhibit bro- 
chures for the Truck Body & Equip- 
ment Assn.’s eighth annual con- 
vention in Chicago, Oct. 10-12, are 
in the mail to prospective exhibi- 
tors. 

Jack Hanlon, of Morrison Steel 
Products, Inc., Buffalo, exhibit 
chairman, said that the exhibits 
will be widened this year to a total 
¢ 129 booth spaces, 8 by 10 feet in 
size. 

He said multiple or single spaces 
may be bought by exhibitors. Han- 
lon added that, for the first time, 
manufacturers and distributors of 
truck bodies and special equipment 
are being invited. 

Heretofore, the exhibits have 
been limited to producers of mate- 
rials and manufactured products 
used in body construction, truck | 
body parts and accessories. 

* * a 


Motor Vehicle Reciprocity 


Linked to Agriculture 


CHICAGO. —Motor vehicle reci-| 
procity among the states is vitally | 
necessary if motor transportation | 


| 
| 
| 


Truck News in Brief 
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is to do its part in serving Amer- 
ican agriculture, Russell E. Mac- 
Cleery, manager of the state serv- 
ices department, National Highway 
Users Conference, has declared. 


In an address before the Trans- 
portation Committee of the Nation- 
al Council of Farmer Cooperatives 
MacCleery cited the following rea- 
sons why complete motor vehicle 
reciprocity among the states must 
be encouraged: 

1. The farmer’s economic and so- 
cial welfare are dependent on the 
smooth flow of interstate commerce 
by highways. 

2. Lack of reciprocity will in- 
crease the costs of getting agricul- 
tural products to consumers and 
thereby decrease the farmer’s share 
of the consumer’s food dollar. 

* * * 


‘Lift? Truck Body Cuts 

Loading and Unloading Time 
PORTLAND, Ore. — (UTPS) — 

It takes ten minutes instead of an 


hour to load or unload a five-ton 
piece of equipment on a new trans- 
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fer truck designed in Portland— 

said to be the first of its kind. 
Owned by G. D. Miles, Blue 
White Transfer Co., the vehicle has 
a hydraulic-lift bed that can be 
lowered to the curb or raised 53 
inches, high enough to match load- 
ing docks. It cost $7,000, Miles said. 
It was built to Miles’ specifica- 
tions by Standard Trailer Co., San 
Leandro, Calif., which also has de- 
veloped a single unit truck with a 
hydraulic bed. 
* * * 


Vermont Legislature Ups 


Truck Weight Limits 


MONTPELIER, Vt. — (UTPS)— 
One of the final actions of the pro- 
longed 1955 session of the Vermont 
Legislature was approval of in- 
creased weight limits for trucks. 

The new limit set for two-axle 
vehicles equipped with a cement 
mixer was 32,000 pounds, an in- 
crease of one ton over the existing 
limit. 

A 60,000-pound limit was estab- 
lished for a combination tractor- 
trailer or semi-trailer, provided the 
vehicle has tandem axles not less 
than 48 inches apart and is 
equipped with automatic brakes 
which can be operated from the 
cab. 

Trucks, with three axles and ade- 
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Employes Honor President— 


J. H. Shields, president of Superior 
Coach Corp., Lima, O., left, receives a 
special plaque officially commemorating 
his 30 years’ service with the firm. Mak- 
ing the presentation on behalf of the 
company's employes, is L. H. Larsen, exe- 
cutive vice-president. 





quate brakes, up to 50,000 pounds 
were granted use of the roads. 

A 10-cent increase in the regis- 
tration fee was voted for trucks 
weighing between 1,000 and 40,000 


There's a full 
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pounds, and a new rate of $1.15 

was fixed for trucks over that 

weight and up to the maximum. 
* + * 


Hayes Buys Tompkins 

SPRINGFIELD, Ill. — Hayes 
Freight Lines has purchased Tomp- 
kings Motor Lines, Nashville, by ac- 
quiring its outstanding stock. 
Hayes recently bought Service 
Transfer & Storage Co., Inc., La- 
Crosse, Wis. David H. Ratner, pres- 
ident of Hayes, said there was no 
intention at the present of merging 
the lines. 


Truckstell Appointee 


CLEVELAND. — Truckstell Mfg. 
Co. has appointed L. A. Armen- 
trout northeast regional sales man- 
ager. 

+” * 


*- 
Morrison Steel Appoints 


Two Body Distributors 


BUFFALO. — Morrison Steel 
Products, Inc., here has announced 
appointment of two new truck 
equipment distributors for its line 
of all-steel service bodies. 

In Toledo, the distributor is 
Fisher Truck & Trailer Equipment 
and in the Springfield - Decatur 
(Ill.) area the new distributor is 
Capitol Trailer & Body Co., Spring- 
field. 


course in 


carburetor know-how for 
you at a GM Training Center! 


Rapid advances in carburetor design have 
made up-to-date training a “‘must”’ for 
carburetor service specialists! To meet 
this need, factory-trained technicians are 
now conducting carburetor training 
courses in General Motors Training 
Centers across the nation! Classes include 
instruction by experts, technical films in 
color, supervised shop experience! You 
are eligible to attend, so don’t miss this 
great opportunity. Remember—the more 
you learn, the more you’ll earn! Write 
the United Motors Service Distributor in 
your area for further information—today! 


ROCHESTER PRODUCTS, DIVISION OF 
GENERAL MOTORS CORP., ROCHESTER, N.Y. 
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Goodyear Honors Top Salesmen— 

Three members of Goodyear who were selected as the firm's “best salesmen” for 
1954 are honored with Litchfield Award of Merit. Presenting gold medals is P. W. 
Litchfield, Goodyear chairman, left, who established the awards. The recipients are, 
from left, Weldon R. Ramzy, district store supervisor, New Orleans, named “best 
large store manager;" Julius A. Lucas, manager of automotive products sales, Detroit, 
“best domestic salesman,” and Joseph S. Hlass, store manager, Greenwood, Miss., 
“best small store manager.” 


Auto Personnel 





H. D. McLeese has been appointed 
general sales manager of Metal & 
Thermit Corp., H. E. Martin, pres- 
ident, has announced. 

McLeese, who had been vice- 
president and general sales man- 
ager of United Chromium Inc. a 
Metal & Thermit subsidiary, will 
direct the sales of all Metal & Ther- 
mit and United Chromium products. 


* * * 


Fitzgerald Promoted 


George A. Fitzgerald, industrial 
and automotive sales manager of 
Permacel Tape Corp., has been 
named a vice-president, according 
to George C. Riegger, president. 

Associated with Permacel since 
1938, Fitzgerald was appointed to 
his present position in 1953. Previ- 
ously he was automotive sales man- 
ager and for eight years, Pacific 
Coast division manager. 

7 * . 


Reo Appoints Howley 


To Canadian Branch 


Emmett Howley, formerly of De- 
troit, has been appointed manager 


of Reo Motors, Inc., Toronto Cana- 
dian branch, according to John C. 
Tooker, president. 

Howley succeeds R. J. Telford, 
former vice-president and general 
manager of the Canadian plant, 
who has joined Fruehauf Trailer 
Co. of Canada. _— 

* 


Ford Personnel Changes 


Listed in Twin Cities 


Changes in positions of personnel 
in the Ford Motor Co. Twin Cities 
sales district have been announced 
by M. L. Hill, district sales man- 
ager. The changes include: 

W. V. Husebye, from field man- 
ager to administrative assistant; H. 
W. Tousley jr., from administrative 
assistant to sales promotion and 
training specialist; L ©. Iverson, 
from distribution manager to as- 
sembly plant co-ordinator; B. Liv- 
ingston, from used vehicle manager 
to distribution manager; R. D. 
Lang, from assistant general field 
manager to dealer placement man- 
ager; G. M. Corey, from new- car 
sales manager to assistant general 


Wagner Ar Brakes increase the service 





Says: R. H. WATKINS, Fleet Superintendent 
TARBET TRUCKING, Inc., Muncie, Ind. 


Every day WAGNER AIR BRAKES are helping 
more and more fleet operators establish finer 
records of safety and maintenance economy. 
These are some of the tangible advantages your 
customers gain when you install WAGNER AIR 
BRAKES. 

Much of the superiority of WAGNER AIR 
BRAKES is largely due to the engineering excel- 
lence that is built into every component part. 
WAGNER ROTARY AIR COMPRESSORS—standard 
on all WAGNER AIR BRAKE SYSTEMS—feature 
rotary motion, uniform torque load, oil separa- 
tion and air cooling before discharge, high 
volumetric efficiency and easy, infrequent pre- 
ventive maintenance. WAGNER BRAKE APPLICA- 
TION VALVES provide smooth, easy stopping. 
WAGNER RELAY EMERGENCY VALVES assure 
maximum trailer breakaway protection and elim- 
inate the necessity of moving large volumes of 
air through long air lines. 

All this is the result of more than thirty years 
of knowledge gained by WAGNER from the 
manufacture of brakes and complete brake 
systems. 

Take your cue from the experiences of men 
like R. H. Watkins of Tarbet Trucking, Inc. 
Look to WAGNER for the finest in air brake sys- 
tems—either ‘straight air’ or ‘air-over-hydraulic’. 
It’s good business to install WAGNER AIR BRAKES 
on the trucks and buses you sell. Full information 
about WAGNER AIR BRAKES is given in Wagner 
Bulletin KU-201. We will be pleased to send you 
a copy without cost or obligation. Send your 
request, now. 
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field manager, and W. E. Sweet, 
from truck sales manager to sales 
promotion and training manager. 

* * * 


Smith to Head Fund 


Harry W. Smith, executive sec- 
retary of the Westinghouse Elec- 
tric Fund, a company-supported 
charitable foundation, has been 
elected chairman of the fund. Smith 
has administered Westinghouse 
corporate contributions and poli- 
cies for more than 170 plants and 
offices since joining the company in 
1942, 

* * * 


Ford Boosts Miles, Sechrest 


Edward J. Miles, general produc- 
tion superintendent, has been pro- 
moted to production manager of 
Ford's Twin Cities assembly plant 
at Minneapolis. He replaces J. W. 
Collier, recently assigned to the 
Mercury plant at Wayne, Mich. 
Robert E. Sechrest will succeed 
Miles. 

* + +. 
Plant Protection Chiefs 
Appointed by Chrysler 

Appointments of Allan Limburg 
and Ralph H. Montgomery as chiefs 
of plant protection at Chrysler 
plants in California have been an- 
nounced by D. H. Keller, plant pro- 
tection commissioner. 

Limburg has been assigned to the 
plant in San Leandro and Mont- 
gomery to the Los Angeles plant. 

* * 


White Motor Appoints 


Warn and Veillette 


Two appointments at White Mo- 
tor Co. of Canada, Ltd., Toronto, 
have been announced by Henry J. 
Nave, president. 

Stanley H. Warn has been named 
manager of the firm’s Vancouver 
branch and J. R. Veillette has been 
appointed field parts representative. 

oF * x 


Dodge Names Newton Aide 


In Detroit Region 

Appointment of E. J. Newton 
as assistant Detroit regional man- 
ager for Dodge is announced by 
Louis A. Wehde, Midwest divi- 
sion manager. 

Newton joined Dodge in 1953 
as district manager in Detroit. 
In 1954, he was promoted to city 
manager, a post he held until his 
present appointment. 

* 


Chrysler Names Kinney 
Body Division Manager 

Appointment of Stanley Kinney 
as works manager of Chrysler body 
and car division was announced by 
A. M. Fleming, manufacturing vice- 
president. 

Succeeding Kinney in his former 
position as general superintendent 
of the sheet metal division is 
Adrien L. Richards. 


* * ao 

Cleveland Graphite Names 
Lightbody and Cotabish 

James D. Lightbody and Matthew 
L Cotabish have joined Cleveland 
Graphite Bronze Co. in staff posi- 
tions, it has been announced by 
William G. Laffer, president. 

Lightbody, who has been manu- 
facturing vice-president of Cam- 
bridge Corp., Lowell, Mass., for the 
last two years, will be a member 
of the president’s staff. Cotabish 
was director of industrial relations 
at Barth Corp. from 1953 until now. 
He will be staff assistant to Carver 


Pope, personnel director. 
- * * 


General Ups Tormay 

Promotion of Thomas A. Tormay 
to assistant manager, passenger tire 
sales, has been announced by L. L. 
Higbee, trade sales manager of 
General Tire & Rubber Co. Tormay 
formerly served as director of re- 
tail development. Tormay will as- 
sist Ray Carr, passenger tire sales 
manager, in working with the field 
organization. 


Electric Storage Battery 


Appoints Ingersoll 

Warren Ingersoll has been ap- 
pointed an assistant to the presi- 
dent of Electric Storage Battery 
Co., Philadelphia President C. F. 
Norberg has announced. 

In this newly-created post, In- 
gersoll will work in the field of 
customer relations, implementing 
at staff level the sales policies of 
the company. He is a former as- 
sistant to the president of Lee Rub- 
ber & Tire Corp. 
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; Js Brought Surge in Tractors, Trucks... 


Mechanization of Farms Traced 


‘ ‘HE time is fast approaching|“Ole Dobbin’s” importance on the 


when the truck and tractor will 


national agricultural scene is con- 


hve completely chased the horse| tained in the fact that for the first 


.d mule off U. S. farms. 

In 1954 tractors exceeded horses 
ind mules on American farms 
or the first time. There were 
1,625,000 tractors and an esti- 
mated 45 million horses and 
mules. 

According to a study presented 
before the American Petroleum In- 

stitute by Curtis Publishing Co., the 
number of trucks on American 
farms has also had a phenomenal 
growth. 

This growth was particularly no- 
ticeable between 1950 and 1953 
when the number of farm trucks 
grew from 2,310,000 to 2,650,000. 
The truck figure was 1,095,000 in 
1940. It wags 920,000 in 1930. The 
count wag 207,000 in 1920 and 2,000 
in 1910. 

* +. + 

oo spectacular was the 

increase in tractors on U. 8S. 
farms since 1950, when there were 
3,940,000, compared with 4,625,000 
at the start of 1954. In 1940 there 
were 1,675,000 tractors; in 1930 
there were 997,000; in 1920 there 
were 343,000, and in 1910 there were 
approximately 4,000. 

Between 1910 and 1930 farm au- 
tomobiles had a remarkable in- 
crease, rising from 100,000 in 1910, 
to 2,392,000 in 1920 and to 4,077,000 
in 1930. Since then the growth 
has been slight, edging up to 
4,330,000 in 1940, dropping to 4,- 
280,000 in 1950 and moving up to 
4,455 in 1954. 

On the other hand, the Ameri- 
can horse and mule population has 
been declining steadily since reach- 
ing its peak—26,723,000—in 1917 as 
the U. S. entered World War I. 
The figure dipped to 25 million in 
1920, to 18 million in 1930, to 14 
million in 1940, to 11.5 million in 
1945 and 7.5 million in 1950. 

An indication of the decline of 


ency Carries 
1955 Ad Story to 


Pontiac Dealers 


BLOOMFIELD HILLS, Mich. — 
McManus, John & Adams, Inc., ad- 
vertising agency, has held a series 
of meetings with Pontiac dealers 
in 15 major markets throughout 
the country. 

“We wanted to take the story of 
the agency to the dealers, give 
them a complete rundown of the 
advertising on current models and | 
we wanted to learn something from 
the dealers themselves,” said Paul 
Foley, agency executive vice-presi- 
dent and Pontiac account execu- 
tive. 

“Believe me,” he added, “these 
dealers express themselves, too! 





The meetings have been held with 
outstanding results.” 

The first was held in Cleveland 
on May 31. The others were held 
in June at the following cities: De- 
troit, Buffalo, Minneapolis, Chica- 
go, St. Louis, Kansas City, Dallas, 
Los Angeles, Boston, San Fran- 
cisco, Philadelphia, Washington, 
Cincinnati and Pittsburgh. 


Injured Prospect 
Wins Court Suit 


LOUISVILLE.—Jewell W. Beard 
was awarded $5,000 by a Circuit 
Court jury for injuries he suffered 
while testing the motor of a car 
offered for sale here by Henry Dar- 
nell of Broadway Auto Sales. 

A prospective buyer, Beard testi- 
fied he was listening to the idling 
motor of a car with one foot inside 
the door, the other foot on the 
ground, and his head in the half- 
Opened door, when the automatic 
gear changed from “neutral” to 
“drive.” The moving car pressed 
the door against another car, 
crushing his jaw, he asid. 

Judge Stephen S. Jones said the 
question at issue was whether the 
Car Was defective and whether the 
defect was known to the company. 

He said it was the duty of the 
auto firm to be reasonably certain 
the vehicle offered for sale would 
not be dangerous to one driving it. 





time Montgomery Ward has com- 
pletely dropped work and farm 
horse harnesses from its latest 
catalogs. 
+ * * 

CCORDING to the 1950 Census 

of Agriculture, 63 percent of all 
U. 8. farms had one or more cars; 





Australia Leads World 
In Trucks Per 1,000 
CANBERRA, Australia. — Aus- 


tralia leads the world in the | 


number of commercial vehicles 
per 1,000 of population with 66. 

Other nations’ tally includes 
the U. S. with 62; New Zealand, 
61; Canada, 60; Great Britain, 
22, and France, 26. Truck sales 
here for 1954 were 65,292. 








46.9 percent had one or more trac- 
tors and 34.2 percent had one or 
more trucks. 

The transition from hay-burn- 
ing horses to fuel-burning trac- 
tors as the farmers’ power tool, 
has greatly reduced the acreage 
needed for growing feed, releas- 
ing it for the production of food 
for humans and increasing the 
economical operation of the av- 
erage farm. 

According to the Curtis report, 
farms in the north central states 
had the largest number of tractors, 
trucks and cars in 1953. 

With but 34.7 percent of all U.S. 


farms, these states had 44.9 per-| 


cent of the cars found in all U. S. 
farms, 51.1 percent of all tractors 
and 36 percent of the trucks. 
* * & 
OCATED in the southern states 
were 34.8 percent of the farms, 
22.5 percent of the farm cars, 16.4 








35-Year Association— 


Edwin B. Welch (left), Utica, N. Y., re- 
ceives a plaque in recognition of 35 years 
as a Studebaker dealer from Leonard W. 
Hizer (center), assistant zone manager, 
and Donald A. Reckeweg, district sales 
manager. 


percent of the tractors and 23.9 
percent of the farm trucks. 

In the western states were 8.6 
percent of the farms, 11.7 per- 
cent of the farm cars, 12 percent 


Powerful Stretch 





of the tractors and 16 percent of 
the farm trucks. 

The southwestern states had 14.5 
percent of the farms, 11.4 percent 
of the farm cars, 11.8 percent of 
the tractors and 14.2 percent of the 
farm trucks. ’ 

The northeastern states had 7.4 
percent of the farms, &5 percent of 
the farm cars, 8.7 percent of the 
tractors and 9.9 percent of the farm 
trucks. 





* * * 


HE western states had the most 

cars—106—per 100 farms; the 
north central states had the most 
tractors—103—per 100 farms, and 
the western states also had the 
most trucks —79—per 100 farms. 
The latter states had 93 tractors 
per hundred farms. 


The north central states had 102 
cars, 103 tractors and 42 trucks per 
100 farms. 


The northeastern states had 101 
cars, 84 tractors and 58 trucks 
per 100 farms. 

The southwestern states had 60 
cars, 54 tractors and 40 trucks per 
100 farms. 

The southern states had 50 cars, 
27 tractors and 27 trucks per 100 
farms. 


Rugged, Advance-Design HERCULES Dump Trailer Models 


give fast, powerful action when you need it! 


Pound-for-pound and year-by-year Hercules Dump Trailer 
Units permit more payload . . . more satisfaction . . . more 
profit than any other. Choose the hoist to fit your job! ... 
Single or twin front-mount Telescopics, single or twin under- 
body Direct-Pushers. All Hercules Hoists are designed for 
maximum performance under any make trailer chassis! 
Choose the body to fit your job . . . from 14’ to 21’, square 
or bay front, 10 to 30 yards capacity, plus many other options. 
Hercules Trailer Bodies and Hoists are designed for any make 


dump trailer chassis...or.. 


to-roll,” units. 


MERCULES 





. in complete package, “ready- 


4 Wheeler Dump Trailer “Pups” 


HERCULES 
“Unitized”’ 


Dump Trailers Trailer Hoists 


Single Axle Semi-Dump Trailers 
Tandem Axle Semi-Dump Trailers 
Single or Twin “Front-Mount” Telescopic 


Single or Twin Underbody Trailer Hoists 


Ask your local Truck Dealer or Hercules Dump Trailer 
Distributor about the units to fit your job... or write the 
Factory direct for specifications and recommendations. 


HYDRAULIC 


LOAD-N-GATE 





Buy from the line of strongest design 


SPREADERS 


HERCULES STEEL PRODUCTS CORPORATION e GALION, OHIO 
UNISTEEL BODY CO., A Division of Hercules, producers of Standard and Custom Van Truck Bodies 
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TRUCK ENGINE—The JT-6 Turbodiesel 
is a six cylinder, inline type diesel truck 
engine which develops 175 horsepower. It 
weighs 1,615 pounds, or 9.2 pounds per 
horsepower. The engine features a four- 
valve cylinder head design, with two in- 
take and two exhaust valves. Exhaust 
gases are used to turn a turbine which 
operates a centrifugal impeller for sup- 
plying air to the intake manifold. Cum- 
mins Engine Co., Inc., Columbus, Ind. 

6 ®& 


Truck Service Manual 


Manuals containing more than 
200 cartoon-like sketches to illus- 
trate truck care and operation are 
being distributed to GMC truck 
buyers. GMC Truck & Coach, 660 
E. South Bivd., Pontiac 11, Mich. 


* s + 





Se 


SIDEWALL KiIT—The Nu-Way Kolorwall 
kit consists of rubber discs that are glued 
onto 15 or 16-inch tires to form colored 
side walls. The discs come in bive, green, 

_ yellow, pink and white. The kit contains 
the cement, abrasive, brush and roller. 
Nu-Way Kolorwall, Inc., Dept. AN, 1797 
W. Adams Bivd., Los Angeles 18, Calif. 

6 © 





GRATED TAILGATE—Stee! grating is of- 
fered for use for truck tailgates in 1-inch 
by Y-inch size. It is said to offer the 
advantages of clearer rear vision, non- 
skid surface and less wind resistance. 
Blaw-Knox Co., 2042 Farmers Bank Bidg., 
Pittsburgh 30, Pa. 


Multi-Clean Issues 


Floor Cleaner Folder 


“Everything You Need for Better 
Floor Care” is the title of an eight- 


TRUCK NEW PRODUCTS 


page folder published by Multi- 
Clean Products, Inc. 


Included are floor and scrubbing 
machines, industrial vacuum clean- 
ers, rug and upholstery cleaning 
equipment, furnace cleaning units, 
sanding machines, floor cleaners, 
rug shampoos, floor sealers and pre- 
servers and waxes. A copy may be 
obtained by writing the company 
at 2277 Ford Parkway, St. Paul 1, 
Minn. 





TRUCK MIRROR—The Clear-Vue mirror 
is a “West Coast” style with stainless 
steel rim, steel back and rubber channel 
gasket around glass. The mirror brackets 
and arms are shipped assembled. Grote 
Mfg. Co., Inc., Bellevue, Ky. 


* + z 
Traveling Ad Display 
Offered by Valvoline 

A new traveling advertising dis- 
play that features an interesting 
flow chart of the complete refining 
process at the Valvoline plant is 
now available to Valvoline distribu- 
tors and dealers. 

The display is attractively col- 
ored and is said to be ideal for 
convention rooms, sales meetings, 
business shows and dealership 
showrooms. Valvoline Oil Co., Dept. 
VA, Freedom, Pa. 





END LOADERS — Four models of hy- 
draulic end loaders by Galion are offered 
in electrical and power take-off drives. 
The G 60 E (above) is designed for one- 
half to one-ton pickups, service or express 
bodies. It is powered by the truck battery 
and has a 600-pound capacity. Model 
611, for the same size vehicles, has a 
1,100-pound capacity and is designed for 
pickup, stake or platform bodies. It is 
electrically powered, too. Models G 2000 
and G 3000, with 2,000 and 3,000-pound 
capacities, respectively, are for 1'-ton 
and larger trucks. They are operated from 
power take-offs. Galion Allisteel Body 
Co., Galion, O. 


® * * 





STAKE BODY KiT—The Hart stake body kit comes in 9, 12, 14 and 16-foot lengths 
and a 12-foot style without stake holes. Any thickness floor from tread plate to 
1%-inch lumber ‘can be used without cutting or welding. End rails are pre-notched 
and the side rails are embossed. Hart Metal Products Corp., 3333 Hammond Ave., 


Elkhart, Ind. 





SAFETY SWITCH—The Mak-Saf circuit 
switch is designed to prevent electrical 
short circuits in cars, trucks or buses. It 
can be used to disconnect the generator 
and battery when a vehicle is stored. A 
handle mounted on the instrument panel 
is pulled to open the switch. Monroe 
Standard, Inc., Wyandot Building, Gal- 
ion, O. 





TRUCK LEVELER—The Rotary Truck Lev- 
eler is designed to raise or lower the 
rear section of any truck or trailer to 
bring the bed level with the loading dock. 
It has a 10-by-14-foot steel platform 
which is set into the driveway area in 
front of loading dock. Two 40,000-pound 
capacity hydraulic packs raise or lower 
the truck end. Vertical travel is 24 inches. 
Rotary Lift Co., Industrial division, 1054 
Kansas, Memphis 2, Tenn. 

22 -s 





LUBE CHARTS—The Approved Lubrica- 
tion Guide gives truck and bus lubrica- 
tion recommendations covering the latest 
models. A section is devoted to truck 
automatic transmissions. Chek-Chart Corp., 
33 E. Congress Parkway, Chicago 5, Ill. 

 - : 





CEMENT BOX—The “Cem-Matic” cement 
box attaches to the partition gates on 
batch trucks. It weighs 250 pounds and 
has a 15-cubic-foot capacity. The box is 
said to mix aggregates with the cement 
when unloading. According to the manu- 
facturer, the cement starts to flow after 
about four to five cubic feet of aggre- 
gated has been unloaded. Dravo-Doyle 
Co., 102 Fifth Ave., Pittsburgh 22, Pa. 


Thor Power Tool Adds 
2 Wrenches to Its Line 


impact wrenches, according to J. 
A. Hill, sales manager and vice- 
president. 

Hill said the models are one-half 
inch and one is reversible (Model 
HF24R) and operable by a button 
that can be pushed by the thumb. 
The wrenches, the firm said, also 
can be used for drilling, reaming, 
tapping, stud setting and sanding. 

od * * 





MOUNTING PLATES — Cowunterlever 
mounting plates for truck guards permit 
their use on models where the radiator 
grille is flush with the bumper. The use 
of braces is eliminated with the main 
stress applied at the bottom end of the 
truck chassis and the top of the bumper. 
Bustin Steel Products, inc. Dover, N. J. 





TRUCK REFLECTOR — The “Red Hot” 
truck reflector is housed in polyethylene 
plastic to prevent rust. It comes in red or 
amber with the lens sealed. The lens can 
be replaced if damaged. Grote Mfg. Co., 


Inc., Bellevue, Ky. 
” * 





MASTER SWITCH—The Voda Automatic | 


Master Switch is vacuum operated. It 
completely disconnects a car's electrical 
system until a concealed button is pushed. 
A timing device permits leaving car lights 
on for a set length of time, after which 
they are automatically turned off. The 
switch fits all makes. Voda Industries, 
Inc., 148 S. Main St., Orange, Calif. 
es * ~ 
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SALES CHART—The Sell-O-Rater sales 
mounted on a white plastic board. The tubes are made to look like thermometers anc 
| red plugs are dropped into them to record sales units. The board accommodates 10 

Thor Power Tool Co. has intro-| names which can be written or rubber stamped on the plastic and wiped off with « 
duced two new 180-cycle electric! damp cloth. Newman Enterprises, 19840 Van Dyke Ave., Detroit 34, Mich. 





SAFETY WINCH — The Howard Safety 
Winch comes in two models: the H-10 for 
average loads such as lifting outboard 
boats onto trailers, and the H-20 for 
handling larger outboard cruisers and 
small inboards. The winches are said to 
be useful for industrial trucks and farm 
wagons as well as boats. A feature is 
the “Posi-Lock,"” which the company says 
will provide automatic stop control when 
drawing up a load. Howard Engineering, 


Inc., 329 S. Wyman St., Rockford, Ill. 
* * & 





AUTO WRECKER—The Holmes Model 
400 wrecker is designer for use with a 
light pickup in highly congested areas. 
The power-operated unit has a rated 
capacity of three tons. The unit is 46 
inches high, 55% inches wide and weighs 
715 pounds. It is powered with a worm 
drive winch with rear-end controls. Ernest 


Holmes Co., Chattanooga, Tenn. 
— - .- 





ELEVATOR END-GATE—Gar Wood Ele- 
vating End-Gate has a lifting capacity of 
one ton and comes in a choice of eight 
platforms. It features three arms extend- 
ing from the truck to the gate. These arms 
are single piece units. The entire mechan- 
ism is mounted above axle level to avoid 
curb damage. Gar Wood Industries, Inc., 
Wayne, Mich. 





incentive board consists of plastic tube 
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The Diary of a Tourist... 


Watching the *55s Go By 


By Robert M. Lienert 
Associate Editor 
rg¢\HE Diary or a Tourist: Detroit, 

* without a doubt, is the capital 
of USA-1955. On a 2,000-mile trip, 
a driver finds highways jammed 
with new cars—many being driven 
under their own high horsepower 
aud others clinging to the spidery 
decks of haulaways. 

There are so many ’55s on the 
road that it gets to be sort of a 
novelty to Meet or pass a car that 
isn’t a new model. 

* ca * 
f eorre are plenty of ‘55s on 

used-car lots, too, in the Mid- 
west and Plains states. These cars 
trend heavily toward “medium- 
price” lines. 

Franchised dealers in the big 
cities of the Plains (20,000 popula- 
tion and up) say they aren’t hurt 
as much by such operators as they 
are by the franchised dealers in 
neighboring small towns. 

These small dealers, say the 
bigger operators, do business “out 
of the back of blacksmith shops” 
and will settle for $10 profit on 
the deal 

On the whole, however, Plains- 
cities dealers appear to be holding 
the profit line fairly successfully. 
a” oa * 


ooo is always room in the 
auto business for the oddball. 
Item: Used-car dealer whose front 
line boasted a Model T, ’28 Buick, 
’°31 Studebaker, 30 Nash and ’25 
(?) Peerless. 
* * + 
Across the wide Missouri one 
can still see Model Ts offered for 
sale. Proud old beasts. No pastel 
three-tones, either. All black. 
* 


one things learned from list- 
ening to car radio: “Crazy” 
ads aren't confined to newspapers. 

Some dealers have taken to air- 
ing advertising which borders on 
the ridiculous. 

One Chicago outlet burbles: 
“Not a single customer complaint 
in 30 years.” 

. Another confides: “We've cut our 
profit to $22 a car. If we went 
further we'd have to close our 
doors.” 
* + * 
rere are the scores of 
drivers one sees with their 
suicidal tendencies showing. 
Passing on curves and hills, too- 
short passing, 85 m.p.h. on rainy 


M-Day Program 
Is Studied by 
Trailer Makers 


WASHINGTON. — A proposed 
production limitation order for 
truck-trailers, to be brought into 
use in case of full mobilization, was 
discussed at a meeting of the 
Truck - Trailer Manufacturers In- 
dustry Advisory Committee with 
the Automotive division of the 
Business and Defense Services Ad- 
ministration, U.S. Department of 
Commerce. 

Representatives of the Automo- 
tive division and other BDSA of- 
ficials explained that the purpose 
of drafting such an order is to 
avoid delays which, in past emerg- 
encies, have resulted in unsettling 
production schedules in many lines 
of industry. Copies of the proposed 
order were issued to the industry 
representatives for study. 

They were requested to offer any 
suggestions to BDSA for modifica- 
tions which would tend toward 
Stabilization of the truck-trailer 
Manufacturing industry in event of 
an emergency. 


Chicago Dealers Attend 
Special Light Clinic 

CHICAGO.—Auto dealers, inter- 
ested in learning how better light- 
ing may improve their sales, at- 
tended a special clinic on that 
Subject June 16. Presented by the 
Chicago lighting institute, empha- 
sis was placed on automobile deal- 
er’s lighting problems. 

Frank H. Yarnall, president of 
NADA, was chairman of the morn- 
ing session and Ed Cleary, man- 
ager of CATA, acted as chairman 
at the afternoon session. 


roads and other such deadly faults 
are all too common. 

Two small children in a car 
can make a trip wearing; they 
also make this driver set his 
safety standards extra high. 
Always there are sudden safety 

reminders: State Police scraping up 
leftover bits of cars and driver who 
tried to pass a_ bulldozer-loaded 
trailer-truck on the right-hand side 
at an intersection. 

Another safety prod: Being fol- 

lowed in the rain by a hearse. 
+ ” * 


i THE farm country tractors 
frequently share top billing on 
used-car lots and in the show- 
rooms. 

Few sports models or convert- 
ibles fill showrooms in areas where 
corn-and-hog men are the prime 
prospects. One Big Three dealer 
had a pickup truck on one side 
of his showroom (a habit with 
most) and a new type of fertilizer 
sprayer on the other. 

Farmers buy year-around now, 





not just after harvest, said one 
dealer. 

“Trouble is,” he said, “they figure 
the wheat’s going to make a mil- 
lion bushels, they buy a car and 
then the wheat makes 10. Puts us 
both in a spot.” 

Repossession is no problem, 
though, he hastened to add. 

* ° * 
EEKING from the rear of an 
Illinois farmer’s garage was a 
pair of lavendar Cadillac fishtails. 

The tourist catches himself idly 
wondering if the farmer paid the 
dealer 90 percent of parity. 

* * ~ 

The booming new-car market 
pulls up other enterprises, too. 
Most directly noted are scores of 
new super-service stations, lush 
motels and gigantic drivein shop- 
ping centers going up along 
highways. 


* * 





Harry Likes Dodge— 

Former President Harry S. Truman takes 
delivery of a ‘55 Dodge Custom Royal 
Lancer at Latimer Motors, Independence, 
Mo. Wishing Mr. Truman “happy driving” 
are J. E. Latimer, handing over the keys 
and title, and John E. Noll, Dodge re- 
gional manager. A Federal judge bought 
Truman's tradein, a '53 Dodge. 


that had been considerably “indi- 


AN Iowan with imagination was | Vidualized.” 


spotted driving a ’54 two-tone 


BLINKY MEANS 


BUSINESS! 


The top had been painted—in 





When it comes to getting down to business— 
plus-business for you—Blinky, symbol for 
GM's Autronic-Eye, is really on the job. 


Blinky is seen in THE SATURDAY EVENING 
POST, TIME, FARM JOURNAL and 

GOOD HOUSEKEEPING, flagging down 
millions of new car prospects and 

telling them about the new courtesy, safety 





31 


lifelike colors—to resemble a bed 
of American Beauty roses. 
* * oa 
Li way the tourist stops to relax 
for a few minutes, somebody 
is always willing to furnish con- 
versation. 

Here’s the field man for an oil 
company taking the floor: 

“The way that car squats in the 
back reminds me of the job I used 
to drive running likker for Al Ca- 
pone. 

“I tell you the truth, boys, I was 
17 in those days and the chances 
I took... 

“I had me a big Caddie, with 

side mounts and the back end 
rigged up to carry 75 gallons of 
alky in five-gallon glass jugs. The 
floor was hinged to dump if I 
pulled a lever under the dash. 

“IT tell you the truth, boys, I 
never dumped but one load. I saw 
the roadblock ahead and I reached 
down and let ’er go. 

“They fined me $50 for scatter- 
ing busted glass on the highway. 

“Anybody care for a Coke?” 

= * * 


It’s nice to be back. 






















ERAL 
Ss 
OR ® 


ANUTRONIC-EYE 


and convenience of dimming headlights 
automatically! And in the fall, Blinky hits 
the road again—appearing on four 

thousand billboards from coast to coast. 













You can plainly see Blinky is lining up 
countless prospects for the Autronic-Eyel 
So get down to business with Blinky— 
tell all your prospects about the 
Autronic-Eye—it’s good business for you! 


AVAILABLE FOR ALL 
1955 GM CARS 





GUIDE LAMP DIVISION 
General Motors Corporation 
Anderson, Indiana 


AUTOMATICALLY 
AT NIGHT 





AUTOMATIC HEADLIGHT CONTROL 
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Planes Go Tubeless first airline to adopt tubeless tires 

SAN FRANCISCO, — The first|%* Tegular equipment. A DC-6 

commercial airliner to be equipped | Mainliner was the first with tube- 

with Goodrich tubeless tires took/|less-type tires on all four wheels 

off from here last week. United |of the main landing gear and nose 
Air Lines reported that it was the/ wheel. 


Patron: H.M. The Queen 


Coma 


THE FORTIETH INTERNATIONAL 
iN | 


LONDON 








OCT. 19-29 ‘i 


Visitors from overseas are especially welcomed to the 
annual Motor Show which will be held at Earls Court, 
London, on October 19th— 29th. Free admission and 
other facilities will be offered and details can be obtained 


on application to the address below. 


THE SOCIETY OF MOTOR MANUFACTURERS & TRADERS LIMITED 


148 PICCADILLY, LONDON, W.1. ENGLAND. 












FROM $60.03 to 


°35"= EXTRA 
NET PER CAR 


with not one extra cent 





of investment! 





That's what's waiting for any new car dealer who 
takes advantage of the special'new plan now offered 
by United States Rubber Company and its 
Distributors. No inventory necessary—no service 
problem involved—no added personnel... but as 
much as $85.58 extra net profit per new car sale. 
Get the facts! 


WRITE, WIRE or CALL 
M. C. CRAWFORD 


United States Rubber Company TS 


1230 Avenve of the Americas * New York 20,N. Y. 





Jobbers Explore 
Ways to Increase 
Value of Shows 


HOT SPRINGS, Va.—Ways and 
means of increasing the productiv- 
ity of automotive trade shows de- 
signed to promote distribution was 
a principal subject of discussion at 
the spring meeting of the board of 
directors of the Motor and Equip- 
ment Wholesalers Assn. 

In hope of giving added value 
to such exhibitions, the board de- 
cided to invite other interested in- 
dustry organizations to discuss the 
subject, which is of increasing im- 
portance to both wholesalers and 
manufacturers. 

The board also discussed the 
practicality of rotating the Auto- 
motive Service Industries Show in 
various sections of the country as 
a means of augmenting the value 
of both national and regional 
shows. 

In another action, the board ap- 
pointed Lou R. Cresta, president of 
Cresta Bros., San Francisco. and 
A. J. Thompson, president, Piston 
Service Co., Seattle, as director as- 
sociates. Cresta is president of the 
1956 Pacific Automotive Show to be 
held at San Francisco early next 
year. 

It approved plans for the Auto- 
motive Service Industries Execu- 
tive Booth Conference at Chicago 
next December. It also approved 
initial plans for MEWA’s annual 
convention at that time, and ad- 
mitted 70 new members. 

The board also reaffirmed its 
policy of cooperating with Govern- 
ment agencies in the enforcement 
of antitrust laws against forced 
exclusive dealing as a means of “re- 
establishing free and open mar- 
kets in the car-dealer and service- 
stations sections of the automotive 
industry.” 


Dodge Truck Post 
Goes to Madery 


DETROIT.—Appointment of L. 
Webster Madery to the new posi- 
tion of assistant to the general 
sales manager has 
been announced 
by William S&S. 
Woolsey, Dodge 
Truck general 
sales manager. 

He will serve as 
the sales depart- 
ment representa- 
tive in the for- 
ward planning 
program involving 

Madery marketing, manu- 
ssl facturing, engi- 
neering, and finance. 

Madery entered the business in 
1933 with a major truck manufac- 
turer and served in accounting, ad- 
vertising, sales promotion, sales 
training, field sales, and adminis- 
trative sales work before he joined 
Dodge Truck last year on the metro- 
politan market co-ordination staff. 


Counterattack! 


Oxnard Dealers Battle 


L. A. Lure 


OXNARD, Calif.—Dealers in this 
community, near Los Angeles, are 
cooperating in a series of local 
newspaper advertisements designed 
to offset the pulling power of the 
big city dealers’ advertisements. 

The first Oxnard dealers’ ad 
prominently displays a _ clipping 
from a Los Angeles newspaper with 
the headline “L. A. Used Car Deal- 
er Gets 180 Days for ‘Phony’ Ads.” 

The advertisement goes on to list 
seven things a new or used-car 
buyer should watch for in making 
a deal. Included are warnings 
against jacked-up list prices, last- 
minute changes in the terms, cloudy 
titles and excessive charges for in- 
surance and finance. 


Milner Opens 6th Deal 


In Fort Worth 


FORT WORTH.—-Robert E. Mil- 
ner, dealer and Jackson (Miss.) 
newspaper publisher, has added a 
sixth dealership to his holdings. 

Milner has opened Fort Worth’s 
third Chevrolet dealership on the 
city’s north side. Milner’s newspa- 
per, the State Times, was launched 
three months ago. 








Werle Named Director 
BILLINGS, Mont.—Floyd Werle,| firm has a franchise for White 


president of Empire Motors Co. 
(Studebaker), has been named one trucks and also will sell Autocar, 
of three directors of White Motor| White Freightliner and Divco and 


Co., Great Falls, Mont. The new! Hobbs trailers. 


Pax-all Refuse Bodies Powerized Frate-Gate 


‘St. Paul-equipped’’ 
makes it easier to sell 


Ever notice how much faster you can close an 
extra-profit truck equipment deal, when the name on the 
hoist, body or end-gate is “ST.PAUL HYDRAULIC”? This 
is because experience proves that St.Paul’s 42 years of 
engineering and manufacturing know-how pay off in greater 
customer satisfaction, lowest net cost per payload hour — 
for BOTH equipment and truck chassis. Send for the latest 
facts on the new St.Paul line of hoists, bodies and Frate- 
Gates today. St.Paul Hydraulic Hoist, Customer Service 
Dept., Wayne, Mich. $-Cl-Ir 


g YEAR See your St.Paul Distributor 





x WE WANT 
x 50 CARS 
x IN A HURRY! 


LATE MODELS OF ANY 
OF THE BIG THREE 


NEEDED NOW FOR A RENTAL OPERATION 


@ Up to $75 Monthly in advance... 


. - » We will pay to somebody on the East Coast, preferably 
near Boston or New York, who has the cars we need. 


@ 3 Months Use 


Would like option to buy if price and terms are right. 


@ Best of Care Provided 


In addition to taking care of pickup and delivery, we will 
fully insure them and provide reliable maintenance. 


eoone | MAR. ALBRIGHT 


Bice fl ALBRIGHT AUTO RENTAL CO. 
ain Rh GAspee 1-4848 


; 
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By Martin L. Whitmyer 
Staff Writer 


Magazine, radio, television, news- | 
paper and newspaper section adver- | 
tising by the Big Three automakers | 
totaled $137,749,931 in 1954, a 13.4) 


percent increase over the $121,459,- 
971 expended the previous year. 

General Motors led the group 
with an expenditure of $74,166,- 
237 last year, a 17.1 percent boost 
over the $63,328,087 spent during 
1953. 

The figures, compiled from rec- 
ords released in recent months by 
Media Records, Inc., and the Pub- 


lishers Information Bureau, do not} 


include expenditures for direct 
mail, outdoor advertising or other 
type promotional] activities. 

Ford Motor Co. was the second 
largest spender in 1954 with an 
expenditure of $33,418,035 for 
newspaper, radio, television, mag- 
azine and newspaper section ad- 
vertising. That was a 9.4 percent 
increase over the $30,539,907 spent 
for the same purpose in 1953. 

Chrysler Corp. also showed a 
boost in advertising expenditures 
last year, jumping to $30,165,659 
from the $27,591,977 spent during 
1953. 


* * x 


New A. N. Setup 


A realignment of AUTOMOTIVE 
News’ Michigan - Ohio advertising 
setup was announced last week by 
Business Manager Richard L. 
Webber. 


William R. Maas, who joined 





Roy J. Holihan 


Wm, R, Maas 


Automotive News more than two 
years ago, will take on expanded 
duties in the advertising territory. 

Webber also announced that Roy 
J. Holihan, former advertising man- 
ager of Stran Steel, has joined 
AvUTOMOTIVE NEwS as an advertising 
representative in the Michigan-Ohio 
territory. Holihan has had wide ex- 
perience in the ad business, at one 
time being assistant ad manager of 
Cadillac and more recently assist- 
ant account man on the GM Acces- 
sories Account Group at Campbell- 
Ewald agency. 

Both Maas and Holihan will work 
out of the Detroit Office. 


® * * 


Parade Promotes Kimball 


Arthur H. Motley, publisher of 
Parade magazine, has announced 
the appointment of Ed Kimball to 
the newly created 
position of vice- 
president and di- 
rector of adver- 
tising sales. His 
duties will also 
involve super- 
vision of promo- 
tion, research and 
newspaper  serv- 
ice department. 








A 2 \ 
Ed Kimball 
man in the Chicago office. Later 
that year he was made manager of 
the Detroit office. In 1950, he be- 
came Parade’s advertising sales 
manager. 

Prior to his employment with 
Parade, Kimball was with Crowell- 
Collier and Capper Publications. 

* * cd 


Hudson Dealer Promotion 


Hudson dealers of Los Angeles | 


County are sponsoring a 13-week 
series of local bi-weekly television 
shows in addition to the regular 


Wednesday evening company spon- | 


sored “Disneyland” program. 

The new half-hour shows are 
Scheduled to precede “Disneyland” 
early Wednesday evenings, and on 
Fridays will be offered as a late 
feature. 

The programs are designed as 
an additional promotion media for 
the current Hudson - Disneyland 
Contest which offers winning con- 


Affecting Factories and Dealers... 


Auto Advertising 


Kimball started | 
with Parade in| 
1946 as a sales-| 
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| testants prizes of new Hudson 
| Automobiles and all-expense paid 
trips for families of three to Walt 
Disney’s fabulous new $11 million 
dollar Disneyland Park near Ana- 
heim, Calif. 


* * * 


Audio Visual Service 


The National Rental and Pro- 
jection Service, an organization 
comprised of more than 40 pri- 
vately owned and operated projec- 
tion and rental companies, has 
been formed to provide projection 
and rental services for conventions 


country. 


The member firms will furnish 
projectors, all types of audio-visual 
equipment and personnel for han- 
dling programs. 


The executive secretary for the 
new association is Martin S. 
Mendro. Additional information 
may be had by writing to 
National Rental and _ Projection 














and meetings held throughout the | 





Service, 3518 W. Devon, Chicago 
45, Ill. 


x * * 


C-E’s Adams Honored 


Thomas B. Adams, 36, assistant 
to the president of Campbell-Ewald 
Co., has received the Outstanding 
Young Advertis- 
ing Man of the 
Year award of 
the Assn. of Ad- 
vertising Men and 
Women of New 
York. 

The New York 
group is an affili- 
ate of the Adver- 
tising Federation 
of America and 
the award was , 
made at a cere- T. B. Adams 
mony held in the Hotel Biltmore. 
Later, the Adcraft Club of Detroit 
will present the award plaque to 
Tom Adams in a formal ceremony 
to be held in Detroit. 

Adams has been with Campbell- 
Ewald since 1945. 

oa 





* * 


Dodge Dealers Air Bouts 

An alternate-week sponsorship 
of “Professional Boxing” and “At 
Ringside” over station WABD of 


The| the Du Mont Television Network 


has been undertaken by New 


York and New Jersey Dodge 
dealers, according to George L. 
BarenBregge, WABD general 
manager. 

The programs, which began 
June 1, will run for 14 weeks un- 
til Aug. 29. The contract was 
negotiated through Grant Adver- 
tising, Inc., which handles the 
Dodge account. 

The Dodge dealers’ sponsorship 
will cover the main event from 
10 to 10:45 p.m. Monday and will 
originate in New York’s St. 
Nicholas Arena with commentary 
by Chris Schenkel. 


* + * 
‘Disneyland’ Finds a Home 
“Disneyland,” magical kingdom 


come to life at Anaheim, Calif, 
will be unveiled for a national tele- 





vision audience Sunday, July 17, 
when a special 90-minute “live” 
news and special events telecast 
will be beamed over the entire 
ABC-TV Network. 


In keeping with the nature of 
the news and special events 
character of the world preview, 
the telecast has been titled; 
“Dateline Disneyland, July 17, 
1955.” 





Walt Disney, originator of the 


naa 
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playground, will serve as host and 
guide of the special telecast as he 
does on his weekly ABC “Disney- 
land” program. 

Sponsoring the show are Ameri- 
can Motors Corp., Swift & Co., and 





| Gibson Greeting Card Co. 


* * * 


Farricker Joins M-E 

Richard J. Farricker, former 
manager of the Kudner Advertising 
Agency’s Detroit office and account 
executive on the 
General Motor’s 
Corp. account, 
has joined Mc- 
Cann - Erickson, 
Ine, as vice- 
president and 
account service 
group head on 
the Chrysler 
Corp. institution- 
al advertising 
account. 

Farricker spent 
10 years with Cunningham & Walsh 
in New York as a copywriter be- 
fore joining Kudner in 1948. He be- 
came an account executive in 1951 
and moved to Detroit as head of 
the Detroit Office, and account ex- 
ecutive on the General Motors ac- 
count, early in 1953. 





R, J, Farricker 





~—COCFAAR. THE 


INDEPENDENT AUTOMOTIVE 
AIR CONDITIONER SOLD 
EXCLUSIVELY THROUGH 





DEALERS 





320 ESS 


Jerry A. McFaddin, President 


ONLY 








A.R.A. never by-passes its dealers . . never sells direct to 


the public through factory-operated sales centers. Our network of 
service centers is for the convenience of our dealers — for installa- 


tions and routine service only. 


A.R.A.’s popularity with car owners . 


. its reputation and proven 


ability make it worth its asking price . . keeps it tops in the market 
on its own merit. And A.R.A. dealers make all the retail sales . : get 


the profits. 


A.R.A. dealers can look forward to the future . . to an ever-growing 


business . 


year, next year and all the years ahead! 


. because A.R.A. Manufacturing Co. is here to stay . . this 


FIRST...and still best in the field 


A.R.A. pioneered the field of automotive air conditioning . . produced the first quality 
automotive air conditioner mass-marketed in America. A.R.A. has proved its depend- 
ability by performing longer and more efficiently under more extreme heat conditions than 
any other make. Designed and built in the Southwest where torrid weather demands peak 
performance, A.R.A. assures complete comfort in amy weather. There are precision-built 


A.R.A. units for almost every make and model car. . . 


also for station wagons, panel 


trucks and ambulances. New improvements, modifications and adaptations make the 1955 
A.R.A. units the finest yet produced and unsurpassed by any other make. 


Automotive air conditioner sales are booming. Get your share of this business —sell A.R.A.! 
You can sell A.R.A. with confidence — with profit— and with assurance that you won't be 
competing with factory-operated sales centers. Phone, wire or write today for A.R.A.’s dealer 
“Profit-Pack” — it contains the full story on A.R.A. for 1955. 


| A ay Ae manufacturing company 
2 & 


1041 Foch Street - Fort Worth 7, Texas 












& RINGS 


ICED A 


000. .... . $17.00 
aaa 8.75 
250...... 4.50 


Enclose Check wth Order. 
Shipments Prepaid. 
Free Used Car Systems & Aids 
Catalogue. 
BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Ste. “A", Box 1037, Cleveland 2, Ohie 


to make your fortune 








ée 
HOBBS "Spou" 
METER | 


tells you when 


Fo: fewer repair bills and 
longer engine life, you need 
a Hobbs Hour Meter. 
Regular care is the way to 
full return on investment. 


RECORDS ENGINE TIME ACCURATELY 


An ‘electric timing instrument that 
Hours and Minutes of engine operation— Not 
A Revolution Counter. Tells When to 
change oil and filters, lubricate, overhaul, etc. 
Approved and recommended by leading engine 
manufacturers. Ruggedly built . . . easy to in- 
stall . . . Low Price. 


WRITE FOR LITERATURE 


sates 


New and improved 
through continui 
engineering maa 


shows 


eee eee 
PRINGFIELD, ILLINOIS 
f Runniag Time Mote 

















“HOOK ON” 


""ONE HAND" 


meek, i 


SECOND" 


LICENSE PLATE HOLDER 
NICHOLS & SON 





1994 Whitney Ave. Hamden, Conn. 





$1.50 Per Set Jobbers Wanted 
Name 
Address 

STATE 0 No. Sets 
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Used-Car Auction Prices 





Market Trend 


The overall average price of used cars sold at wholesale auction 
last week remained unchanged from the figure established in the prior 
two weeks, according to Automotive News’ index. 

Individual figures on the index, however, fluctuated more widely 
than they did in either of the two previous periods. Despite these 
fluctuations, the price of ’51s, at $488, and of ’49s, at $245, remained 


unchanged from the previous week. 


Advancing in price were ’55s, up $18; and ’54s, up $5. Setbacks were 
$1 on °53s and ’48s; $6 on ’52s and $10 on ’50s. 


Reductions on 52s and ’50s brought the prices of those models to 


record lows, while the record low 


for ’51s was matched. 


At a group. of representative auctions last week, the ratio of sales 
to offerings was 66.6 percent. It had been 68.7 percent the week before. 
The average number of offerings jumped to 167 last week from 159 in 


the previous seven-day period. 


Prices marked with an * indicate a unit equipped with an automatic 


transmission or overdrive and 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 22.) 

(Sale is increasing both in quality of 
cars and volume. Prices holding firm. 
Sold 75 percent of offerings.) i 


BUICK—’54 Super rot $2,215°; 
$1.895*. "46 conv., $115. ‘ 

CADILLAC—’51 conv., $1,615*. '48 4-dr., 
$375". 

CHEVROLET — ’53 Two-ten 2-dr., $920. 


*51 SL Deluxe 4-dr., $675*. ‘50 SL De- 
luxe 4-dr., $560*%; %-ton pickup, $515. 
49 SL Deluxe 4-dr., $365; coupe, $310. 
CHRYSLER — ’51 Windsor 4-dr., $620*. 
*50 Windsor conv., $575*. 
DeSOTO—’47 4-dr., $115. 
DODGE—’55 Custom Royal 
$2,375*. °50 Coronet club coupe, 
4-dr., $360. : 
FORD—'55 Custom (6) 4-dr., $1,760; %- 
ton pickup, $1,410, $1,400. 53 Sunliner, 
$1,310*, $1,165; station wagon, $1,200; 
Custom (8) 2-dr., $950. '51 conv., $520. 
*50 Custom (8) 2-dr., $420; 4-dr., $395; 
station wagon, $405. '49 Custom (6) 4- 
dr., $345; 2-dr., $315. 


(8) Lancer, | 
$750; | 





HUDSON—’51 Super 4-dr., $580*; Hornet 
4-dr., $480*. ’49 4-dr., $150. 
MERCURY—’49 4-dr., $405*, $250. 
NASH—’49 Ambassador 4-dr., $255°*. 
OLDSMOBILE — '55 (88) 4-dr., $2,520°. 
54 (88) Holiday, $2,510. '51 (98) Holl- 


day, $750*; (88) 2-dr., $635*. '50 (88) 
2-dt., $500*. 49 (76) 4-dr., $285*, $250*. 
*48 (98) 2-dr., $285*. °47 (66) 4-dr., 
$135°*. 


PACKARD—'49 4-dr., $155*. 
PONTIAC—'47 4-dr., $130. 


105. 

STUDEBAKER — °’54 Champion station 
wagon, $1,390*. '53 Champion Starliner, 
$1,015*. °50 Champion 2-dr., $305", 
$225*. 

WILLYS—’'49 jeepster, $320°. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of June 
22.) 
(Buying still good on fancy cars. 
Wagons and hardtops in heavy demand.) 
BUICK—’55 Special 4-dr., $2,560* (ps); 

Riviera, $2,520* (ps). °54 Super Riviera, 

$2,015*; Special 2-dr., $1,580*. ’53 Su- 

per 4-dr., $1,215* (ps). ‘52 Special 2- 

ar., $800*, $760. '51 Super 4-dr., $615°* 

$530*; RM Riviera 4-dr., $605*, $550°. 

CADILLAC—’55 (62) 4-dr., $4,195* (ps), 
$4,105* (ps). 54 (62) 4-dr., $3,400° 
(ps), $3,325* (ps). '52 (62) 4-dr., $1,- 
785* (ps), $1,705* (ps). '51 (62) 4-dr., 
$1,385*, $1,265*. '49 (62) 4-dr., $765*. 
°48 (62) 4-dr., $540*, $455*. 

CHEVROLET ‘55 Bel Air (8) Sport 
coupe, $1,915*, 4-dr., $1,850*. ‘54 Bel 
Air 4-dr., $1,275*, $1,265*%, $1,225*; 
Two-ten 4-dr., $1,105, $1,090, $1,075. 
’53 Two-ten 4-dr., $975*%; One-fifty 4- 
dr., $715; %-ton pickup, $685. '52 Two- 
ten 2-dr., $905; One-fifty 2-dr., $585. 
"49 FL 4-dr., $245; Deluxe station wag- 
on, $420. 

CHRYSLER—’54 NY 4-dr., $1,565* (ps); 
Windsor 4-dr., $1,260*. ‘51 NY 4-dr., 
$780*; Windsor 4-dr., $475*. '50 Wind- 
sor 2-dr., $350, $300. 

DeSOTO — ’55 Fire Dome 4-dr., $2,290* 
(ps); 2-dr., $2,145. '53 Fire Dome 4-dr., 
$1,165* (ps). °52 Custom 4-dr., $555*. 

DODGE—’54 Meadowbrook (6) 4-dr., $1,- 
015. °53 %-ton pickup, $600. '52 Mead- 
owbrook club coupe, $525*, $455. 

FORD—’55 Thunderbird, $2,780. '54 Cus- 
tom (8) 4-dr., $1,185*, $1,165, $1,150; 
2-dr., $1,155, $1,145. °53 Custom (8) 
4-dr., $910, $900; Main (8) 4-dr., $815, 
$800. °50 Deluxe (6) 4-dr., $375, $360. 
*49 Custom (6) 2-dr., $225, $160. 


"46 (8) 4-dr., 


HUDSON—’'53 Hornet 2-dr., $1,005*. °51/ 
Pacemaker 4-dr., $235. | 
LINCOLN—’53 Capri Hardtop coupe, §$1,-| 


700* (ps). | 
MERCURY — '55 Monterey Hardtop, $2,-)| 
465*; Custom 4-dr., $2,230*. ’°54 Custom 
4-dr., $1,675*. °51 Custom 2-dr., $630°; | 


4-dr., $550. | 
OLDSMOBILE — '55 (98) Holiday 4-dr., | 
$3,200* (ps); 2-dr., $2,995* (ps). °'54) 
(98) Holiday, $2,350*. '53 (98) Holiday 
2-dr., $1,680* (ps); Super (88) 4-dr., | 





$1.345* (ps). 

PACKARD—’52 4-dr., $715*, $695*, $520. | 
’51 4-dr., $495°*. 

PLYMOUTH—’55 Belvedere (8) 2-dr., $1,-| 
835*. ‘54 Belvedere 4-dr., $1,160*. °53) 
Cambridge suburban, $1,045; Savoy, | 
$915. °52 Cambridge club coupe, $510. 
°48 4-dr., $105. | 


PONTIAC—’54 Star Chief (8) 4-dr., $1,-| 
645* (ps). °53 Chieftain (6) 4-dr., $1,-| 
090*, $1,050*. °'50 Streamliner 2-dr., | 
$325. | 

STUDEBAKER—'55 Champion 4-dr., $1,-| 
630°. | 


WILLYS—’53 Station wagon, $725. 
MISCELLANEOUS — '52 International 1- 
ton pickup, $640. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of June 17.) 

(Sold 196 cars out of 302 offerings.) 
BUICK—’55 Super Riviera, $2,550* (ps); 

Century Riviera, $2,450* (ps). ’54 Super 

Riviera, $1,930*°; Special conv., $1,810°*. 





'52 Super Riviera, $920°, $895. '51 Super 


(ps) indicates power steering. 


Riviera, $660*, $650°, $635°. 
2-dr., $215*, $195*, $195, $110. 


CADILLAC—’54 (62) 4-dr., $3,190* (ps). 
’53 (62) coupe deVille, $2,615* (ps); 
4-dr., $2,200° (ps), $2,165* (ps); (60) 
Special 4-dr., $2,160* (ps). ’'51 (62 4-dr., 
$990*. '49 (62) 4-dr., $565*. 

CHEVROLET—’55 Bel Air (8) coupe, $1,- 
860; Two-ten (6) 2-dr., $1,650. ’54 Bel 
Air 4-dr., $1,280*; Two-ten 2-dr., $1,100. 
’53 Two-ten station wagon, $1,165; One- 
fifty 2-dr., $715. ’52 SL Deluxe Bel Air, 
$800*; 2-dr., $615. °51 SL Deluxe Bel 
Air, $610°; 2-dr., $505, $485. ’50 FL De- 
luxe 2-dr., $480, $150; SL Deluxe conv., 


’49 Super 


$445. °49 SL Deluxe 4-dr., $365, $285, 
$185, $180. 
CHRYSLER — '52 Windsor 4-dr., $700* 


(ps). ’49 4-dr., $100. 


DeSOTO—’53 Fire Dome (8) 4-dr., $1,185*. 
’51 Custom Sportsman, $480. ’50 Deluxe 
4-dr., $330. '49 Custom 4-dr., . 


DODGE—’53 Coronet conv., 4-dr., 


$770. °52 Coronet club coupe, $460. ’51 
Coronet 4-dr., $545*, °'50 Coronet 4-dr., 
$220. 

FORD — ’'55 Fairlane (8) 4-dr., $1,960*; 


Custom (6) 2-dr., $1,680*. ’54 Crest (8) 
Victoria, $1,565*; Custom (8) 4-dr., $1,- 
275°, $1,245°%, $1,240*, $1,225*, ’53 Crest 
(8) Victoria, $1,215*; Custom (8) 2-dr., 
$950*, $945*; Deluxe (8) 2-dr., $790. ’52 
Custom (8) 4-dr., $750, $685. °51 Cus- 
tom (8) 4-dr., $320, $225. '49 Custom 
(8) 2-dr., $235, $210, $200, $175. 
HUDSON — ’54 Hornet 4-dr., $1,205. '53 
Wasp club coupe, $650. '52 Hornet 4-dr., 
$795*, $540; Pacemaker 4-dr., $540°*. 
KAISER—’51 Special 2-dr., $185*. 


LINCOLN — '52 Cosmopolitan coupe, $1, 


205°. 

MERCURY—’53 Custom 2-dr., $1,060, ’51 
conv., $560*%; 2-dr., $495*, $490*. ’50 
4-dr., $495*, $345*, $155; club coupe, 
$205°*. 

NASH — '55 Ambassador Country Club, 
$2,280*. °54 Rambler station wagon, 
$1,150*. ‘53 Statesman Country Club, 
$1,095*. °52 Rambler station wagon, 
$575*. °51 Ambassador 4-dr., $400*; 


Statesman 4-dr., $215°*. 
OLDSMOBILE—’55 (88) Holiday, $2,840*; 
Super 4-dr., $2,635* (ps), $2,575* (ps); 
(98) 4-dr., $2,550*. °54 (98) 4-dr., $2,- 
115*. '53 (98) conv., $1,650* (ps); 4-dr., 


$1,390*. ’°51 (88) Super 4-dr., $555*. ’50 
(88) 2-dr., $650*. 

PACKARD—’51 Clipper 4-dr., $360*. ’50 
Clipper 4-dr., $175*. 

PLYMOUTH—’55 Belvedere (8) conv., $1,- 
995*; Savoy 4-dr., $1,710*. °54 Belve- 
dere station wagon, $1,450*; Plaza sta- 


tion wagon, $1,050. '53 Cranbrook 4-dr., 
$730*, $645. '52 Cambridge club coupe, 
$385. '51 Cranbrook 4-dr., $310. ’50 Spe- 
cial Deluxe conv., $240. 

PONTIAC—’54 Star Chief (8) conv., $1,- 
815*, $1,745*. ’°53 Chieftain (8) Catalina, 
$1,160°; 2-dr., $990. '52 Chieftain (8) 
4-dr., $520*, $500°. °50 Silver Streak 
(8) 4-dr., $460*, $150*. ’49 Silver Streak 
(8) 4-dr., $310*; Silver Streak (6) 2-dr., 


$275. 

STUDEBAKER—’54 Commander Starliner, 
$1,215*. '53 Commander Land Cruiser, 
$805*. '52 Champion 2-dr., $425*; 4-dr., 
$415*, $210, $170. '50 Champion 2-dr., 
$275; coupe, $140*. 

WILLYS—’52 2-dr., $225. 
wagon, $265. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 

Friday. Prices are for sale of June 17.) 

(Sold 155 cars out of 185 offerings.) 

BUICK —'55 RM Riviera, $2,920* (ps); 
Century Riviera, $2,675*; Special Rivi- 
era, $2,305*. °54 Century 4-dr., $2,300*; 
Super 4-dr., $2,050*, $1,700*; Special 
Riviera, $1,750. ’53 RM Riviera, $1,390° 
(ps); Super Riviera, $1,300*. ’51 Special 
2-dr., $610*, $500. 

CHEVROLET—’55 Bel Air (8) 4-dr., $2,- 
020, $1,845; 2-dr., $1,825; Bel Air (6) 
4-dr., $1,720; Two-ten (6) 2-dr., $1,680, 
$1,670, $1,665; One-fifty (6) 2-dr., $1,- 
615; %-ton pickup, $1,350. ’°54 Two-ten 
4-dr., $1,240, $1,000; station wagon, 
$1,200. '53 Bel Air Sport coupe, $1,125; 
conv., $850*; Two-ten 4-dr., $850, $800; 
%-ton pickup, $725. '52 SL Deluxe 
coupe, $650; 4-dr., $650; 2-dr., $650; 
conv., $560, $525. ‘51 %-ton pickup, 
$350. ’°50 SL Deluxe 4-dr., $475, $400, 
$350*, $300; %-ton pickup, $350. '49 SL 
Deluxe club coupe, $360, $230; 4-dr., 
$225. °48 FL Aerosedan, $240. 

CHRYSLER — '53 Windsor 2-dr., $1,040. 
"52 Windsor 4-dr., $600*. ’51 NY 4-dr., 
$675, $630*, $600*, $500*. 

DODGE — '55 Royal 4-dr., $1,850*. °54 
Royal 4-dr., $1,350*. °53 Coronet 2-dr., 
$610. ‘51 Meadowbrook 2-dr., $360; 4- 
dr., $300*. ’48 club coupe, $170. 


"51 (6) station 


| FORD—’55 Fairlane (8) Victoria, $2,200*, 


$1,950*; 4-dr., $2,175*, $2,075*; Custom 
(8) station wagon, 2 at $2,050%; Main 
(6) 2-dr., $1,330; %-ton pickup, $1,325. 
*54 Custom (8) 2-dr., $1,160; 4-dr., $1,- 
165*. ’53 Custom (8) 2-dr., $1,050, $960, 
$885, $865, $750, $685; 4-dr., $985*, 
$925*, $895, $800; Custom (6) 4-dr., 
$810; Main (6) 4-dr., $500. ’52 Custom 
(8) club coupe, $750; 4-dr., $785, $680. 
*51 Custom (8) 2-dr., $500, $430; conv., 
$500; 4-dr., $500. 50 Custom (8) station 
wagon, $635. '49 Deluxe (6) 4-dr., $300. 
*46 2-dr., $110, 


IN — ’'52 Hornet sedan, "51 


Hornet 4-dr., $310°. 


LINCOLN—’54 Cosmopolitan 2-dr., $2,400* 
(ps). ’51 Cosmopolitan 4-dr., $310*, $300. 


MERCURY —’55 Monterey Sport coupe, $2,- 
590°; 4-dr., $2,280. '54 Monterey 4-dr., 
$1,525*. °52 2-dr., $760*. °51 Sport se- 
dan, $380. '49 4-dr., $300. 

OLDSMOBILE—’55 (98) Holiday, $3,290* 
(ps), $3,200*, $3,000°. °'54 (88) Super 
4-dr., $1,875*; Deluxe 2-dr., $1,450. ’50 
(88) 2-dr., $275*. 

PLYMOUTH —’'55 Belvedere (6) 4-dr., $1,- 
710. #%°54 Belvedere 4-dr., $1,150. ‘53 
Cranbrook 4-dr., $675. '52 Concord 2-dr., 
$490. °50 Deluxe 4-dr., $320. '46 Special 
Deluxe 4-dr., $190. 

PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 
625*. °53 Chieftain (8) sedan, $1,175; 
station wagon, $1,060*. ’51 Silver Streak 
(8) 4-dr., $585*. ’50 Silver Streak (8) 
4-dr., $400*. 

STUDEBAKER—’52 Champion 2-dr., $240. 

WILLYS—’50 station wagon, $300. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of June 23.) 
(Generally firm. Dealers a little more 


$570°. 


cautious prior to holiday. Sold 75 out 
of 96 offerings.) 
BUICK—’55 Century coupe, $2,450*. ‘51 


Super Riviera, $700*. '50 Special Riviera 
4-dr., $450; 2-dr., $415. °49 Super conv., 


$360; RM 2-dr., $220*. '48 Super 4-dr., 
$140. ’41 Century 4-dr., $135. 
CADILLAC—'54 (62) 4-dr., $3,450* (ps). 
’48 (62) conv., $455*. 
CHEVROLET—’53 Two-ten 4-dr., $940*; 
2-dr., $890, $870, $835*, $815. ’52 SL 


Deluxe 4-dr., $800*, $585; 2-dr., $550*; 
1-ton pickup, $450. '51 FL Deluxe 2-dr., 
$610; SL Deluxe 4-dr., $575*; %-ton 
pickup, $495. '50 SL Deluxe 2-dr., $460, 
$385*; 4-dr., $450*, $305, $250, $235; 
FL Deluxe 4-dr., $450, $355. °47 FM 
club coupe, $155. 

CHRYSLER—’49 NY 4-dr., $325*. 

DeSOTO—’50 Custom 4-dr., $350. 

DODGE ’53 Coronet (8) 4-dr., $840, 
$800*. 52 Meadowbrook 4-dr., $500. °50 
Wayfarer 2-dr., $275. '49 Coronet 4-dr., 
$175. ’48 2-dr., $220. 

FORD—’53 Custom (8) 4-dr., $990; %-ton 


pickup, $700. °52 Custom (8) 4-dr., 
$690*. °51 Deluxe (8) 2-dr., $535*; (6) 
2-dr., $330*%; Custom (6) 4-dr., $525, 


club coupe, $480. '50 Custom (8) 2-dr., 
2 at $375; club coupe, $365; Deluxe .8) 


2-dr., $275, $235. °37 (8) 2-dr., $105. 

HUDSON—’52 Hornet 2-dr., $500*. 
Deluxe 4-dr., $350*. °51 Deluxe 4-dr., 

KAISER—’53 Manhattan 4-dr., $730*. ’52 
$255*. 

MERCURY—'49 4-dr., $435*, $255, $175*. 
"46 4-dr., $100. 

NASH—’52 Statesman 4-dr., $445*; Am- 
bassador 4-dr., $430*. 

PACKARD—'51 conv., $670*. '49 4-dr., 


$200. 
PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
730. '50 coupe, $150. 
PONTIAC — ’'51 Silver Streak (8) 4-dr., 
$465*. '50 Silver Streak (8) 4-dr., $375. 
STUDEBAKER 53 Commander Star- 
liner, $800*. '49 club coupe. $160*. 
WILLYS—’51 %-ton truck, $460. 
MISCELLANEOUS — '51 Henry 
$115. 


J 2-dr., 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of June 21.) 

(Bidding was active and consignors 
seemed very happy with prices. Sold 131 
cars out of 166 oerings.) 

BUICK—’'54 Super 4-dr., $1,830*; Special 
4-dr., $1,570. ’53 Super 4-dr., $1,300*. 
’52 Special 4-dr., $750. '51 Super 4-dr., 
$750*, $605; Special 2-dr., $595. '50 Su- 
per 4-dr., $365. '49 Super 4-dr., $155. ’48 
Super 4-dr., $135. 

CADILLAC—’55 (62) 2-dr., $4,500* 
"53 (62) 2-dr., $2,400* (ps). 


$210. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
900; Bel Air (6) 2-dr., $1,700; Two-ten 
2-dr., $1,830, $1,790; (6) 2-dr., $1,685, 
$1,620. '54 Bel Air conv., $1,540; Two- 
ten 4-dr., $1,190, $1,105; One-fifty 2-dr., 
$1,060, $1,040. ’°53 Bel Air 2-dr., $1,075; 
Two-ten 4-dr., $785; 2-dr., $735. ’52 SL 
Deluxe club coupe, $625, $615, $600, 
$575, $545, $480. °51 SL Deluxe Bel Air, 
$655; sedan, $510, $505, 2 at $450, $425; 
SL Special 4-dr., $420. °50 SL Deluxe 
Bel Air, $450, $425, $400, $370; 2-dr., 
— ’49 SL Deluxe 4-dr., $255; Bel Air, 
$230. 

CHRYSLER—’53 Windsor 4-dr., $935. ’51 
Imperial 2-dr., $585. 

DeSOTO—’51 Custom Sportsman, $450; 4- 
dr., $330. 

DODGE — ’'53 Coronet conv., $900. 
Meadowbrook 2-dr., $350. 

FORD — '55 Fairlane (8) conv., $2,190; 
(6) Victoria, $1,745, $1,650; Main (6) 
sedan, $1,440. °54 Custom (8) 2-dr., 
$1,380*, $1,350*, $1,170, $1,050, $1,030, 
$935; Crest (8) 2-dr., $1,375, '53 Crest 
(8) Victoria, $825*; (6) 4-dr., $825*, 
$810. '52 Main (8) 2-dr., $555. ’51 Cus- 
tom (8) 2-dr., $505, $360; (6) 2-dr., 
$365, $310; Main (6) 2-dr., $390. ’50 
Custom (6) 4-dr., $300; 2-dr., $300. ’49 
Deluxe (6) 2-dr., $260. 

HUDSON—’54 Hornet 4-dr., $1,085*. 
Wasp 4-dr., $150. 

KAISER—’55 Manhattan 4-dr., $1,145. ’51 
Manhattan 4-dr., $200. 

LINCOLN—’51 Cosmopolitan 2-dr., $605*. 

MERCURY—’52 Custom 4-dr., $875. ’50 
Deluxe 2-dr., $430. 

NASH—’52 Rambler coupe, $600. ’51 Ram- 


(ps). 
'46 2-dr., 


*51 


"50 


bler station wagon, $405; Statesman 4- 
dr., $265. 

OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
850* (ps). °53 (98) Holiday, $1,520*. '52 
(98) Holiday, $970*. ‘51 (98) Holiday, 
$820*; 4-dr., $575. ’50 (88) Super 2-dr., 
$635*; (76) 2-dr., $215, °49 (88) Super 
2-dr., $175. 

PACKARD—’53 Mayfair 2-dr., $1,275*. 


PLYMOUTH—’'54 Savoy coupe, $635. °53 
Cranbrook 4-dr., $845, $800. ‘52 Cam- 
bridge 2-dr., $550; Cranbrook 2-dr., 


$505. ’51 Cranbrook Belvedere, $405. '50 
Special Deluxe conv., $405; 4-dr., $400. 

PONTIAC—’55 Chieftain (8) station wag- 
on, $2,465*; Catalina, $2,280*. '54 Chief- 
tain (8) 4-dr., $1,530*. °53 Chieftain (8) 
4-dr., $1,000*; 4-dr., $995*. ’52 Chieftain 
(8) Catalina, $900*. °51 Silver Streak 
(8) 4-dr., $380. °50 Silver Streak (8) 
2-dr., $405, $380, $315. '48 Torpedo (8) 
4-dr., $165; conv., $140. 

STUDEBAKER — '53 Commander 4-dr., 
$950. °51 Commander 2-dr., $315; Land 
Cruiser, $300; 4-dr., $250. °48 Champion 
2-dr., $125. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 22.) 

(Very healthy sales. All activities con- 
tinue upward. Sold 80 cars out of 114 
offerings.) 


BUICK—’53 Super 4-dr., $1,305*. 50 Su- 
per 2-dr., $550°%; 4-dr., $310. 

CADILLAC—’49 (62) 4-dr., $600*. 

CHEVROLET—’55 %-ton pickup, $1,505 


’54 Two-ten 2-dr., $1,190. 52 SL Deluxe 


2-dr., $740, $735. ’°51 SL Deluxe 4-dr., 
$595, $585. °50 SL Deluxe, $445, $435, 
$420; 2-dr., $365, $355, $345, $330. '49 


SL Deluxe 4-dr., $355, $345; 2-dr., $355, 
$345. '47 SM 4-dr., $175, $170; FM 2-dr., 


$165, $160. 
DODGE — ’54 Coronet 4-dr., $1,100. °52 
Meadowbrook 4-dr., $525. '46 Deluxe 4- 


dr., $165. 

FORD—’55 Fairlane (8) 2-dr., $1,850. ’54 
Custom (8) 2-dr., $1,300, $1,200, $1,180 
*53 Custom (8) 4-dr., $1,045, $1,030. ’52 
Custom (8) 4-dr., $925; Main (6) 2-dr., 
$460. °51 Custom (8) 2-dr., $505; 4-dr 
$425; Deluxe (6) 4-dr., $170. "50 Custom 
(8) club coupe, $500, $470; Custom (6) 
4-dr., $520; 2-dr., $480, $450; Deluxe (8) 
2-dr., $385, $305, $295, $130; Deluxe (6) 
2-dr., $405. ’49 Custom (8) 2-dr., $330, 
$320; Custom (6) 2-dr., $235, $230. ’48 
%-ton pickup, $340. °47 Deluxe (6) 2- 
dr., $105. °46 Deluxe (8) 2-dr., $105. °40 
Deluxe (8) coupe, $195. 

HUDSON—’50 Pacemaker 4-dr., $195. 

MERCURY — ’53 Monterey 4-dr., $1,165. 
°52 Custom 2-dr., $905. '51 coupe, $280 
’49 2-dr., $280; coupe, $105. 

NASH—’52 Rambler station wagon, $580. 
OLDSMOBILE—’52 (98) Holiday, $1,175*. 
*50 (88) 2-dr., $615*; (76) 2-dr., $330. 

PACKARD—’49 4-dr., $255. 

PLYMOUTH — ’51 Cranbrook 4-dr., 
"50 Deluxe 4-dr., $355. 

PONTIAC—’52 Chieftain (8) conv., $955*; 
4-dr., $795*. '51 Silver Streak (8) 2-dr. 
$675*. 

STUDEBAKER—’51 Champion 4-dr., $330; 
Commander 2-dr., $315. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of June 21.) 

(Sold 335 cars out of 511 offerings.) 

BUICK—’55 Century 2-dr., $2,575*; Spe- 
cial 2-dr., $2,440*. '54 Super 2-dr., $2,- 
145*, $2,090* (ps), $2,025*; Century Ri- 
viera 2-dr., $1,950* (ps); Special 2-dr., 
$1,550*, $1,380. "53 Super Riviera 2-dr., 
$1,380*, $1,305*; 4-dr., $1,245*, $1,090*, 
$1,070*; RM 2-dr., $1,290* (ps); Special 
4-dr., $1,115. 

CADILLAC—’55 (62) conv., $4,650* (ps); 
4-dr., 2 at $4,105* (ps); coupe deVille, 
$4,000* (ps). °54 (62) conv., $3,910* 
(ps). '53 (62) conv., $2,570* (ps); 
coupe, $2,250* (ps); (60) Special 4-dr., 
$2,250* (ps). 

CHEVROLET — '55 One-fifty (6) Handy- 
man, $1,825*; Two-ten (8) 2-dr., $1,435. 
’54 Bel Air conv., $1,585*, $1,335*; Sport 
coupe, $1,495*, $1,475*; Two-ten 4-dr., 
$1.250*; 2-dr., $1,050. °53 Bel Air conv., 
$1,185*; Sport coupe, $1,160, $1,095, $1.- 


$350 


065; Two-ten conv., $1,010*; 2-dr., $860, 
$755; 4-dr., $855*. 

CHRYSLER—’55 NY 2-dr., $3,050* (ps). 
*53 NY club coupe, $1,175* (ps); 4-dr., 


$1,065* (ps). ’51 Windsor 4-dr., $355*. 
DeSOTO—’55 Fire Dome (8) 4-dr., $1,965* 
(ps). ’53 Fire Dome (8) 4-dr., $1,235* 


(ps); Powermaster 2-dr., $580*. 

DODGE — '55 Coronet (6) 4-dr., $1,715*, 
$1,695". °54 Royal (8) 4-dr., $1,370* 
(ps); Coronet 4-dr., $1,280*. ’°53 Coronet 
(8) conv., $1,055*; 2-dr., $805*, $750*; 
Meadowbrook station wagon, $955", 
$910*. 

FORD—’'55 Fairlane (8) 2-dr., $1,890. ’54 
Crest (8) conv., $1,705*, $1,505*; Vic- 
toria, $1,640*, $1,525*; Custom (8) sta- 
tion wagon, $1,470; 4-dr., $1,455*, $1,- 
290°; 2-dr., $1,420*, '53 Crest (8) sta- 
tion wagon, $1,500*; Victoria, $1,300*, 
$1,290*; Custom (8) conv., $1,280*%; 2- 
dr., $975*; 4-dr., $915*, $895, $875. 

HUDSON — ’51 Hornet Hollywood, $380*; 
Pacemaker 4-dr., $315. 

KAISER—’53 Deluxe 4-dr., $785*. 

LINCOLN—’54 Capri coupe, $2,365* (ps). 

MERCURY—’55 Montclair coupe, $2,500* 
(ps); conv., $2,465*. '54 Monterey coupe, 
$1,900* (ps), $1,850*, $1,700*; conv., 
$1,805*; station wagon, $1,650*. °53 


(Continued on Page 35, Col. 1) 








Average Used-Car Prices 


(Compiled by Automotive News) 


June, May, April, 
Model 1955 1955 1955 
1955... $2,167 $2,147 $2,183 
1954... 1,372 1,489 1,526 
1953 1,001 1,009 1,048 
1982..... 676 696 716 
1951... 488 508 514 
1950... 354 363 3380 
1949... 245 252 266 
1948........ ; 179 155 174 
Overall 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 




















Average... $ 810 $ 827 §$ 851 
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Used-Car Auction Prices 
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(Continued from Page 34) 


Morterey ‘conv., $1,570; Custom Sport 
couve, $1,560*%, $1,415*, $1,330°. 

NASH —'55 Ambassador club coupe, §$2,- 
360°; 4-dr., $2,355*. °53 Ambassador 
elu!) coupe, $1,135*; 4-dr., $685; States- 
man 2-dr., $1,020*; club coupe, $840*. 

OLDSMOBILE—’55 (88) Holiday, $3,235* 
(ps), $2,830* (ps); 4-dr., $2,550*° (ps); 
(98) conv., $3,230* (ps); Holiday, $2,950* 


(ps). °54 (98) Holiday, $2,520* (ps); 
conv., $2,505* (ps); (88) 4-dr., $2,070* 
(ps). 
PACKARD—’53 4-dr., $1,130*. ‘51 4-dr., 
$465*, $435°. 


PLYMOUTH—’'54 Belvedere conv., $1,490*; 
4-dr., $1,290*, $1,140, $1,100; Plaza sta- 
tion wagon, $1,260*%; 2-dr., $1,000. '53 
Cranbrook Belvedere, $1,005*; 2-dr., 
$850; Cambridge station wagon, $980; 
2-dr., $630. 

PONTIAC—’55 Star Chief (8) 4-dr., $2,- 
280°. ’54 Star Chief (8) Catalina, $1,890*, 

4-dr., $1,755* (ps), $1,660* 

, $1,585*; Chieftain (8) 2- 

. ’°53 Chieftain (8) aCtalina, 
$1,320*; conv., $1,300* (ps); 4-dr., $1,- 

*, $1,120°*. 

STUDEBAKER — '53 Champion 2-dr., 

$655°. ’°51 Champion 2-dr., $205. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
June 17.) 

(Market good. Sold 264 cars out of 314 
offerings.) 

BUICK—’55 Century Riviera, $2,780*; Spe- 
cial Riviera, $2,410. °53 Super Riviera, 
$1,445*; RM conv., $1,280 (ps). '52 Spe- 
cial 2-dr., $760. '51 Super Riviera, $755*; 


Special 4-dr., $620. °50 Super 4-dr., 
$425°. ’48 Super 4-dr., $320. 

CADILLAC—’55 4-dr., $5,760* (ps); Eldo- 
rado conv., $5,710° (ps); (62) 4-dr., 
$3,935 (ps). °54 (62) 2-dr., $3,610* 
(ps). "50 (60) 4-dr., $1,835*. ‘41 4-dr., 


$200. 

CHEVROLET—’55 Nomad, $2,180*; Two- 
ten (8) 2-dr., $1,990*; Bel Air (8) 4-dr., 
$1,735*. °54 Two-ten station wagon, $1,- 
590°; Bel Air 2-dr., $1,325*. °53 Bel Air 
conv., $1,180*; 2-dr., $1,130*%; Delivery 
sedan, $665. ’°52 SL Deluxe 4-dr., $790; 
Custom coupe, $590. '51 SL Deluxe 4- 
dr., $630*. °50 SL Deluxe 2-dr., $480. 
"49 SL Deluxe 4-dr., $375. 

OHRYSLER—’55 Windsor 4-dr., $2,385*. 
’54 NY club coupe, $1,600*, ’53 Windsor 
4-dr., $1,150*. °52 Saratoga club coupe, 
$610*. °51 NY club coupe, $380*. '49 NY 
4-dr., $320*°. °48 NY 4-dr., $105*. °47 
NY 4-dr., $170*. 

’53 Fire Dome (8) 4-dr., $1,310*, 
Sportsman, $1,110*. ‘’52 Fire 

$800*. °51 Custom 4- 
dr., $560°. 


DODGE—’53 Coronet 4-dr., $1,000*; Dip- 
lomat, $1,000*; 4-dr., $915*; 2-dr., $870*. 
52 Wayfarer 2-dr., $380. '50 Coronet 
club coupe, $390*. 

FORD—’55 Main (8) station wagon, $1,- 
925; Custom (6) 2-dr., $1,595. '54 Main 
(8) station wagon, $1,500; 2-dr., $1,200; 
Crest (8) Victoria, $1,440; Custom (8) 
2-dr., $1,275*. °53 Crest (8) Victoria, 
$1,110. ’52 Custom (8) station wagon, 
$810. '51 Custom (8) Victoria, $725. ’50 


$1,210*; 
Dome (8) 4-dr., 


Custom (8) 2-dr., $530. ’49 Custom (6) 
4-dr., $205. 

HUDSON — ’52 Hornet club coupe, $620*. 
‘50 Super 4-dr., $220. °49 Commodore 
4-dr., $140. 

KAISER—’51 Deluxe 4-dr., $295. 

LINCOLN—’54 Capri coupe, $2,000*. °51 


4-dr., $410*. 

MERCURY—’55 Monterey coupe, $2,275*. 
53 Custom 4-dr., $1,175, $1,125*; 2-dr., 
$1,160*. ’52 4-dr., $790*. ’51 4-dr., $550*. 
*49 2-dr., $200. 

NASH—’53 Ambassador Country club, $1,- 
300*; Statesman 4-dr., $975*. '52 States- 
man 2-dr., $600*. '51 Statesman 4-dr., 
$330, $305. °49 Ambassador 4-dr., $150. 

OLDSMOBILE—’55 (88) Holiday, $2,675* 
(ps), $2,650* (ps), $2,625* (ps); 4-dr., 
$2,620* (ps). '54 (88) 2-dr., $1,710*. 53 
(98) Holiday, $1,665*. '52 (88) Holiday, 
$1,175*. '51 (88) Holiday, $710*. 

PACKARD—’51 4-dr., $710*; conv., $600*. 
"50 2-dr., $120. 

PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
720; Plaza (6) 4-dr., $1,510. °54 Belve- 
dere station wagon, $1,300; 4-dr., $1,- 
230*. °53 Cranbrook 4-dr., $1,005. ’52 
Cranbrook Belvedere, $750; Cambridge 
4-dr., $600. °50 Special Deluxe 4-dr., 
$340. 

PONTIAC —'’55 Star Chief (8) Catalina, 
$2,340*; Chieftain (8) Catalina, $2,310*. 
54 Star Chief (8) conv., $1,780*; Chief- 
tain (8) 4-dr., $1,390. ’52 Chieftain (8) 
4-dr., $860. ‘51 Silver Streak (8) club 
coupe, $705. ’48 Torpedo (8) 4-dr., $210*. 

STUDEBAKER ’53 Champion coupe, 
$910"; %-ton pickup, $700. ’52 Com- 
mander Land Cruiser, $455. ’50 Cham- 
pion 2-dr., $169. 

WILLYS—’51 (4) %-ton pickup, $450. 
(4) %-ton panel, $200. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of June 20.) 
(The market here today showed about 
the same price range as last week, Car 
volume was slightly higher while quality 
was below average for Albany. New 
autos again were hard to sell. Brisk bid- 
ding by a yard full of good buyers ac- 
counted for the snappy auction and a 
high percentage of 149 out of 184 sold.) 
BUICK—’53 RM 4-dr., $1,050*, ’51 Super 
4-dr., $695*, $650°. °50 Super Riviera 
coupe, $560*; conv., $230; Special 2-dr., 
eae! 2-dr., $350, $170. ’49 Super 2-dr., 
s 


°49 


CADILLAC—’53 (62) coupe, $2,460*. '50 
(62) 4-dr., $1,105*, $1,080*. ‘48 (61) 
4-dr., $530°. 

CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
850°; 2-dr., $1,790*%; (6) 2-dr., $1,520; 
Bel Air (8) 2-dr., $1,715%; (6) 4-dr., 


$1,555. '54 Two-ten 4-dr., $1,175; Delray 
coupe, $1,075; %-ton pickup, $800. '53 
Bel Air 4-dr., $1,150*, $1,100*, $1,100; 
Snort coupe, $1,050*, 2-dr., $1,000, $970; 
Two-ten 2-dr., $875, $870, $810; One- 
fifty 2-dr., $780. '52 8L Delwxe conv., 
$810*; 2-dr., $685, $630%, $560; 4-dr., 
$610*. ’51 SL Deluxe station wagon, 
$770; 4-dr., $520; 2-dr., $480; coupe, 
$450; FL Deluxe 2-dr., $550, $400. '50 


cial, $170; FL Deluxe 4-dr., $420, $400. 
CHRYSLER—’53 Windsor 4-dr., $1,100*, 
$1,050. '51 Windsor 4-dr., $580*. 


DODGE—’53 Meadowbrook 4-dr., 
"51 Wayfarer 2-dr., $320. 


FORD—’55 Fairlane (8) coupe, $2,250°, 
$2,190*. '53 Custom (8) station wagon, 
$1,325*, $1,270, $1,075; 4-dr., $1,000; 
Custom (6) 2-dr., $950*; Main (8) 2-dr., 
$780. '51 Custom (8) 4-dr., $500, $485°; 
conv., $490*, $450°; 2-dr., $420*%, $410°; 
Victoria, $460*; Deluxe (8) 2-dr., $400, 
$370. ’50 Deluxe (6) 2-dr., $180*, °49 
Custom (8) club coupe, $180. 

HUDSON —'53 Hornet 4-dr., $785*, '52 
Hornet 4-dr., $550*, 


KAISER—’51 Deluxe 4-dr., $225*, $130°*. 


LINCOLN—’52 Capri coupe, $1,200*. °’50 
Cosmopolitan 4-dr., 2 at $290*, 

MERCURY—’55 Monterey coupe, $2,200*; 
2-dr., $1,940. '52 4-dr., $910*, $740*. '49 
conv., $170. 

NASH—’52 Rambler 2-dr., $600*. 51 Ram- 
bler conv., $320, $310*. 

OLDSMOBILE — ’'55 (88) Super Holiday, 
$2,840°; 4-dr., $2,600*. °52 (88) club 
coupe, $690*; (98) 4-dr., $480*. '51 (98) 
4-dr., $520*. 50 (88) 2-dr., $370*; 4-dr., 
$305*, $220; (98) 4-dr., $330%. ’49 (98) 
4-dr., $160*. 

PACKARD — ’51 4-dr., 
$120. ’47 4-dr., $170. 


PLYMOUTH—’54 Belvedere conv., $1,400*; 
station wagon, $1,320*; Plaza 4-dr., 


$830°, 


$425*. °50 4-dr., 





$935; club coupe, $950. °53 Cambridge 
station wagon, $950; Cranbrook station 
wagon, $885; 4-dr., $850*. ’52 Cranbrook 
4-dr., $410. ’50 Deluxe 4-dr., $280. '49 
Deluxe 2-dr., $280. 

PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 
500*, $1,390*; 2-dr., $1,210; 4-dr., $950, 
$940. ’52 Chieftain (8) 4-dr., $890. ’51 
Silver Streak (8) 2-dr., $480. '50 Silver 
Streak (8) 2-dr., $395. °49 Silver Streak 
(6) 2-dr., $320*. 

STUDEBAKER — '53 Commander 2-dr., 
$890*. '51 %-ton rack, $325. ’°45 %-ton 
tow, $950. 


MISCELLANEOUS — ’'52 Henry J 2-dr., 
$410*. '51 Henry J 2-dr., $130. 
DENVER 


(Denver Auto Auction. Sales every Mon- 
day and Friday. Prices are for sales of 
June 17-20.) 


(Prices holding and there is a strong 
demand for clean autos. More activity 
in the market as a whole. Sold 123 cars 
out of 304 offerings.) 


BUICK—’55 Century conv., $3,130* (ps); 
Riviera coupe, $2,810* (ps), $2,710*, 
$2,690*; Super Riviera coupe, $2,970* 
(ps), $2,925* (ps); Special Riviera coupe 
$2,655*, $2,510*; 4-dr., $2,500* (ps). ’54 
Super 4-dr., $1,875* (ps), $1,820* (ps). 
‘53 Special 2-dr., $910*, $785; 4-dr., 
$925, $850. '52 Special 4-dr., $340. 

CADILLAC—’54 (60) Special 4-dr., $3,660* 
(ps). "53 (62) coupe, $2,585* (ps); 4-dr., 
$2,340* (ps), $2,295* (ps), $2,160* (ps). 
"52 (62) conv., $1,995* (ps). ’51 (62) 
conv., $1,425*. '50 (62) 2-dr., $1,220*. 

OHEVROLET 55 Bel Air (8) Sport 
coupe, $2,265* (ps); 4-dr., $2,125*, $1,- 
940*, $1,735; %-ton pickup, $1,435, $1,- 
090. ’'54 Bel Air 2-dr., $1,225; Two-ten 
4-dr., $1,175, $1,170. '53 Bel Air 4-dr., 
$1,105*; Two-ten 2-dr., $955, $895, $890*, 


$875; 4-dr., $955, $925; %-ton pickup, 
$700. °52 SL Deluxe 4-dr., $705; 2-dr., 
$685. ’51 SL Deluxe 4-dr., $440*; %-ton 


pickup, $510. 
CHRYSLER—’51 Windsor 4-dr., $475*. '49 
(8) 2-dr., 


NY 4-dr., $330*. 
DeSOTO—’53 Fire Dome $1,- 
185*. 52 Fire Dome (8) 4-dr., $590. 
DODGE—’55 Royal Custom 4-dr., $2,320* 

(ps). '51 Coronet 4-dr., $305. 
FORD—’55 Custom (8) station wagon, 
$2,540*, $2,315*; Fairlane (8) Victoria, 





Olin Aids Litter Fight 


EAST ALTON, Ill.—John M. Olin, | 
board chairman of Olin Mathieson 
Chemical Corp. has accepted an in- 
vitation to join the board of direc- 
tors of Keep America Beautiful, | 
Inc., the national public service or- 
ganization for the prevention of 





litter. Olin brings to 25 the number 
of industry leaders now serving as | 
directors of KAB. 


$2,370°, $2,150°, $2,140; Main (8) Ranch 
Wagon, $2,075*; (6) 2-dr., $1,540; %-ton 
pickup, $1,410, $1,400. '54 Custom (8) 
4-dr., $1,310, $1,240; %-ton pickup, $800. 
53 Custom (8) station wagon, $1,370*; 
4-dr., $930, $840*; Main (8) Ranch 
Wagon, $1,125; 2-dr., $725, $710. 

HUDSON—’52 club coupe, $450*. '51 4-dr., 
$275, $250°; club coupe, $270. 


URY — ’55 Monterey Sport ocupe, 
$2,540, $2,525, $2,440. °54 Monterey 
Sport coupe, $1,815*; 4-dr., $1,500° 
. ‘53 Custom Sport coupe, $1,500*, 
$1,400*. '52 Monterey Sport coupe, $1,- 
120*; 2-dr., $990. 


NASH—’50 2-dr., $190, $170. 


OLDSMOBILE—’55 (98) Holiday, $3,300* 
(ps); (88) 4-dr., $2,600* (ps). '53 (98) 
Holiday, $1,770* (ps); 4-dr., $1,070*; 
(98) conv., $1,750* (ps). 52 (88) Holi- 
day, $1,100*; (98) 4-dr., $1,060°. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- 
165*; Savoy (8) 4-dr., $1,635; Plaza (8) 
2-dr., $1,500. °53 Cambridge _ station 
wagon, $1,035. '51 Cranbrook Belvedere, 
$415; 4-dr., $330; Cambridge 4-dr., $245. 
'50 Special Deluxe station wagon, $500. 

PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 
530*. °53 Chieftain (8) 4-dr., $1,210*. 
’51 Silver Streak (8) 4-dr., $510. '50 
Silver Streak (8) 2-dr., $300. 

STUDEBAKER "50 Commander 2-dr., 
$255; Champion 2-dr., $220. 

$1,825. 


WILLYS—’55 %-ton pickup, 
jeepster, $370. 

MISCELLANEOUS—’55 GMC %-ton pick- 
up, $1,750. 51 GMC %-ton pickup, $440. 
GRAND RAPIDS, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of June 21.) 

(Market remained very strong on sharp 
and clean cars of all models. Increased 
demand for ’55s. Sold 89 cars out of 107 
offerings.) 


BUICK — ’'55 Special 4-dr., $2,345*. °54 
Century Riviera, $2,075*; Special Rivi- 
era, $1,950*; 2-dr., $1,595. °53 RM 4-dr., 
$1,415* (ps); 2-dr., $1,000* (ps); Special 
4-dr., $1,300*, $1,165; 2-dr., $1,250*; 
Super Rivieria, $1,245*. ‘50 Super Rivi- 
era, $470*, $225*. . 

CADILLAC—’53 (62) $2,- 
425* (ps). 

CHEVROLET—’55 Bel Air (8) conv., $1,- 
980; Bel Air (6) 2-dr., $1,650. '54 Two- 


"47 


coupe devVille, 


ten 2-dr., $1,150; One-fifty 2-dr., $925, 
$900. '53 Bel Air 2-dr., $1,000, $925* 
(ps), $890; club coupe, $960; Two-ten 
4-dr., $860. 51 SL Deluxe 2-dr., $510*, 
$495*; 4-dr., $440, $395*; FL Deluxe 
2-dr., $475. ’50 SL Deluxe 4-dr., $400; 


2-dr., $260; Bel Air, $275*. '49 SL De- 
luxe conv., $315; FL Deluxe 2-dr., $215, 
$185. 

CHRYSLER—’48 Windsor 4-dr., $160. 

DeSOTO—’50 station wagon, $450*. 

DODGE — ’55 Royal 4-dr., $2,050°. 
Coronet 4-dr., $465°. 

FORD—’55 Custom (8) station wagon, $2,- 
505*. °54 Main (8) Ranch Wagon, $1,- 
490, $1,400; Custom (6) 2-dr., $1,160*; 
Custom (8) 2-dr., $990. °53 Custom (8) 
4-dr., $960; 2-dr., $945. "52 Custom (8) 
conv., $830*. °51 Custom (8) 2-dr., $500; 
4-dr., $470, $415*. '50 Custom (6) 2-dr., 
$250. °49 Custom (8) 2-dr., $200, $155. 
*48 2-dr., $130. 

HUDSON—’53 Hornet 4-dr., $840. ’'51 Hor- 
net conv., $675*. 


"51 


KAISER—’53 Manhattan 4-dr., $950°. '51 
Deluxe 4-dr., $225. 

MERCURY—’54 Custom 2-dr., $1,210. '51 
4-dr., $675*, $505. ’50 4-dr., $350. '49 
conv., $125, $100. 

NASH—'52 Statesman 2-dr., $700. 


OLDSMOBILE—’55 (88) Holiday, $2,765*. 
"52 (98) 4-dr., $550*. ‘50 (76) 2-dr., 
$365. 

PACKARD— 49 4-dr., $155, $105. 

PLYMOUTH — '51 Cranbrook club coupe, 
$310. °50 Deluxe station wagon, $370. 
’49 Deluxe club coupe, $260. 

PONTIAC—’54 Star Chief (8) conv., $1,- 
665*. °53 Chieftain (8) conv., $1,200* 
(ps); 2-dr., $1,065*, $995, $955; 4-dr., 
$1,035*; club coupe, $1,055. °51 Silver 
Streak (6) Catalina, $635*. ‘50 Silver 
Streak (6) 2-dr., $280. ’49 Silver Streak 


(6) 4-dr., $350. °48 Torpedo (6) 4-dr., 
$270°*. 
STUDEBAKER — '51 Commander Land 


Cruiser, $220*. "50 Champion 2-dr., $140. 
"49 Commander 4-dr., $130. 

MISCELLANEOUS—’53 GMC 
up, $745. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Sale every Wed- 
nesday. Prices are for sale of June 22.) 
(Prices steady on clean ’50 to ’53 au- 
tos. New models and iron off. Activity 
good. Sold 74 cars out of 102 offerings.) 
BUICK—’53 Special sedan, $1,040. '51 RM 
sedan, $700*; Super Riviera coupe, $720*, 
$600; Special sedan, $475. '50 Super se- 
dan, $300. '49 Super conv., $300; sedan, 
$320. 
CADILLAC—’55 (62) conv., $4,850* (ps); 
(60) Special sedan, $4,490* (ps). ‘52 
(62) coupe, $2,050*. °48 (62) sedan, 


%-ton pick- 








White Truck Dealers Confer— 


In session at the White Truck National 


Distributor Council's annual two-day con- 


| ference in Cleveland are, from left around the table, T. E. Lee, Raleigh, N. C.; H. C. 
| Arnot, Seattle; C. R. Wheeler Muncie, Ind.; Earl H. Lewis, Tulsa, Okla.; J. N. Bauman, 
| White executive vice-president; P. E. Tobin, general sales manager; Noah Gresham, 


wholesale manager; William T. Kelly, Camden, N. J.; William H. Moran, Springfield, 
SL Deluxe 4-dr., $450, $330*; SL Spe-| Mass., and C. James McCormick, Vincennes, Ind. 


$525. 

‘VROLET—'54 Bel Air Sport coupe, 
$1,620*. '53 Bel Air conv., $1,050°. '52 
SL Deluxe sedan, $675, $670. '51 SL De- 
luxe sedan, $565, $550, $530, $505. ‘50 
SL Deluxe sedan, $440, $300. ‘49 SL 
Special sedan, $160. 


CHRYSLER—’53 Imperial sedan, $1,350*. 
— sedan, $620. '50 NY sedan, 

DeSOTO—’51 Custom sedan, $585. '50 Cus- 
tom sedan, $330. '49 Custom conv., $300. 

DODGE — ’'52 Coronet sedan, $720. ‘51 
Meadowbrook sedan, $530, $460. '49 Cor- 
onet sedan, $300. 

FORD—’'54 Custom (8) sedan, $1,310. ‘53 
Custom (8) sedan, $940, $910. °52 Cus- 
tom (8) sedan, $690, $620. °51 Custom 
(8) Victoria, $630*, $600*; station wag- 
on, $650. '50 Custom (8) sedan, $370, 
$290. '49 Custom (8) sedan, $250. 

HUDSON — ’53 Hornet sedan, $850*. 
Commodore (6) sedan, $200. 

MERCURY — ’53 Monterey 4-dr., $1,025. 
’52 sedan, 2 at $850. 50 sedan, $420. 

NASH—’51 Rambler conv., $300. '50 Am- 
bassador sedan, $225. °49 (600) sedan, 
$135. 

OLDSMOBILE—’52 (98) Holiday, $1,225*; 
(88) sedan, $900*. '51 (98) sedan, $575*; 
(88) sedan, $575*. 

PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
500. °54 Belvedere 4-dr., $1,110. '53 
Cranbrook Belvedere, $900*. ‘52 Cam- 
bridge sedan, $490, $450. '51 Cranbrook 
sedan, $430, $375; Concord sedan, $230. 
’50 Special Deluxe sedan, $375. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 


"49 


365* (ps). ’54 Chieftain (8) sedan, $1,- 
500°, $1,425*. ‘51 Silver Streak (8) 
sedan, $600*. ‘50 Silver Streak (8) se- 
dan, $475. 
STUDEBAKER — ‘50 Champion sedan, 
$290. '49 Champion sedan, $275. 
FLINT 
(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of June 
22.) 


(Bidding very active. Dealers were in 
need of automobiles and were paying 
good prices. Sold 126 cars out of 158 
offerings.) 

BUICK—’54 Special Riviera 4-dr., $1,875*; 


2-dr., $1,500; Super 2-dr., $1,840*. °53 
Super 4-dr., $1,110*. '52 Special 2-dr., 
$800*. °51 Special 2-dr., $625; Super 
Riviera 2-dr., $610*, $500*. °50 Super 
4-dr., $160*. 

CADILLAC—’53 (62) 4-dr., $2,075*. ’52 
(60) Special 4-dr., $1,735*, $1,650°*. 


CHEVROLET— 54 Two-ten 2-dr., $1,140, 
$990, $950, $900. ’53 Bel Air 2-dr., $1,- 
165, $1,000, $970, $945; Two-ten 2-dr., 
$860, $850, $750, $630; One-fifty 2-dr., 
$630. '52 SL Deluxe 2-dr., $670, $600; 
4-dr., $645, $600, $300; FL Deluxe 2-dr., 
$575. °51 SL Deluxe 2-dr., $600, $575, 
$510, $500, $325; 4-dr., $380; FL Deluxe 
2-dr., $425, $385. °50 SL Deluxe Bel Air, 
$455; 2-dr., $345, $185; 4-dr., $410*, 
$275, $260, $190; FL Deluxe 2-dr., $175. 
’49 SL Deluxe 2-dr., $200, $165. 


DODGE—’52 Wayfarer 4-dr., $210*. ‘51 
Coronet club coupe, $475*, $345, $265. 
50 Meadowbrook 2-dr., $150. '49 Coro- 
net club coupe, $110; 4-dr., $210. 

FORD—’55 Fairlane (8) conv., $2,195*; 
4-dr., $2,015*. °54 Custom (8) 2-dr., 
$1,180. '53 Crest (8) Victoria, $1,200*; 


Custom (8) 4-dr., $900, $850, $815. ‘52 
Custom (8) club coupe, $805, $760*, $700. 
’51 Custom (8) 2-dr., $605, $405*, $400, 
$370, $200; Victoria, $500. ’50 Custom 
(8) station wagon, $315; 2-dr., $280, 
$255, $250, $175, $150, $135. 

HUDSON — ‘53 Wasp 2-dr., 
Wasp 2-dr., $520. 

KAISER—’51 2-dr., $150. 

LINCOLN—’51 4-dr., $355. 

MERCURY—’51 club coupe, $365. '50 4-dr., 
$325, $165, $130. 

NASH—’52 Rambler station wagon, $605. 
’51 Statesman 4-dr., $275, $165. 

OLDSMOBILE—’53 (88) Super 2-dr., $1,- 
350°. ’50 (88) 4-dr., $330*, $130. '48 (88) 
2-dr., $175, $100. 

PACKARD—’40 club coupe, $225*. 

PLYMOUTH—’53 Cambridge station wag- 
on, $830; Cranbrook club coupe, $730. 
’52 Cranbrook Belvedere, $305. '51 Cam- 
bridge 4-dr., $300. 

PONTIAC — ’55 Star Chief (8) Catalina, 
$2,400*. '54 Star Chief (8) 4-dr., $1,440; 


$555". °52 


2-dr., $1,230*. '53 Chieftain (8) 2-dr., 
$1,140*, $1,030. ‘52 Chieftain (8) 2-dr., 
$690, $665, $665*, $600. ’51 Silver Streak 
(8) 2-dr., $460, $435, $400, $305. ‘50 
Silver Streak (S) 4-dr., $335*. $300°. 

STUDEBAKER — '52 Commander Hard 
Top, $490. '51 Commander 4-dr., $270, 
$240. 


WILLYS—’52 (6) station wagon, $535. ~ 
MISCELLANEOUS—’53 Henry J (6) 2-dr., 


$365. 
* * 


— Auctions in Brief — 


FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day (June 23). Consignment up. Prices on 
sharp cars showed some increase. Sold 51 
cars out of 97 offerings. 

+ * 


* 
NEW YORK 
Skyline Auto Auction. Sale every Tues- 
day (June 21). Market off slightly on late 
models; firm on others. Sold 80 cars out 
of 121 offerings. 
* * * 
OMAHA 
Richard Abel Auto Auction. Sale every 
Thursday (June 23). Buying power good. 
Consignment could be better. Demand for 
clean cars great. | 
* * * | 
MINNEAPOLIS 
Minneapolis Auto Auction. Sale every 
Wednesday (June 22). Bidding brisk. 
Plenty of '49s to '52s really selling here 
Sold 84 out of 126 offerings. 
* * * 
LITTLETON, COLO. 


Colorado Auto Auction. Sale every Mon- | 


| 





day (June 20). Had the best sale since 
March. Demand very strong. Sold 325 
units. 


2 * * 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (June 23). Another good sale 
with clean cars bringing the high dollar. 
Sold 80 out of 113 offerings. 

- * * 
WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- | 
day (June 23). Sold approximately 80 per- | 
cent of the 250 cars offered. 

+ * * | 
COLUMBUS, O. 

Mobiles, Inc. Sale every Friday (June 
17). Buyers still wanting good sharp cars. 
Sold 193 out of 300 offerings. 













PRESTO SPRAY ENAMEL 
11 Popular Colors ' 


Use this economical, XQ 
fast way to touch up = 
hard-to-get-at, unslightly spots. With no mess 
or fuss that ‘‘new"’ look is sprayed on in just 
@ few seconds. Attractive 12 can display rack 
holds a variety of popular colors. 
Available in 12 Ox. cans. 
and 


ZACO CHROME SPRAY 
ZACO SHORTSTOP IGNITION SPRAY 


ZACO LABS (Div 


zt. rea) 








CHROME NAME PLATES 


Precision Die-Cast 


Triple chrome plated for lasting 
beauty. Original designs. Sketch 
submitted for your approval, Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 





100 Feet of 48-12” x 18” Pennants 
All-Weather Durafilm Only $4.50 
Money refunded if not satisfied. 
MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 





wi» STEMAC 


PERSONALIZED 
NAME PLATES 


1281 So. Cherokee 
Denver, Colorado 








SPECIAL NOTICE 
TO SUBSCRIBERS 


When you notify Automotive 
News as to a change of ad- 
dress — please send both old 
and new addresses. 


This will enable us to give 


you better service on your sub- 
scription. 
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M i hi D le sed., $1, 935. 50; “Seretep eps,” $2,113: an 
a ee fe C rrent Prices on New Cars oar. aed. "Hoel Bear. weds 3 
—4 . “* ’ ; Gr. , 2, 29; 
H ear of P lan for u hardtop epe., $3,516.50; conv. $2,351; * i, 
-seat s . wag., ° e ower le 
S lli U d C The following advertised - delivered | $1,844.66; 2dr. sed, $1,800.55. rt glasstop, 8,711.00; “ons $2,712. (Mere- | tional at $178.30.) ” 

. | 4-dr. sed., $1,959.77; 2-dr. sed., $1,91 3 © option 45.) PON’ chm aie. 
e ing se ars —. ante o wn Sania = Vietoria haratop, $2,004.76; Crown Victoria | | METROPOLITAN — Hardtop, | $1,445; ea ene — Caetete = +e. ot 
cl. cpe., . e > rown c' ia giass- | conv., , ( prices at coas . a x 
MACKINAC ISLAND, Mich.—An| Federal taxes, and suggested delivery | +5, $9971.53; conv., $2,224.09. Station | of entry.) wae, $2,434; 4 “ar. nt gai 2 8 
owner-certified used-car sales plan | %@4 handling charges. They do not cover | Wagons—2-dr. 2-seat Ranch Wagon, §2,-| NASH—Statesman Super 6—4-dr. sed., sod. Gn200-28; Catalion’ E2906.00; Goan 
transportation costs, state and local | 043.07; 2-dr. 2-seat Custom Ranch Wagon, | $2,215. Statesman Custom 6—4-dr. sed., | stat’ wag., $2,603. Star Chief Deluxe —. | 


which has been adopted by dealers 


taxes, optional equipment or any other 


$2, 108.64; 4-dr. 2-seat Country Sedan, §2,- 


$2,385; 2-dr. harctop, $2,495. Ambassador 


4-dr. sed., $2,362; conv., $2,691. Star Chief | 


in Indiana and Ohio was explained that may be on to the | 156.14; + dr. 3-seat Country Sedan, §$2,-| Super 6—$2,480. Am! lor Custom 6— | Custom—4-dr. sed, $2,455: Catalina, £2,. | 

Sone 45 Sin Stieh A mas bil cau annem 7 287.32; 4-dr. 3-seat Country Squire, §2,-|4-dr. sed., $2,675; 2-dr. hardtop, $2,795. | 499. Safari 2-dr. stat. wag., $2,962. (lly. 
e e chigan Automobile : 391.59. Thunderbird — Hardtop, $2,944; | Ambassador Super V-8—4-dr. sed., $2,775. | dra’ Matic optional at $178.35.) 

Dealers Assn. last week in its con- BUICK—Special — 4-dr. sed., $2,291.32; | conv., $3,019.30; combination hardtop-conv., | Ambassador Custom V-8—4-dr. sed., §2,- RAMBLER—Del -dr. sed., $1,695: 


vention. 

The plan was developed by a 
former new-car dealer in his own 
dealership and incorporates a cer- 
tified record by the former owner 
of the used car as to the type of 
service it has had, its condition at 
the time of tradein and the extra 
equipment on the car. It allows the 
dealer to add the work that was 
done to put the car in first-class 
condition. 


2-dr. sed., $2,232.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $2,409; conv., $2,- 
590.17; 4-dr. stat. wag., $2,974. Century— 
4-dr. sed., $2,548.17; hardtop cpe., $2,- 
600.56; 4-dr. hardtop, $2,733; conv., “° 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830. 56; 
conv., $3,224.59. Roadmaster——4-dr. sed., 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. (Dynaflow standard on Road- 
master, optiona] at $192.50 on other 
models. ) 

CADILLAC—Series 62—4-dr. sed., $3,- 
976.70; cl. ope., $3,881.77; hardtop cpe., 
renee — $4,448,31. Series 60 Spe- 

-dr. oe 





$3,234.30. (Fordomatic optionai at $178.20 
on conventional models, $215 on Thunder- 
bird.) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6—4-dr_ .ed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 —4- dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 
at $178.85, Ultramatic on V-8s at $199.) 

IMPERIAL—Custom—-dr. sed., $4,483.- 
25; hardtop ope., $4,719.75. Crown—8-pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard. ) 


| dr. sed., 
| 4-dr. 


965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardto», $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; 
trarsmission not available on Nash-Healey, 
which is equipped with overdrive.) 
OLDSMOBLLE — Series 88 — 4-dr. sed., 

$2,296. 
hardtop, $2,546. Supe 
2-dr. sed., #2,- 
436.25; hardtop cpe., $2, 714. 39; 4-dr. ‘hard- 
$2,893.59. Series 98—4- 
$2,832.82: hardtop cpe., $3,068.75: 
conv. ; 


$2,362.09; 2-dr. 
cpe., $2,474; 
88—4-dr. 


top, $2, 788; conv., 


4-dr. 
sed., $2,502.71; 


sed., 


hardtop, $3,140; 
(Hydra-Matic optional at $178.35.) 


PACKARD — Clipper Deluxe—4-dr. sed., 


automatic 


62; hardto 


$3,275.84. 


| dr. 


stat. 


2-dr. sed.. 


$1,585. Super—4-dr. sed., {1,- 
798: 2-dr. sed., $1,683; 2-dr. stat. wag. 


$1,869. Custom—4-dr. sed., 


$1, 


top, $1,995; 4-dr. stat. wag., $2, 


sed., 


$1,783.24; 2-dr. 


dra-Matic optional at $178.85.) 
STUD 


ook —_ 


(Hy- 


fon Custom — 4. 


sed., 


$1,741.02. 


Champion Deluxe—4-dr. sed., $1,835.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
$2,140.64. Champion Regal 


wag., 
— 4-dr. ged., $1,993.27; 5-pass. cpe., 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander 
$1,918.72; 2-dr. 
Deluxe—4-cr. 
$1,969.03; 5-pass. cpe., 


sed., 


$1,- 


Custom—4-dr. sed., 


$1,873. Commander 
sed., $2,013.63; 2-dr. 


sed., 


$1,989; stat. wag., 


ass. sed., $6,186.78; lim., $6,402.17. El- $2,585.53. Clipper Super — 4-dr. sed., §2,- rs 

The plan is given to selected | Sernag’ Conv” $6285 06. (Hodew Matic | _ KAISER—Manhattan—4-dr. sed., $2,670. | 685.53; 2-dr. hardtop, $2,775.53. Cilpper | ati kaa as thie, neon 

“ ” = Darrin 161—Conv., $3,668. (Hydra-Matic Custom—4-dr. sed., $2,925.53; 2-dr. hara- | * , +29; “pass. cpe., $2, ; ardtop 

new-car dealers on a franchise | standard.) optional at $178.30 on Manhattan; not | Cueto 9f-0r, Sed. $2,925.59; 2-dr. hard-| cpe., $2,282.24; stat. wag., $2.445.07. 
basis. CHEVROLET — (Prices are fcr 6-cyl.| available on Darrin 161, which carries| 040.32. ' 2-dr. hardtop, $4,080.32: conv.,| Eresidemt Deluxe —4-dr. sed., $2,310.50. 
models; for V-8, add $99.)—One-Fifty—4- | overdrive as standard equipment. ) $5,932.32. (Ult ae’ etandaré oa Pack. President State — 4-dr. sed., $2,380.50; 5- 


O. L. Hatton jr., Certified Sales 
Engineering, Indianapolis, a for- 
mer dealer, originated the plan. 

The certification,’ which is dis- 


dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1,593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; hardtop cpe., $1,959; 2-dr. 
stat. wag., $2,079; 4-dr. stat. wag., $2,127. 


LINCOLN — Custom—4-dr. sed., $3,563; 
hardtop cpe., $3,666. Capri Special Custom 
—4-dr. sed., $3,752; hardtop cpe., $3,910; 
conv., $4,071.50. (Turbo-Drive standard.) 





ard series, $199 extra on other models.) 

PLYMOUTH—Plaza 6 — 4-dr. sed., $1,- | 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- | 
2-seat stat. wag., $2,076.50; 


638.50; 2-dr. 





pass. 


drive, 


cpe., 


$3,371.04; 
| with Automatic Drive, 
| matic Drive optional at $216 on Champion, 


$2,269.50; 


hardtop cpe., 
| 455.50; Speedster hardtop cpe. with over- 
Speedster hardtop cpe. 
(Auto- 


$3,479.29. 


$2,- 


Air—4-dr. : , ; 2-dr. me MERCURY — Custom — 4-dr. sed., $2,-| 4-dr. 2-seat stat. wag., $2,158.25. Plaza V-8 and at 26.50 on Commander and Pre 
played on each used-car, contains ae8; Saeutae tn, et tet, semen 300) < 276.50; 2-dr. sed., $2,217.50; sport cpe,|—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2-| dent.) = ™ 
an itemized record of what was} gar ‘stat. wag., $2,262; Nomad 2-dr. stat. | $2,341; stat. wag., $2,685.50. Monterey —/| dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat|) WILLYS—Custom—2-dr. sed., $1,663.11: 
done to recondition the car, the|wag., $2,472. Corvette—6-cyl. conv., $2,-|4-dr. sed., $2,400; hardtop cpe., $2,464.50; | stat. wag., $2,261.75. Savoy 6—4-dr. sed.,| 4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
previous owner's name, address | 7299: V-8 conv., $2,934. (Powerglide op-| stat. wag., $2,843.50. Montelair—4-dr. sed., | $1,879.50; 2-dr. sed., $1,836.50. Savoy V-8/| 795. Station Wagon — 2-wheel-drive, $1,- 

’ tional at $178.35.) $2,685; hardtop cpe., 8, 631; Sun ‘Valley —4-dr. sed., $1, 983; _* dr. 3ed., $1,940. 997. 32. _(Hydra-Matic optional at $178. 55.) 


and phone number as well as re- 
marks by the former owner. 


A duplicate of this certification— 
which Hatton calls a “silent sales- 
man”—is incorporated in the deal- 
ership records and gives at a 
glance the time when the car will 
be paid for and other pertinent in- 
formation which can be used by 
the dealer to win the customer’s 


CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conyv., 
$3,000.25; 4 dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.26; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. 300—Hardtop cpe., 
$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 


DeSOTO—Firedome—4-dr. sed., 
75; special hardtop cpe., $2,540.75; Sports- 


$2,497.- 











New Commercial Car Registrations, 


28 States for May, 1955-1954. 






Truck registrations by states 
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next purchase of a new or later|man hardtop cpe., $2,653.75; conv., $2,- 
are released here weekly, as 
model used car. 823.75; 4-dr. stat. wag., $3,170.25. Fire- ° 
Flite —4-dr. sed., $2,726.75; Sportsman | | Compiled by R. L. Polk repre- 
ee hardtop cpe., $2,938.75; conv., $3,150.75. sentatives in state capitals. 
1 (PowerFlite optional at $189.) 
Look No Glare! DODGE—Coronet 6—4-dr. sed., $2,092.75; 
Salt sieaitiat wae TeiacttS;| Aesenatcrwan” S|) Sai] S| ltl ASE) AS] S| HRS) 
s . .75; 4-dr. 2-seat stat. wag. . -75; eported for Ma ’ ia] | : 174 44 124) 14465 
Tricolors Cut Dassle 4-dr. 3-seat stat, wag., $2,565. Coronet Vs Connecticut , "55 | 1] 273) a 56; 196 64) —«137 24| 2 9-26) 36) 23| 856 
From Headlights canice aa. Ue: eae, cles oe : 54) 242, st] 59) 226 55} 85] 22 2 9-20} st] = 26} 758 
PARIS, France.— Paris police | tat» $352) sar Zerat slat. wag. $2-| Floris = a 3 a ae ow oe os oe Us US OS OY 
, : ; 4-dr. 3-seat stat. wag., 668.25. or : = _ i _ 94} | | | || } 
have tested and approved a tri- nan. <>. oe... $2,310; a ed Michigan = l vais) 16) 299) 295 a il 29) 18 35 | 32| 62) 27| (3757 
: cpe., $2,395; 4-dr. 2-seat stat. wag., $2,- ‘54 1031) 12} on 6 | | 12} 18) 26| 28) 13) | 
color auto headlamp beam said by | 658/75; 4-ar. 3-seat stat. wag., $2,760.75. | j———— om: cane 720; 6| 122) 756) 153) 273) a 
its inventor to give long-range | Custom Royal V-8 4dr. sed.. $2,472.50; ‘54 | 585) 4) 128) 560 — 146) 279) | ‘3! 3 4| 1783 
vision without dazzling other driv- | [22¢s',4-4 200» $2.55 50; hardtop epe. |e aika ~ [=u Vig te fT tes a 2 Fs 
ers. tional at $178.30.) 24) 4 33) | 2 | =. 
FORD— (Prices a for - 6-c: models; | New Mexico ‘55! 270 2) 46) 204) 80} 46) 14 2 12 | 31 712 
Maurice Pelladeau, the inventor, | f° °V3 Gaa $99.9 * ae ‘54 786| 5 50} 244,74 50| 7 | ; 5 | | = 
explained the principle of the lamp | sed., $1,753.24; 2-ar. od. $1,707.02; bus. | Oklahoma 55) 703) «0 %| 515 128 167 bi 5 16) ii 15 2) 164 
is a combination of green, blue and | 84, $1,605.97. Customline — 4-dr. " sed., ‘54! 646! 58; 566] ~—123|_~——«*169 1 Pi a, 13 5] 162 
South Carolina 55 350 2) 59; 247) 79 63 TT " 13 5 | 840 
kit = eS ee Se 
site witie approaching drivers Dealer Gives Toy Set panini ‘eal ; 53| "| 3 94| 2 is | | e| | 0 | 38 
see only a number of colors. With U. C. Purchase Washington Ef rr a “TI 23) 1590 | 
In a test made at night, the three| | ROCKFORD, Ill.—Nash Mlinois | 7 s oa a a ee 
lamps were switched on and a clear| Co., headed by Walter A. Stutzel, 54 219 oI 188 5 55 6| 7| 9 24 J 617 
white light knifed the darkness. is giving away a $42.50 set of Walt | Wicconsn ~ 55) . 443} 3) 66) CS 8 # 277 a 1 i ad 34 24) 1524 
Then he “unsynchronized” the} Disney play furniture with each ‘s4} | 570 1] 9} 476} ~— 140] 197 2 ! 2%| 29 26 14] 1582 
beams. The result was a useless| 1951 through 1954 used car sold. 28 Sates, Reported k 2/ ! (73 i21 216 leaas a i] 2s % ass 3 1 M6 =| 3 — i 
rainbow of red, blue and green. (© Date for May ‘54; 37} (10489) 114] 2139) ! 4\ 18] 224 
With th - d red lights aun yd aS ie Davy Year "55| 388 87461| 1214| 22905| 101397) 20346) 36498) 3388)  916| 4208] 4748) 9410) 2428) ie 
e green and read ig eens —m ac ounge, & | To Date ‘54| 435! 103542} 1034] 22689) 97215) 26342} 30183/ 2086 —875| +4042) ~—«4473/ ~—«4972| ~—*1970} 299858 


used alone, the result was a bright 
amber. “There’s your automatic 


foglight,” said Pelladeau. | 


hassock and a pool-side table and 
chair set. 








“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. 


L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L 
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New Passenger Car Registrations, 29 States for May, 1955-1954 


resentatives in state capitals. 
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16 States Previously *55| 1206] 1893) 3099} 2614) 1954) 4552) 10643) 19963) 23213 531] 5546; 29290) 12119; 2302) 25399) 9534) 8097 ae| 8 127 13 | 1023; 1689; 2712 418) 11 
Reported for May 54] 733 1536] 2269) ‘172! 1192} 2489} == 6806] 12208) = 21139 636 4014| 25789| 9446 1940| 23339) 7839) =~ 5203| 47767 196 360 556 632} 1465) 2097| 486| 91172 
Connecticut ‘55| fs 235 321 319 168 ed 1000} 1866 1925] 4% 481 2452 1057| 38 2018) rs 690} 4799 ! 10 i 102; ——*182| 284} 167; 9900 
‘54! 68 158 226 250 106 309 790; 1455} 2128 67 445| 2640 827| 208 673 649) = 4134 v4) 33 54 69| 150 219 117} 8845 
Florida “55 al 171 27| 320 200 486, 1315) = 2321 3374 8I oa 4297, 1575} 357| 3817; 1303 1117; 8169 | 18 18 101; 206 307| 141| 15530 
*54| 44 114 163 102 237 655} 1157) 2692 102 3294 | 878 | 275| 2535) 810 520| 5018 18 75 93) 55) 155) 210} 83) 10013 
Michigan ‘55| = 251 520 771 5a 4 2141 4239 el 10169 204) 2523! 12896) 5562) 918) 11639) 3698) 3282) 25099 i | 49 50) 381) 383} 764) 92| 47719 
‘54 132 401 533 398 624 1774;  3099| 8888 188 1409; 10485) 3936] 749; 7838) 2985) 2211) 17719 38 53} 91} 167| 278| 445) 27| 32399 
Nebraska ‘55| 19 ri tal 128 %3| 163 497, 876 1255 19 297 1571 558 $3 1158 403 287| = 2491 | 3 3} 33 | 101} ! | 5120 
"54 19} 47 66 75 45 137 300 557 1255 38 232 1525 459 68 1364 330 255| 2476 7 13 20} 24 56 80) | 4725 
New Jersey 55/146 eH 513 738 3701 965| 2469! 4740) 4829 123) 1387] 6339 3149) re 4965; 2141 16351 al 2 23 25 292 339 631 225| 25008 
‘b4| 125) 286 411 631] 370 60! 1891| 3493] 450! 133] 1358} 5992 1850) 491| 4340 1530} 1633} 9844 42 92 134 186 344 530 133 mo 
New Mexico sal H| | 43 77) 45) 154 268 | 544 766 26 182 974 364) 65) 797 245 276| 1747 | 2] 3| 5 57 89| ay 
"54 8 20 28 38} 16] 57 117) 228 442 2! 79 542 182] 38! 534 139 95 988 2 10 12 21 28) * 
Oklahoma *55| #| 82) 114 93 95 21 594 993 1839 44 374| 2257 814 154) = 1907 gal 687| 4235 3| 3 5 40 94 134 a 2 
. aaa 54) 12 51} 63 81 48 112 333 574 1975 40} 356) 2371 632 115} 2194 504 373} 3818 5 14 19} 13 71 84 He 
South Carolina ‘55 42) %| 80 75 = 186 477| 827} 1444 15 230; 1689 451| al 1482 J 27 2853 | 6 $| 30 $| 116 20; ‘5591 
‘54 10} 22 32 39 40 80 263 422 1162 21 131 1314 352/ 62 1284 299 257| 2254 12 13 13 29 42 WW 4088 
Tennessee a x] | 130) "3 4 301 759 1278} 1942 18 375! 2335 807 105 1851 785 568} 4116 | 7 8 Se 3 147 8} 98022 
‘54 30 60 90| 86 84 188 710 1068] 2299 35 323| 2657 711 122} 2655 524 465| 4477 4 19 23 25 90 115 Wi] 844l 
Vermont “55 5 53) 60 3 31 | 199 | 331 §| mI 410) 139 19 saa $| 126 504 | | | 5 33 2| 13} 1834 
‘54 3 40} 43 37 15 55 187] 294 368 8 70 446| 123 r4) 482 79 100 805 3 5 8 7 18 25 13 634 
Washington *55| 83 284 367 189 = 506 833 1733] 2065 58 412| 2535 943 133 305 St 678 aia 4] 13 ba| 104 18! 285 123] 9519 
a "54! 56 285 34! 201 160 328 795 1484} 2477 73 507! 3057 823 160} 2338 867 530} 4718 23 4! 64 cAI 242 333 58} 10055 
West Virginia “55 32 2] 114 146 | 343 571 1162 a4 oe 202 1096 465 | | 937 4 349} «2108 | 10 i 39 | 129 10} 4630 
"54 13 56 69 6! 44 123 322 550 844 20! 19 983! 288] 50 972 209 194 1713 5 13 18 27 43 70 1] 3404 
Wisconsin “55/20! 566} 767 277 223 580; 1091) 2171 2420 49) 557| 3026 1477) 241) = 2702 1096 870| 6386 6 2| 30 ma 18! 273 46| 12699 
*54/ 83 330) 413 172 130 274| 648 1224) 2778 8 455! 3291 1294| 193] 2533 1033 756| 5809 2! 54 75 70 217 287 22} (1.12! 
29 States Reported "55| 2260| 4473) 6733) 6107 pied 11051) 25155} 46885} 56456; 1230) 13481! 71167) 29480) 5367) 61268) 22163) 19117) 137395 23 296 319] 2328) 3686] 6014) 1294) 269807 
To Date for ‘54| (1336) 3406) 4742) 3953) 2655} 5614) 15591) 27813) 52948] 1440] 9998] 64386] 21801) 4492] 54185) 17821] 13241] 111540 386 794 1180} 1386] 3179} 4565 973{ 215199 
Net Adjustment ‘s5| 4] —9| —I3| —38| awe an] —64| —135| —247| —4| —4| —297| —-95| —46| —259| —176| —110| —686/ | +1) +1) —5| —-12| —I7| =I] —!14 | 
Year *55| 16247) 31015] 47262) 61503 re 1085! 242742| 454766| 520158) 10474) 121335] 651967| 270013) 54747| 504807) 205251| 186064) 1220882| 677| 3377! 4054| 18246) 37800) 56046] 14053/ 2447030 
To Date "54) 11980} 30358} 42338] 41430} 30102 Be0e4 151059] 278585} 463232) 13973! 109688] 586893| 177103] 35834] 467043| 126086] 127874| 933940] 3301/ 6766] 10067| 17893] 35395] 53288] 9211/19! 322 








“The information contained in this a has been compiled from official state documents. Every reason- 
able precaution has been exercised insure accuracy of this report to the extent of the registrations 


Polk & Co. 


received and tabulated at the time the report is published. R. L. Polk & Co, cannot assume any Mab ‘ity 
by reason of inaccuracies or omissions.’’—R. L. 
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F YOU know the answer to the 


following question . . . do not 
reply quickly as you may find out 
that there are a thousand other 
claimants for the honor. The ques- 
tion is . . . who started all this 
furor about Davy Crockett? 

I don’t think it was Walt Disney 
with his movie . . . not the author 
of the Ballad of Davy Crockett, nor 
any super-advertising genius, in 
spite of the fact the products now 
keyed to the Davy Crockett theme 
are expected to ring up cash reg- 

@isters to the tune of $300 million 
by the end of this year. 

Since early April, not only 
coonskin caps and fringed leather 
jackets, but also pajamas, shirts, 
shorts and bathing suits labeled 
with the pioneer hero’s name 
have been disappearing rapidly 
from department store shelves. 

In addition, a number of unusual 
products are now marked with 
Davy’s name, including soap, bal- 
loons, wallets, vinyl swimming 
pools, bear dolls, chuck stools, rock- 
ing chairs, draperies, bedspreads, 
towel and washcloth sets, pillows, 
guitars, purses and teepees. 

* cd * 


— of the juvenile set 
feel that they are emulating 
Davy who made a great reputation 
as a hero of the Alamo... fought 
with General Jackson in the Semi- 
nole Wars, disputed with Jackson 
over his political career and inci- 
dentally out-grinned a “ba’ar.” They 
probably are reclining on a bear- 
| skin rug (made of wool), while 
chuckling over their program fav- 
| orites on 
j They demand a bicycle com- 
pletely equipped with saddlebags 
and rifle, or for the really young 
|’uns a tricycle adorned with the 
rifle and ropes that simulate reins. 
The Crockett boom mushroom- 





Georgia to Boost 
Gas, Tag Fees 
To Build Roads 


ATLANTA. — The Georgia Leg- 
islature, called into special session 
by Gov. Marvin Griffin, has in- 
creased gasoline and license fees 

| to raise $11 million annually for 
highway improvement. 

_ The lawmakers raised the gaso- 
line tax by a half-cent from the 
present six cents a gallon to raise 
$5 million per year. 

Gov. Griffin signed a bill which 
will make interstate commercial 
carriers subject to the state’s gaso- 
line tax. 

Also enacted by the Legislature 
was a bill setting drivers’ license 
fees at $1 a year, with wives and 
| children paying 50 cents and vet- 

| fans exempted. At present a li- 
cense costs $1 for five years. 

The House approved a measure 
to increase the auto license plate 
fees from the present $2.50 to $5 
for small cars and up to $15 for 
bigger ones. Truck and bus tags 
would be raised by 10 percent. 


Willys Dealers 
|Get Power Brakes 


TOLEDO. — Power brakes now 
are available for all Willys utility 
Vehicles and cars produced since 
1950, according to A. G. Lohr, mer- 
chandising manager of the Willys 
Parts and accessories division. 

Designed for all Willys vehicles 
except the Jeep and military vehi- 
cles, the hydraulic power units are 
offered only as a dealer-installed 
accessory. 

Lchr said the conversion kits 

i utilize the existing brake pedal and 
master cylinder and that installa- 
tion is simple. The factory sug- 
8ested retail price is $49.75. Instal- 
lation is extra. 
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ed the way a spokesman for a 
major department store explained 
it the other day. His comparison 
with other movie and TV favor- 
ites of the last 20 years was 
interesting — Mickey Mouse, the 
Lone Ranger and Roy Rogers. 


Roy Rogers placed a poor second 
to Davy Crockett as a merchan- 
diser. The others aren’t even in the 
race, he said. 

The man at Macy’s said that in 
the depression-ridden 30’s when the 
Lone Ranger and Mickey Mouse 
held sway over the imaginations of 
children, the oldsters were not in 
the picture. Today they are quietly 
taking part in the Crockett rage. 

The difference seems to be that 
the budget problems of the average 
family in the past would not per- 
mit investments that now are com- 


mon. 
P REMINDS me of the time 

° 7° the word Playboy became 
a commonly-used word in the 
American language. I had chosen 
the word Doughboy, which de- 
scribed a soldier in World War I. 
Then Synge, the Irish playwright, 
wrote a play called “The Playboy 
of the Western World.” 

Soooooh .. . Playboy became the 
name of the car and a part of the 
American language. 


* * * 
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Ask for a free copy 
of this booklet on 
Automobile Dealer 
Accounting Systems. 











Sweepstakes Lineup— 


which toured the 17 valley towns included in the campaign. This parade of Plymouths 


stakes. Chairman was Martin Leach, Fresno Chrysler-Plymouth dealer. 
p= “ lan oa eatin ‘ al a a 

Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Twenty-one Plymouth dealers in the Fresno (Calif.) area staged a June Sweep- 
stakes Sales Campaign. Shown above are the salesmen with their demonstrators | fifth in the nation, was specially 


followed a dealer-salesmen breakfast meeting which officially launched the Sweep- 


| May, 
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Waters Still Leads 


DeSoto Dealers, 


7 But Detroit Gains 


DETROIT. — DeSoto last week 
named its top 10 national dealers 
for the month of May and James 
F. Waters, Inc. San Francisco, 
again led for individual honors. 

Detroit, climbing steadily, led 
city - wise, according to DeSoto, 
with three dealers placing in the 
top 10. There was also a total of 
10 Detroit-area dealers placing in 
the top 50. For April, there were 
|two in the first 10 and eight among 
the leading 50. 
| Others, outside Detroit, were Au- 
|tomobile Sales Co., Inc., Memphis; 
L. P. Steuart, Inc., Washington; 
Armory Garage, Inc., Albany; Ros- 
enstock Motors, Houston; Krich 
Bros., Newark, N. J., and Christo- 
pher Motors, Miami. 

Detroit dealers included Glenn 
Walker, Inc., A. D. Stuart Sales & 
Service and Leo Adler, Inc. Adler, 





cited by DeSoto for setting new 
local and national sales records. It 
scored a 300 percent increase over 
1954, and 110 percent im- 
provement over the first five 
months of last year. 


Now car dealers can 
mechanize accounting 
without changing their 


factory-approved system 
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With this accounting machine, the versatile 
Burroughs Sensimatic, you can mechanize to 
economize—and still conform to your factory- 
recommended system. All forms go through the 
machine, and the all-important Distribution 
Journals can be prepared three times faster! What’s 
more, changes in procedures, or growth of your 
dealership, won’t make the Sensimatic obsolete. 
The exclusive sensing panel—the master control 
that provides automatic operation—can be easily 
changed to adapt your machine to any new jobs. 
For the full story, and a quick demonstration of 
this easy-to-use accounting machine, call the 
branch office that’s listed in your telephone 
book. Or write to Burroughs Corporation, 
Detroit 32, Michigan. 


Burroughs 





Burroughs and Sensimatic are trade-marks 


PARTS. ACCESSORIES AND SERVICE 
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That’s the New-Car Story in New England rr 


Selling Like Colored 


By Charles G. Sampas 
Staff Correspondent 
LOWELL, Mass.—One New Eng- 
land wit puts it this way: 


Those many-colored new cars are 
selling like many-colored hotcakes. 


And that just about tells the 
before in New England. A survey 


story. 
In Maine, Suto deale: dealers rs point ou out. ' in Rhode Island, for _example, 


Look to GAR WOOD 


for the newest and best 
in truck equipment! 


whether you may believe it or not 


|black car, if “you're different.” 


Colorama has dazzled New Eng- 
landers — and from Portland to 
Providence, the rush is continuing. 


Never auto sales like this ever 














Conversion Hoists for 
Farm Racks and Platforms 


New Strong-Arm Hoists 
and Dump Bodies 





Loadpacker Refuse | 
Collection Bodies 


Every item of 


Gar Wood Equipment 
represents an extra 


PROFIT OPPORTUNITY 
for the Truck Dealer! 








Elevating End-Gates 


owe 


Gar Wood Distributors or Factory Branches in all principal cities 





The Nation's Auto Market Place 


Want an insight into what's doing in the auto industry across the nation? 
Read the Want Ad pages of Automotive News for clues. 


And as for selling—we've even sold horses to the men who deal in modern 


hersepower . . . not to mention yachts, country estates, brainpower, ancient cars, 
used cars, parts, tools and shop equipment. 


If you have o service or a product to sell, use the want-ad pages of ‘the 
Automotive News. They are read regularly by a hundred thousand men in the 
retail auto dealerships across the nation. 


Clip Coupon Below and Mail 


Want Ad Dept. 
Automotive News, 
2666 Penobscot Building, Detroit 26, Mich. 


(Under heading) 


COOPER EEE HEHEHE HEHEHE HEHEHE HEE HEHEHE HEHEHE EEE HEHEHE EEE EEE SEE EEE 


COOPER EERE HEHEHE EEE HEHEHE HEHEHE EEE HERE SESE EEEEH HEHEHE EEE EEE 


dda Ghbaaaadnde hs tekabevesiedsanedeadetesanavetens | 


COOPER HEHEHE EEE HEHEHE HEHEHE REE EEE HE EE EHH HEHE EES EEE EES EEE EEE EES 


! No. of insertions—__——-. Figure cost at 22 cents a word. (Position wanted at | 
! 11 cents per word.) $1 for box number. Display ads: $12.30 per column inch, per | 
| insertion, Please mail check with order. Closing date: 6 days in advance of | 
| publication date. Frequency Rates available on request. | 
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Hotcakes 


shows that up to mid-May, some 


—you really can really drive a| 12,000 new cars had been bought 


by color-conscious Rhode Island- 
ers. 

Along Boston’s Auto Row, color 
is hypnotizing them by the thou- 
sands and advance figures show 
that all records have been smashed. 

In the Granite State — New 
Hampshire, suh! — Manchester, 
Nashua and Concord drivers with 
their cars are a bigger attraction 
than the noted Daniel Webster 
landscape. 


And when you see conservative, 
staid old New England going for 
color in such all-out fashion, well, 
the chips are down. You can im- 
agine what is happening to the 
rest of the nation which is not 
quite so puritanical! 

In Portland, C. Everett Leighton, 
president of Bodwell-Leighton Co. 
(DeSoto-Plymouth), says that the 
auto factories and women’s tastes 
have most to do with this swing 
to color. He says that the plants 
are pushing lighter colors and two 
tones for the very simple reason 
that the women love ’em. 

Says Leighton: “We can give 
30 days’ delivery on a black car, 
but the number we sell is very, 
very small ... The factories are 
pushing pastel shades, and the 
public seems sold on the idea. 
Show ’em colors and they’ll Luy 
colors. We don’t stock black cars. 
If we had one, it would just set 
and set and set... 

“Why, the other day, I sold a 
car to a priest, and I asked him if 
he wanted a black one. ‘Anything 
but black!’ he said, and he wound 
up with a nice two-toned blue.” 

Still in Portland, let’s interview 
C. W. Fogg, president of Portland 
Buick Co. He says it'll take him 
about three weeks to produce a 
black car for a customer. 
Quote: “People are color con- 
scious— we just don’t stock ’em. 
Maybe this year we've sold about 
eight or nine black cars for every 
100 sold — and those mostly to 
people of ultra-conservative tastes.” 
And so on down the New Eng- 
land line. 

It is estimated that auto sales 
for the first four months in the 
New England states is about 25 
percent better than the first four 
months of last year. 

That’s the story for this year’s 
cars in New England. Some auto 
dealers believed that the trend in 
colors next year will reverse itself 
and there will be a return to more 
somber shades. 


Financial Front 





Sales volume in the industrial 
fastener business (bolts, nuts, 
screws, rivets, etc.) was up 16 per- 
cent from the first quarter of 1954. 
Based on the 1947-1949 average of 
100, first quarter sales in the indus- 
try reached 149 percent, compared 
with a 1954 average of 120 and a 
1953 average'of 147. 


Approximately 2.2 percent of the 
steel output goes into fasteners, 
which are considered an excellent 
bellwether of assemblers’ activity 


because they are essential to prod- | 


ucts ranging from bassinets to bat- 
tleships. Automotive purchase of 
fasteners is heavy this year. 

* . = 


Gar Wood Industries Extends 


Dates on Notes, Loan 


Gar Wood Industries, Inc. has 
extended the maturity date of its 
$1.6 million 3% percent convertible 
notes to June 1, 1958, and has 
repaid its revolving credit loan of 
$466,605, the company has an- 
nounced. 

Gar Wood also has extended its 
V-loan agreement of $1 million to 
Apr. 30, 1956. Its long-term debt 
now amounts to $5,269,420. 

” + - 


Canadian Tire 


Canadian Tire Corp., Ltd., Otta- 
wa, fiscal 1954 vs. 1953: $999,595 and 
$959,751; working capital, $2,785, id 
and $3.050 515. 


| 
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Need a Light? — 


Pretty Ronda Barnard of the Match In- 
dustry Information Bureau, examines match 
book from Bill Daniels, Inc., Dearborn 
Lincoln-Mercury dealership, first entry from 
the auto industry in this year's match 
book advertising awards contest. Forty- 
six “Joshua” plaques will be given to 
companies which most effectively employ 
promotional match books. Sept. 1 is the 
closing date for entries. Blanks are avail- 
able from the bureau, 500 Fifth Ave., 
New York 36, N. Y. 








Louisville Plants 
Fight Adoption oi 
L. A. Smog Code 


LOUISVILLE. — Industry here is 
presenting a united front agairst 
the suggestions of the Louisvi le 
and Jefferson County Air Pollution 
Control Commission. 

The commission has recoin- 
mended that the city adopt Los 
Angeles Air Pollution Control D's- 
trict standards. 

At the parley, International Her. 
vester representatives stated that 
the Los Angeles proposa!s would 
cost their firm $750,000 and is dis- 
criminatory in that it exempts 
from control coal-burning equip- 
ment. 

The industrial men present 
pointed out that Louisville is pri- 
marily a coal-burning city, while 
Los Angeles uses oil products, 
hence a plan good in one place 
would be of little value in the 
other. 

The Chamber of Commerce re- 
quested by resolution that the city 
sidetrack any program based on 
Los Angeles standards pending 
further investigation. 





Reporting for “SPECIAL DUTY” 


nieaaatnen en 


The National Can Retinning Co., the largest retinners 





of milk cans and containers has chosen 32° GRAMM 
PERMALINERS for duty between their plants in Min- 


nesota, Tennessee and Ohio. 


state, 
trailer than ever before."’ 


National Can executives 


“We are loading more containers per foot of 


We'll be happy to explain how a GRAMM Trailer, now 


becoming the No. 


1 choice of haulers of diversified 


loads, can fit into your transportation picture. 


Distributors In Principal Cities 


ce) ND 7 Mae 
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ADVERTISEMENT 


THE BEST JOB IN THE WORLD 


FOR A GREAT 


SALES LEADER 


You may be that man. Read this and see. 


Within the next few weeks, one of America's leading producers of motor cars 
is going to hire an aggressive and enlightened sales leader to provide 
inspiration, guidance and ideas for distributing more than one-third of that 
company’s total motor vehicle production. 


The policy in this organization is conclusive to an unrestricted application of 
constructive thinking and advanced and new selling ideas and techniques. 


This policy combined with the most sensational and spectacular products in 
the automobile industry plus a productive and courageous factory manage 
ment, is assurance for big, big earnings in addition to a starting salary that 


is way up in the five-figure bracket. 


Don't be afraid to change. This manufacturer offers everything you are now 


getting—and more. 


Don't take these words lightly. This is a most serious and sincere reques*‘ 
for the greatest talent in the automobile business. This request is supported 


by money, recognition and prestige and is one of America’s greatest oppor 


tunities to establish new important records in automobile sales. 


Every answer to this ad will be received in the strictest confidence and wili 
be accorded the respect of an almost immediate answer. 


Send complete information relating to your background and experience a: 
soon as possible. This information will be returned to you intact, if sc 


requested. 


Your confidence in your ability to successfully carry out one of America 


biggest, 


most important and rewarding selling jobs will cause you to write 


immediately to Box 510, c/o Automotive News, Detroit 26, Mich. 
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Blind Song Writer Wins Dealer Contest— 


A blind man, Norman Worden, who wants to see the Hawaiian Islands “because 
I've written dozens of songs about them” was first-place winner in a ‘‘Flight to 
Paradise” contest sponsored by Jack Murray, Vancouver (Wash.), used-car dealer. 
Dennis Day, radio and television performer, was on hand to congratulate the winners 


at a dinner in their honor. From left are 


Mrs. Kenneth Hubler, third place winner, 


Worden, Day, Mrs. Velma Martin, second place, and Murray. Worden passed on 


the second of the two tickets to Hawaii 


he won to Mrs. Martin since he has no 


family. He says he will “see” the Islands through touch, sound and smell. 





NEW YORK. — The New York | 
Used Car Dealers Assn., Inc., has | 
elected the following new officers: | 

Harry Gottlieb, president. He is|W. Gibson of Battleboro, Vt. 


the owner of Etna Warehouse, 
Brooklyn, and a director of Na- 
tional Independent Automobile 
Dealers Assn. ; 

Joseph I. Wolfe, first vice-presi- 
dent. He is owner of Lane Motor 
Sales, Bronx. 

Paul Colonna, secretary-treasur- 
er. He is owner of Jerry Colonna, 
Inc., New York City. 

Regional vice-presidents elected: 
Tim Anspach, Anspach’s Auction, 
Albany; David Fine, Fine’s Auto 
Sales, Inc., Albany; Charles Kreis- 
ler, Charles Kreisler, Inc. New 
York City; George Rankel, Kings 
County, and Peter Scalia, Queens 
County. 


* * * 


Cole, Frey Win Delay 


In Tax-Fraud Trial 


BUFFALO.—The trial of Sydney 
Cole, president, and Carl Frey, 
treasurer, of King Cole Motors, 


Dealer Griggs’ 
Employes Tell 
Pride in Boss 


NEWARK, N. J.—“If deeds could 
be measured in dollars, we work 
for a man who has given away a 
fortune.” 

These words were the theme of 
a “personal” placed in the Newark 
Evening News classified advertis- 
ing columns by the employes of 
Griggs Motors Sales, Inc. (Ford), 
East Orange, N. J., to praise the 
humanity of their boss, LeRoy M. 
Griggs, and to express their pride 
in working for him. 

The occasion, the notice said, was 
the passing of a long-time employe, 
James Woodward, a porter at the 
dealership. The employes told how 
Griggs took time from his work to 
visit Woodward in the hospital and 
how he took over funeral arrange- 
ments. “Mr. Griggs,’ the message 
read, “took over the brother’s role 
and cared for Woodward’s every 
need.” 

However, the notice took care to 
Point out, “this certainly isn’t his 
(Griggs) biggest Christian deed or 
does it really stand out over any 
other. It did, however, serve to re- 
mind the employes of Griggs Mo- | 
tors Sales, Inc., that they are 
mighty proud to work under Mr. 
Griggs.” 

Griggs is treasurer of the Essex 
County Automotive Trade Assn. 
and, according to Florence Leh- | 
man, of the association, “started | 
as a mechanic and worked to the | 
top—and he is still in his forties.” | 










Used-Car Notes 


Inc., local used-car dealership, has 
been adjourned from June 28 to 
Sept. 20 by Federal Judge Ernest 


The motion was granted “because 
of Frey’s inability to secure new 
counsel.” Both are accused of with- 
holding more than $15,000 in income 
taxes for 1947-48. 

* * ” 


Spokane Membership 


Increases 30 Percent 


SPOKANE. — The Spokane 
County Independent Used-Car 
Dealers Assn. has increased its 
membership 30 percent during 
the past few months, Douglas 
Eller, president, announced. 

The association, which includes 
70 percent of the Spokane used- 
car industry, is conducting a 
drive to eliminate “curbstone” 
dealers. 

* + 7 


2 Lots Open in Nashville 
NASHVILLE.—Foy Flournay has 
opened a used-car lot at 1014 N. 
First St., and Lecornu Auto Sales 
has opened at 316 Hermitage Ave. 
* * * ° 


Kowall Opens Lot 


CLEVELAND.—Joseph J. Kowall 
has opened Alliance Auto Sales, 
Inc., here. 

~ * 


Klein Heads Grand Jury 


LOUISVILLE, Ky.—Sam H. 


Klein, president of the used-car 
firm of National Auto Sales at 
Eighth and Broadway, Louisville. 
has been named foreman of the 
June grand jury. 


Calendar 


(Continued from Page 12) 


General 


Sept, 22-24—Automotive Parts Rebulider: 
Assoclation Convention, Fort Shelby Ho- 
tel, Detroit, Mich, 

Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Oct. 6-16—Paris Auto Show, Paris, France. 

Oct. 14-15 — Annual convention of the 
Western Engine Rebuilders Association, 
Fairmont Hotel, San Francisco. 

Oct. 19-29 — 40th International Motor 
Show, Earls Court, London, England. 
Oct. 26-28—I0th Annual Technical Con- 
vention, American Society of Body En- 
gineers, Rackham Memorial Building, 

Detroit. 

Oct. 28— Automobile Old Timers \éth 
Anniversary Dinner, Waldorf - Astoria 
Hotel, New York, 

Nov. 6-7—Texas Independent Automobile 
Dealers Assn.. Inc., Iith Annual Con- 
vention, Shamrock Hotel Houston, Tex. 

Dec. 4-5— Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago. 

Dec. 6—Automotive Affiliated Represent- 
atives, Board of Directors Meeting, 
Sheraton Hotel, Chicago. 

Dec, 7-8—A.S.!. Booth Cotesia Navy 
Pier, Chicago—Sponsored by M.E.W.A., 
M.E.M.A, and N.S.P.A, 

Jan. |1-l4—American Road Builders’ As- 
sociation's 54th Annual Convention, 
peumeinal Auditorium, Miami Beach, 

8. 


How to get your share of the 


BIG CAR DEALER MARKET 





NOW your questions—and hundreds of others—about 
the car dealer market have concrete answers! Again 
through the research facilities of AUTOMOTIVE NEWS, 
an exhaustive study has been made of 436 car dealers 
of all makes in towns of all sizes. 


Remember AUTOMOTIVE NEWS’ 1952 car dealer mar- 
ket study? Again the readers of the industry's only weekly 
newspaper were asked for facts about their business. Again 
they told AUTOMOTIVE NEWS: What they buy. Who 
buys it. From whom. 


The “How to Get Your Share of the Big Car Dealer 
Market” brochure summarizes this, the biggest product 
research effort in the car dealer field. Facts and figures 
meticulously compiled and certified by R. L. Polk reveal 
how vast is the sales potential for you. 


SEND FOR YOUR COPY TODAY 


Or contact the AUTOMOTIVE NEWS representative 
closest you. He carries with him 257 pages of detailed 
information about the survey. He’d welcome the oppor- 
tunity to answer your questions and to help you get 
your share of the big car dealer market. 


More car dealers subscribe to AUTOMOTIVE NEWS, 
the only weekly newspaper of the industry, than any 
other automotive publication. 


MANUFACTURERS, TOO!! 


Automotive News reaches two great markets 


Thousands of key executives of vehicle, parts, equipment 
and accessory companies are also paid subscribers. Their 
purchasing influence represents a multi-billion dollar mar- 
ket. Ask your Automotive News representative about our 
Engineering, Production, Materials section. 


The subscription price of $8 per year, paid by 42,000 
(ABC) subscribers, is the highest in the industry. So is 
the subscription renewal rate: 85.76%. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


St. Louis 
There has been a definite drop 
in new-car sales in the last few 
weeks in the St. Louis area. 


This seems to be the case in 
practically all lines and applies to 
some extent to the used-car mar- 
ket. Stocks of both new and used 
cars are slightly higher than a 
month ago but they are not con- 
sidered serious, thug far. 


The trading market continued 
pretty rough. Sensational adver- 
tising of prices, trades and terms 
continues to dominate the auto- 
mobile sections of the newspa- 
pers. 

Several dealers have expressed 
the hope that new-car production 
will be slowed down to permit an 
orderly cleanup before the appear- 
ance of the 1956 models. 

Parts and service have been 
helped by the tourist business, 
which started early this year and 
promises to be heavier than here- 
tofore.—(Sam X. Hurst.) 

* 


Omaha 


It was Ford in front of the pack 
in the Omaha new-car sales mar- 
ket for May, with 396 registrations, 
followed by Chevrolet with 331 and 
Buick with 251. 

Plymouth stood fourth with 209 
and Oldsmobile fifth, with 175. 

Sixth place went to Pontiac with 
103. 

The month’s total of 1,803 sales, 
40 behind April, included one sale 
each for Kaiser and Volkswagen. 

In the Truck department, it was 
International, Chevrolet and Ford, 
with 66, 51 and 44 registrations, re- 
spectively. The May truck total was 
217, far greater than April’s 170. 

There is a slight, but noticeable 
trend toward more conservative ad- 
vertising, although one local dealer 
is offering a 1956 model free if you 
buy a 1955 now and trade it in 


when next year’s models come out. 
—(Arthur R. Oleson.) 


* * * 


Cleveland 


Used-car sales continue to spark 
the automotive picture in Cleve- 
land, with the turnover for the 
week ended June 18 totaling 2,167, 
well over the same period of a year 
ago. 

In new units, registrations were 
down, amounting to 1,701, com- 
pared with 1,849 for the previous 
week. However, as in used cars, 
total registrations were above a 
year ago. 

In commercial vehicles, registra- 
tions were 89 new and 79 used. 
Both were down from the previous 
week.—(Sanford Markey.) 


Pittsburgh 

New-car registrations in the 
Pittsburgh area, though down from 
the previous week, remained rela- 
tively high, according to the Bu- 
reau of Business Research of the 
University of Pittsburgh. 

The bureau’s index of general 
business activity on a seasonally 
adjusted basis declined to 195.5 
percent of the 1935-39 average in 
the week ended June 18. It had 
been 197.3 percent in the previ- 
ous week. 

For the first time since 1953, the 
steel industry in the Pittsburgh 
district operated at 100 percent of 
practical capacity. 

x 


x 
Los Angeles 

Sales in Southern California are 
holding at a high level, dealers say, 
although profits have been 
trimmed. 

Total May sales in Los Angeles 
County for May were 26,122. The 
top seven makes were: Chevrolet, 
5,317; Ford, 4,984; Buick, 3,835; 
Oldsmobile, 2,114; Pontiac, 1,850; 


NOW...WHICH $/7F FITS 
YOUR DELIVERY NEEDS? 





NEW ANTHONY “LIFT GATE” 


For %-Ton and 






Model No. 146 handles up to 
4000 Ibs. on heavy trucks and 
semi-trailers. 


the 


Model No. 145 handles up to 
2000 Ibs. on 114-Ton and larger 
s and semi-trailers. 





Medel No. 130 for Pick-up Trucks 
with steel express bodies. 


Larger Trucks 


This new lower priced Anthony Model 
No. 144 “LIFT GATE” handles loads 
up to 1000 lb. (other sizes from 800 to 
4000 Ibs. are available). Lift Gates in 
all sizes let one man do the work of 
three or more when loading or unload- 
ing a truck with heavy bulky freight — 
and in one-third the time. Loading and 
unloading is done with ease by moving 
one conveniently located lever to con- 
trol the powerful hydraulic action of 
“LIFT GATE”. 
saved in loading and unloading you can 
double your deliveries. Damage to mer- 
chandise and personnel accidents are 
greatly reduced. One “extra” delivery 
each day will pay for your Anthony 
“LIFT GATE”. Write today for com- 
plete information. 


With the time 


ANTHONY 


ANTHONY COMPANY 





Streator, Illinois 5503 


| Plymouth, 1,604, and Dodge, 733.— 
(Slim Barnard.) 


* + * 


Salt Lake City 


New-car registrations in Salt 
Lake County (Salt Lake City) dur- 
ing May totaled 1,281 units, com- 
pared with 1,130 in the previous 
month. 

New-truck registrations were 244, 
compared with 169 in the previous 
month. 

May car registrations by make 
were: Chevrolet, 289; Ford, 281; 
Buick, 199; Oldsmobile, 105; 
Plymouth, 90; Pontiac, 83; Mer- 
cury, 57; Dodge, 45; Chrysler, 32; 
Cadillac, 26; DeSoto, 21; Hudson, 
10; Nash, 9; Lincoln, 8; Packard, 
4; Studebaker, 4; Willys, 2; 
Kaiser, 1, and miscellaneous, 15. 

Truck registrations were: Chev- 

rolet, 79; Ford, 67; GMC, 34; Inter- 
national, 21; Willys, 21; Dodge, 10; 
White, 5; Mack, 3; Reo, 2; Ken- 
worth, 1, and miscellaneous, 1. 

* ” * 

Miami 

With the Ford and General Mo- 
tors labor contracts signed, Miami 
dealerships are concentrating their 
efforts in cleaning up excess stocks. 

At least one firm was caught 
with 100 extra cars which it had 
ordered in anticipation of a 
strike. Ford dealers say they are 
in relatively good shape. 

Both new and used-car dealers 
say business is holding up in a 
satisfactory manner, but advertise- 
ments indicate that the price situa- 
tion is still the biggest factor be- 
tween profit and loss. 

Most firms express confidence 
that the situation will improve. 
Price advances on the 1956 models 
are being talked in hopes of stir- 
ring customer interest.—(G. S. Con- 
nell.) 


* * * 


Atlanta 


New-car registrations in the At-| 


lanta area slumped during April to 
break a sales gain which had risen 
steadily during the previous five 
months. 

Only 3,693 new cars were sold in 
April compared with 4,191 in 
March. 

Ford, for the seventh straight 
month, was in top spot. 

By makes, registrations were 
as follows: Ford, 1,076; Chevro- 
let, 895; Buick, 347; Pontiac, 296; 
Oldsmobile, 280; Plymouth, 247; 
Mercury, 194; Dodge, 96; Cadil- 


39; DeSoto, 35; Nash, 26; Pack- 
ard, 20; Lincoln, 13; Willys, 6; 
Hudson, 4; Kaiser, 1; Austin, 1, 
and miscellaneous, 7. 

New truck sales totaling 416 di- 
vided up in this manner: Chevro- 
let, 182; Ford, 158; International, 
23; GMC, 22; Dodge, 17; Mack, 5; 
White, 4; Studebaker, 2; Reo, 1, 
and others, 2.—(E. C. Bash.) 


* * * 


Denver 


New-car registrations in Denver 
crumbled to 1,797 units during May, 
compared with 2,427 in April. New 
trucks rose, however, to 326 units 
from 292 in April. 

During the first five months of 
this year, Denver dealers registered 
8,614 new cars and 1,104 new 
trucks, as compared with 5,835 new 
cars and 760 new trucks in the 
same period of last year. 

Ford continued to lead the field 

in registrations in May with 483. 

Chevrolet was again second with 

468. Buick placed third with 136 
and Plymouth was close behind 

in fourth place with 133. 

Registrations of other makes 
were: Pontiac, 110; Oldsmobile, 109; 
Mercury, 88; Dodge, 75; Chrysler, 
34; Cadillac, 30; Nash, 25; Hudson, 
22; DeSoto, 17; Lincoln, 15; Pack- 
ard, 14; Studebaker, 13; Imperial, 
5; Willys, 5; Jaguar, 3; MG, 3; 
Volkswagen, 3; Triumph, 2; Austin- 
Healey, 1; Hillman, 1; Mercedes- 
Benz, 1, and Singer, 1. 

In the truck field, registrations 
were: GMC, 132; Chevrolet, 73; 
Ford, 58; Kenworth, 27; Willys, 8; 
Dodge, 5; White, 5; Autocar, 2; 











Tops in Cleveland— 

L. J. Immke, top Cleveland Buick sales- 
man for the second straight year, is con- 
gratulated on winning a diamond award 
by C. A. Richey, Cleveland district man- 
ager. Looking on is V. B. Qua, president 
of Qua Buick where Immke has been em- 
ployed for seven years. 





Studebaker, 1, and miscellaneous, 


5.—(Ira R. Alexander.) 
oa + * 


Columbus, O. 


A slight increase in new-car reg- 
istrations was noted for Franklin 
County (Columbus), O., in the first 
15 days of June, as compared with 
the same period of May. 

June registrations totaled 1,398, 
while the May total was 1,322. 
Truck registrations, however, de- 
clined from 145 to 115. 

Car registrations by make 
were: Chevrolet, 329; Ford, 318 
(Ford led Chevrolet in the May 
period, 317 to 261); Plymouth, 
148; Buick, 128; Oldsmobile, 106; 
Pontiac, 92; Mercury, 72; Dodge, 
63; Chrysler, 24; Cadillac, 23; De- 
Soto, 23; Studebaker, 19; Hud- 
son, 14; Packard, 14; Nash, 13; 
Lincoln, 4; Willys, 4; Imperial, 2; 
Jaguar, 1, and Renault, 1. 

Truck registrations were: Chev- 


MONTREAL.—The increasingly 
competitive auto market in Cana- 
da and a consumer preference for 
larger cars is putting the squeeze 
on the small imported British car. 

This is shown in the drop of ex- 
ports to Canada from 76,000 in 1950 
to 16,449 in 1954. However, in dis- 
cussing the situation, T. M. Burns, 
Canada’s assistant commercial] sec- 
retary in London, predicts there 
will be a continuing demand in 


| Canada for British cars. 
lac, 68; Chrysler, 42; Studebaker, | 


“With an apparent consumer 
preference for larger cars which 
the British makers have difficulty 
in producing competitively and 
with growing competition in the 
Canadian market, it is doubtful,” 
he said, “whether exports to Can- 
ada will rise again to the levels 
of 1949 and 1950.” 

Burns observed that the best 
market for the future appears to 
be the “second” family car and 
those who prefer the British “pres- 
tige” or sports cars. 


However, reports show that, al- 
though Britian’s exports of cars to 
Canada have fallen off, the British 
auto industry is by no means in a 
bad way. It turned out a record 
1,038,834 passenger cars and trucks 


|in 1954 and almost half were ex- 


ports. 
Commenting on this, Burns said 


|the record may be broken in 1955 


for British workers are reported to 
be turning out a new car every 10 
seconds of the working day and the 
industry predicts a steady increase. 
It is estimated by the makers that 
production is expected to rise to 
1,500,000 vehicles in five years. 
This optimism is based on the 
fact that there are more than 
4,000,000 vehicles on Britain’s 
roads and more than 1,500,000 are 
prewar models, kept in service 
because of government restric- 
tions on domestic sales. These will 
have to be replaced. 

The industry adds to this the 
growth of the potential market due 
to rising earnings of British work- 
ers. At the end of 1953, for example, 
there was one car in Great Britain 
for every 18 persons compared to 





Canadian Imports Drop 


Larger Cars, Competition Put Squeeze 
On Small British Autos 





rolet, 41; Ford, 25; Internation 
14; Dodge, 13; Diveo, 10; GMC, |; 
White, 2; Reo, 1; Willys, 1, ari 
miscellaneous, 1.—(Bert Strang.) 

* * * 


Sioux Falls, S. D. 
New-car registrations in Minn. - 
haha County (Sioux Falls), S. L 
totaled 224 in May, according to 
figures released by the South Ds- 
kota Automobile Dealers Assn. 


A breakdown by makes show: 
Chevrolet, 54; Ford 41; Buick, 32: 
Plymouth, 24; Dodge, 12; Mercury, 
12; Oldsmobile, 10; Pontiac, 10; 
Cadillac, 9; Chrysler, 6; Hudson, 5: 
DeSoto, 2; Nash, 2; Studebaker, 2; 
Lincoln, 1; Packard, 1, and miscel- 
laneous, 1—(Donald M. Lyons.) 

* * * 


Charlotte, N. C. 

New-car registrations in Meck- 
lenburg County (Charlotte), N. C., 
during May totaled 1,054 units. The 
new-truck total was 132. 

Car titling by makes was: Ford, 
308; Chevrolet, 225; Buick, 114; 
Oldsmobile, 93; Pontiac, 80; Plym- 
outh, 71; Mercury, 34; Cadillac, 
29; Chrysler, 24; Dodge, 18; De- 
Soto, 17; Nash, 12; Packard, 10; 
Lincoln, 7; Studebaker, 6, and 
miscellaneous, 6. 

Truck registrations were: Chev- 
rolet, 52; Ford, 43; International, 
11; White, 8; GMC, 6; Dodge, 2; 
Willys, 2; Diamond T, 1; Reo, 1, 
and miscellaneous, 6.—(William P. 
Lamkin.) 


* * * 


Rapid City, S. D. 

New-car registrations in Penn- 
ington County (Rapid City), S. D., 
in May totaled 137, according to the 
South Dakota Automobile Dealers 
Assn. 

Chevrolet and Ford tied for 
first place with 27 registrations 
each. 

Other makes lined up as follows: 
Buick, 17; Oldsmobile, 11; Plym- 
outh, 11; Pontiac, 9; Packard, 8; 
Dodge, 7; Mercury, 7; Cadillac, 4; 
DeSoto, 2; Nash, 2; Chrysler, 1; 
Studebaker, 1, and miscellaneous, 
3.—(Donald M. Lyons.) 


one in six in Canada and one in 
three in the U. S. 

“A doubling or tripling of the 
present market in Britain thus 
seems possible,” said Burns. 


Canada Car Sales 
Top 46,000 for 
Monthly Record 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA. — Canadian dealers 
scored a record sales figure of 46,002 
passenger cars during April, ac- 
cording to a report released last 
week by the Government. 

This was an increase of 6,781 
cars over April of last year. Truck 
sales for the month totaled 7,908 
for a registration figure of 53,910 
motor vehicles in Canada for April. 
Commercial car sales decreased 
from 8,058 in April, 1954. 

This, according to the Govern- 
ment, was 14 percent above the 
47,279 registered during April, 1954. 

European-made vehicles also in- 
creased during the month, but 
showed a reverse trend to the do- 
mestic product by scoring a heavy 
increase of trucks and only a 2 
percent boost in the number of 
passenger cars sold. 

The April increase was com- 
mon to all provinces except Sas- 
katchewan which tallied a 19 per- 
cent decrease from its April, 1954, 
registrations. 

Ontario dealers, who sell nearly 
half the national total, reported 4 
gain of 32 percent in April sales. 
Other increases ranged from 2 per- 
cent in Quebec to almost 52 per- 
cent in Newfoundland. 


Lima Motor Issues Guide 


LIMA, O.—Lima Electric Motor 
Co. has published a service brc- 
chure which lists the names ani 
addresses of authorized _ servic? 
stations, representatives and fac- 
tory distributors. Copies are ob- 
tainable from Richard R. Knierin, 
sales manager, in care of the com- 
pany at 18 Findlay Rd., Lima, O. 


EE ee 


ee 


on, a ~~ 2s ow oF 4. 


me wm be et 


las oer or 


OF ae ce tae i ad ce 


—— 


f 


>t Oma 


dependents would get only $30 from 


| who would need a change in the 
| Present law. 


| ahead of schedule, and immediately 
| their activities. 


| Whittier Hotel 


aried employes which are roughly 
, Comparable to the benefits 
¢ @warded the hourly workers in 


Gt 


P Wants Law Changed... 





Layoff Wage Pacts 
Get Mich. Go-Ahead 


pps little fanfare last week, a 
group of Michigan politicians 
reached a decision that will make 
the guaranteed wage 
a reality. 

This was the 
unanimous decision 
by the Michigan Re- 
publican State Cen- 
tral Committee to support a change 
in the state’s unemployment com- 
pensation laws to permit the simul- 
taneous payment of state and sup- 
plemental unemployment benefits. 

State Senator Edward Hutchin- 
son, a top GOP leader, said that a 
realistic approach to the problem 
should be taken and added, “Obvi- 
ously, the law should be changed 
to implement the new contracts.” 

This Republican action, which 
makes the change in Michigan a 
virtual certainty, is considered 
significant since both the Ford- 
UAW and the General Motors- 
UAW contracts regarding sup- 
plemental benefits are dependent 
upon approval by legislatures in 
states in which at least 2/3 of 
their workers are employed. 

Currently Michigan is the home 
of 56 percent of Ford’s hourly 
workers and 44 percent of GM’s 
employes. Similar action by one or 
two other states will place the 
UAW’s plan in operation. How- 
ever, no benefits will be paid until 
June 1, 1956. 


* * * 


Michigan Law Typical 


a Michigan Unemployment 
Compensation Law is typical of 
the law in many states in that no 
benefits can be paid a laid - off 
worker if he receives more than 50 
percent of total state benefits from 
another source. 

In the case of a Michigan fa- | 
ther of four who earned $100 a | 
week take home pay, there would | 
be no need for a change. He | 
would get $54 from the state and 
$11 from the trust fund to bring 
him top benefits of 65 percent. 
However, the same man without 
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the state while receiving $35 from 
the trust fund. This is the man 


* * 


* 
Chrysler Talks Open 
HHRYSLER CORP. and the UAW 


opened negotiations on their 
1955 contract last week, a week | 


established a news blackout on 


Before beginning the talks at the 
in Detroit, Emil 
Mazey, UAW secretary - treasurer, | 
said the union hoped to obtain | 
more from Chrysler than it did 
from Ford or GM. 

However, observers considered 
this “bargaining talk” and it ap- 
peared that the union wants to 
obtain a new Chrysler contract 
well in advance of the present 
pact’s Aug. 31 expiration date, 
with features based on the pat- 
tern established at GM and Ford. 
Heading the company’s 24-man 
team are Robert W. Conder, indus- 
trial relations vice-president, and 
John D. Leary, director of labor 
relations. Besides Mazey, the UAW 


Ford Eves Stock Plan 


For Salaried Help 


DEARBORN.—Ford Motor Co. 
is considering a plan whereby 
Salaried personnel would receive 
an opportunity to purchase shares 
of the company’s stock when it 
is offered to the public, according 
to Henry Ford I. | 

Ford said that it is contem- | 
Plated that the company would 
contribute a portion of the stock’s 
Purchase price and that an an- 
nouncement concerning the plan 
will be made later. 

He also ‘disclosed a program of 
benefits for the 46,000 Ford sal- 








the recent UAW negotiations, ex- 
cept for the supplemental unem- 
Ployment compensation. 

—. 








26-man team is led by Norman 
Matthews, vice-president in charge 
of the UAW’s Chrysler department. 
There are two UAW - Chrysler 
contracts. One covers 30,000 Auto- 
motive Body Division employes 
taken in when Chrysler bought 
Briggs Mfg. Co. The other covers 
100,000 regular Chrysler workers. 
Both the company and the un- 
ion will try to consolidate the two 
pacts into one. In addition, the 
union is seeking the guaranteed 
wage, a full union shop and nu- 
merous fringe benefits. 
+ * * 


AMC-Ford Ruckus 
GOTIATIONS between Ameri- 
can Motors and the UAW are 

continuing. Last week AMC an- 

nounced that agreement had been 
reached on improved vacations for 
some workers. 

In Washington, a mild ruckus 


Studebaker Truck 





‘Picks Sales Heads 


For East, West 


SOUTH BEND.—Bernard J. Don- 
kerbrook and Burton F. Bennett 
have joined the Studebaker truck 





B. J. Donkerbrook B. F. Bennett 
department as sales managers in 
the eastern and western divisions, 
respectively. 

In announcing the appointments, 
Loren F. Van Nortwick, truck gen- 
eral manager of Studebaker, said 
that Donkerbrook and Bennett have 
had wide experience in the truck 
business. 

As truck sales manager in the 
eastern division, Donkerbrook will 
be in charge of Studebaker truck 
operations in the Atlanta, Boston, 
Buffalo, Cincinnati, New York, 
Philadelphia and Pittsburgh zones. 

Bennett will supervise Studebaker 
truck sales in the Los Angeles, San 
Francisco and Portland zones. 


Bradley U. Honors Rosen 


PEORIA, Ill.—C. G. A. Rosen, 
president of the Society of Auto- 
motive Engineers, has received an 
honorary Doctor of Science degree 
from Bradley University for his 
work in the field of science and 
engineering. Rosen has received 
wide acclaim for his part in the 
development of the diesel engine. 





DeSoto for Mrs. America— 





was touched off between AMC and 
Ford Motor Co. by William T. Gos- 
sett, Ford general counsel, who 
said in response to questions that 
AMC could sign the same type of 
contract with the UAW that Ford 
and GM had concluded. 

Edward L. Cushman, AMC’s in- 
dustrial relations vice - president, 
answered from Detroit: 

“Apparently the Ford Motor 
Co., if I understand Mr. Gossett 
correctly, is already engaged in 
industrywide bargaining, despite 
the fact that it has no authori- 
zation from American Motors.” 

Last week the UAW formally 
notified General Motors that more 
than 90 percent of the union’s 
membership in GM plants have 
ratified the new three-year con- 
tract. GM was asked to place the 
contract into effect, retroactive to 
May 29, providing back pay of 
about $6 million. The union said 
that all but four locals approved 
the contract. 

Last week Eaton Mfg. Co. be- 
came the first major automotive 
supplier to agree to a package 
similar to the Ford and GM con- 
tracts. Eaton employs 4,100 work- 
ers in Detroit, Battle Creek, Mich., 
Marshall, Mich., and Cleveland. 

> s * 


Showdown in Steel 


nwa, U. S. Steel Corp. 
and several other Big Steel 
producers were preparing for a 
strike last Thursday after the CIO 
United Steelworkers spurned U. S. 
Steel’s offer of about 10 cents an 
hour. 


However, showdown talks were 
continuing and many observers 
predicted that a settlement would 
be reached on the basis of a 13- 
to-15 cent per hour raise. 


Several auto industry represen- 
tatives said a steel strike would 
force down assembly lines in two 
or three weeks at the most. 

In full-page ads in many news- 
papers, U. S. Steel said, “Steel 
workers in United States Steel 
have been steadily widening their 
advantage over wage earners in 
other industries. Their average 
hourly earnings under the pro- 
posed scale would be 74 cents 
higher than they were in January, 
1950, just 5% years ago.” 


* * * 


Dealer Strike Ends 


ON THE dealership front, there 
were reports of union activity 
from five sectors. In most in- 
stances, the unions were the losers 
but, nevertheless, there was no in- 
dication that the organizational 
drives were slackening. 

In San Francisco, a week-long 
strike and lockout ended last 
week when members of the Mo- 
tor Car Dealers Assn. of San 
Francisco agreed to a 15-cent 
package for about 2,000 mechan- 
ics who are members of Lodge 
1305 of the AFL Machinists 
Union. 

The union called a strike against 
three dealerships and the rest of 
the dealerships locked their doors. 

Included in the package were a 
12%-cent hour raise, a third week 
of vacation after 15 years and an 
extra holiday on the worker's 
birthday. This enables the shop to 
remain open, with a man missing 
from the staff, instead of closing 
for a whole day. 


J. D. Watson, DeSoto Omaha regional manager, hands the keys to a Firedome 
four-door sedan to Mrs. America, Mrs. Carl Deitemeyer, Lincoln, Neb. The car was 
one of the top prizes in the national contest. Watching are Howard Gotfredson, 
Gotfredson Motor Co., extreme left, and, from left, Cecil Kirk, White Motors; E. E. 


Johnson, regional merchandising manager, 


and R. H. Callahan, district manager. 
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Foundation Pursues Mystery of Smog— 


In its search for scientific answers to Los Angeles’ smog problem, the Air Pollution 
Foundation has consolidated its nationwide research program from 46 to the 34 
Projects shown above, according to Dr. W. L. Faith, chief engineer. The foundation 
has finished its first year of operation during which it completed 31 air pollution 
investigations. The foundation is seeking answers to what smog is, what causes it 


and how it may be eliminated. 
a 





L. A. Air Pollution Report... 


Anti-Smog Fight Told 


LOS ANGELES.—The Air Pollu- 
tion Foundation has announced 
that it has strengthened and con- 
solidated its scientific front in the 
battle against smog. 

The reorganization, it was ex- 
plained by Dr. W. L. Faith, vice- 
president and chief engineer, is in 
preparation for more widespread 





Spokane Dealers 
Go ‘Crazy;’ Stage 
‘One-Cent’ Sales 


SPOKANE.—Are auto dealers the 
only retailers who advertise that 
their brains are addled? 

One local dealer tops his ad with 
a picture of a wee toddler bent 
over and peering backwards 
through his arched legs. 

This is billed as a photo of the 
dealer who is “so upset” that he 
thinks nothing of peeling $500 off 
the purchase price of his 1955 mod- 
els. And why is he “so upset?” 

“Maybe it’s the weather!” the ad 
explains. “Maybe it’s his wife! Any- 
way, Tommy doesn’t know whether 
he’s afoot or on horseback. He has 
been making the craziest deals you 
ever heard of. 

Another dealer offers any five of 
such accessories as radio, heater, 
white sidewall tires, power brakes, 
spotlight or back seat radio speak- 
er, at one cent each with the pur- 
chase of a new car. 

New-car sales volume in the Spo- 
kane area has been high and used 
cars, too, have moved well in re- 
cent months. Used-car lots are not 
so overflowing as they have been. 

Maybe it pays to be “crazy.” 


Army Orders. 
Big. Macks 


NEW YORK. — Mack Trucks, 


‘\Inc., has received two Defense De- 


partment orders totaling more than 
$1.6 million for heavy automotive 
equipment. 

The Army has ordered 129 five- 
ton cargo carriers costing $1,539,- 
745.14. Mack is already at work on 
a previous order for 1,630 of the 
6-by-6 vehicles. 

The Corps of Engineers also has 
placed an order with the truck 
firm, for seven “off-highway” trucks 
at a cost of $132,340.04. These mam- 
moth vehicles are too large to be 
used on highways. They were pio- 
neered by Mack for use in the con- 
struction of Hoover Dam. 


Matthews Appointed 


Tennessee Judge 


COLUMBIA, Tenn.—Gov. Frank 
G. Clement has appointed James 
Matthews, associated with his fa- 
ther in Ed Matthews Motor Co. 
here, as committing judge of Part 
I, General Sessions Court. 

Matthews, it was reported, was 
the first person not a member of 
the bar to be appointed a general 
sessions judge in the county. 





smog investigations in the future. 


He said the foundation has re- 
duced its active research studies 
from 46 to 34. In the last year, 
he said, 31 air pollutions studies 
have been completed and that by 
the end of this year, the founda- 
tion will have spent more than 
$1,250,000 on scientific projects. 


Dr. Faith said that the com- 
pleted projects include the Houdry 
catalytic converter (which the 
foundation found is not ready for 
public adoption); plant damage 
studies; projects for measuring hy- 
drocarbons and oxidants in the air; 
studies of refinery emissions, alde- 
hydes and other gases and the 
development of a number of new 
scientific tools to lick smog. 


He said the studies were seeking 
to find the answers to: (1) What 
is smog? (2) What causes smog? 
and (3) How may smog be elimi- 
nated? 


Pontiac Promotes 


Thompson in Sales 


PONTIAC. — Appointment of R. 
E. Thompson as assistant general 
sales manager of Pontiac was an- 
nounced last week . ; 
by H. E. Craw- 
ford, general 
sales manager. 

Thompson has 
been with Gener- 
al Motors since 
1930, last serving 
as Pontiac’s west- 
ern regional man- 
ager. 

A realignment 
of territories cov- 
ered by assistant 
general sales managers was also 
announced. J. C. Jamieson will di- 
rect the eastern and central regions; 
E. J. Chapman, the southern and 
western regions, and Thompson, 
the midwest and Pacific regions. 





R. E. Thompson 


Woodman Named 
To Lincoln Post 


DEARBORN. — Appointment of 
James M. Woodman jr. as assistant 
general sales manager in charge of 
advertising, sales 
promotion and 
training was an- 
nounced last 
week by Henry 


B. Daniels, Lin- 
coln general sales 
manager. 


Woodman had 
been a vice-presi- 
dent in the De- 
troit office of 
Kenyon & Eck- 
hardt since Feb- 
ruary, 1954. Previously, he was a 
vice-president of Roche, Williams 
& Cleary, Chicago advertising firm, 
which he joined in 1926. 


The AUTOMOTIVE NEWS ALMANAC is 
a@ year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 


J. Woodman, jr, 
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Unit Incentives Tied to Peak Sales Period .. . 


Chrysler, Ford Start Bonuses 


(Continued from Page 1) 


cause the percentages were too 
high. 

Dealers said that an important 
factor is that almost all fleet 
purchases had been made ear- 
lier in the year and that these 
earlier volume sales just make 
the quotas that much larger and 
tougher to reach. 

Plymouth and Dodge dealers 
were particularly critical of the 

quotas they must reach before 
cashing in on the bonus plans. 


These quotas are based only 
on sales made this year between 
Jan. 1 and June 20. Many Chrys- 
ler Corp. dealers did the best 
business in their history during 
this 5%4-month period and have 
experienced a decided decline as 
summer approached. 

Said a Chrysler-Plymouth dealer, 
“That Plymouth deal smells. The 
way it works now, the dealer who 
did a good job during the first five 
months. of the year is penalized (by 
having a quota that’s almost im- 
possible to reach). 

“We don’t have a chance to make 
a nickel on that scheme. I’ve talked 
to a lot of other dealers and there 
isn’t a dealer in town who is go- 
ing’ to make any Money on it. 

“Some of the dealers have called 


$750,000 Case 
ainst Ex-Dealer 


Dismissed in N. Y. 


ROCHESTER, N. Y.—The Appel- 
late Division has affirmed a year- 
old Supreme Court dismissal of the 
$750,000 suit of Arthur H. Bartlett 
of Williamsville, N. Y., who alleged 
a dealer broke a contract by refus- 
ing to sell him an auto dealership 
he managed here. 

Defendants were Serac Realty 
Co., a real estate holding firm, and 
Thomas N. Nagle, its president. 

Nagle formerly headed the old 
Whiting-Buick dealership which 
was managed by Bartlett, who is 
now a Buick dealer in Buffalo. 

The present Whiting-Buick, Inc., 
in Rochester is headed by Edward 
G. Knoblock and has no connection 
with the case. 


Austin to Mark 
Golden Jubilee 


LONGBRIDGE, England. — Aus- 
tin Motor Co., Ltd., will celebrate 
its Golden Jubilee July 9 at its 
plant here and over 20,000 persons 
are expected. 

Chartered planes will bring dis- 
tributors and dealers from Aus- 
tralia, New Zealand and South 
Africa as well as other nations. 

Although July 9 will be the cli- 
max of the jubilee, Austin said that 
the overseas guests will be enter- 
tained for several days before and 
after that date. 





the factory to complain about the 
plan and to say that it’s not as 
good as last year’s Sweepstakes 
plan and they’ve been told that 
‘The dealers who help us out with 
this cleanup are the dealers who'll 
get the good 1956 allocations.’” 
* * = 

Aa Plymouth dealer said 

that he doubted that the plan 
would cost the factory $2,000 na- 
tionwide. 

Studebaker and Packard dealers 
said that they have not been of- 
fered any kind of a bonus plan this 
year as yet, but that they were 


hopeful that some sort of an in- 
centive plan would be announced 
at a meeting scheduled for this 
week. 

Nash and Hudson dealers are 
already participating in a profit 
sharing plan which is based on 
factory volume. 


General Motors dealers have not 
been informed of any bonus plan 
as yet, either. Most of them were 
not too optimistic about any such 
announcement, although several 
Chevrolet dealers felt that they 
needed one to keep pace with their 
competition. 





San Antonio Dealers 


Split Over Labor Peace 


By J. H. Reed 
Staff Correspondent 


AN ANTONIO.—Because of the 

quick settlement of the guaran- 
teed annual wage issue, some deal- 
ers here are of the opinion that 
“a new-car franchise today is not 
worth much more than the paper 
it is written on.” 


As a whole, however, dealers are 
divided as to whether the absence 
of a formal strike will benefit the 
industry. 

Some believe the industry 
needed “a good, long strike 
against Ford or General Motors, 
or both” to curtail heavy produc- 
tion and to give dealers a “chance 
to put business back on a sound 
basis.” 


A spokesman for dealers who 
hold this viewpoint said: 

“A six-month strike would have 
done what Ford and GM officials 
haven’t got enough sense to do — 
take new cars off the market until 
the demand catches up with the 
supply; relieve dealers from the 
pressure which is forcing them to 
adopt bootlegging and ‘dollar-down- 
and-dollar-a-week’ financing; and 
permit the industry to return to its 
former status.” 

* * a 

E ADDED, “It is useless for 

manufacturers to condemn 
bootlegging on one side and con- 
done improper financing on the 
other; financing methods that they 
know may sell more cars now but 
ultimately will lead to the ruina- 
tion of the dealers who adopt them 
—all for the purpose of breaking 
previous sales records. 

“What GM needs is another 
Bill Holler — a man who sup- 
ported his dealers and realized 
that, in the long run, the pros- 
perity of the manufacturer rested 
on the dealer. And Ford needs 
some of the same. 

“I, for one, am sorry that the 
strike threat ended so quickly, for 


now we are right back where we 


started. 











They're Riding Herd on Sales— 


No, it's not a meeting of cattle buyers, they're car salesmen. Vern Doonam, general 
manager of Hill and Sanders, Washington (D. C.) Ford dealership, outfitted the sales 
staff in’ 10-gallon hats to kick off a sales drive. “Ask the man in the big white hat 
for the deal of your life’’ is the drive's slogan. Result—May proved to be the most 


successful sales month in the firm's 39-year 


history. The salesmen report that the most 


frequent comment they hear is, “Where's your horse?" 


more dealers will be put in business 
—I know one new dealer who has 
been in operation for 60 days and 
still has no place of business. Fran- 
chised dealers will be put under 


more pressure to sell, when it is| 





Auto Salesmen Honored— 


Two car salesmen, S. L. Kissick, Ryan 


Oldsmobile, center row, extreme left, and 


obvious that the present rate can- | Jack M. Carroll, Archie Cochrane Motors, center row, extreme right, were among 
those who received Distinguished Salesman Awards at the Billings (Mont.) National 
Sales Executives Club banquet. 


not be maintained. 
“The good that might have been 


accomplished by a strike, lasting | 


for six months or a year, has been 
lost,” he said. 
* * + 
C= dealers hold the oppo- 
site view: 

“I am glad it ended as it did,” 
another San Antonio dealer said. 

“Why? Because those dealers 
who have been selling for $250 
down and $85 a month will go 

broke that much faster and leave 
the legitimate dealers in control 
of the situation. 

“Already repossessions here are 
higher than they have been in 
years and are expected to increase 
sharply as fall advances. It is 
inevitable that dealers, who have 
been careless about their selling, 
are going to get caught in a flood 
of repossessions. 

“There are only two reasons why 
an automobile ever is repossessed: 
Too small an equity in the car, and 
payments that are too heavy or 
extended over too long a period 
of time,” he explained. 

“Too many dealers, in an effort 
to keep up with the manufacturers 
demands, have forgotten this and, 
in so doing, have let themselves in 
for a day of reckoning. 

“My guess is that this reckoning 
is going to come this fall, when 
those who have little or no equity 
in their cars are going to decide 
that they have nothing to lose, 
except long and heavy monthly 
payments, in turning them in. 

“A long strike might have in- 
terrupted this due process of eco- 
nomics, but, as it now stands, 
short-sighted dealers will disap- 
pear from the picture that much 
sooner,” he predicted. 

Time alone will tell which view- 
point is correct. 

* * * 
tas wars, dealers agree that 
sales cannot continue for the 
second half of the year at the rate 


.|maintained for the first half; re- 


possessions are on the increase and 
likely to increase rapidly after Sept. 
1, and the dealer who sells for 
“nothing down and too much a 
month” is headed for serious 
trouble later in the year. 


re Designs 
Fleet for Yellow 


SEATTLE —Yellow Transit 
Freight Lines, Inc., Kansas City, 
has ordered 200 cab-beside-engine 
diesel tractors from Kenworth Mo- 
tor Corp. here, according to Robert 
D. O’Brien, Kenworth’s sales vice- 
president. 


He said the order followed a Ken- 
worth engineering analysis of Yel- 
low’s operating requirements. His 
firm, said O’Brien, engineered a 
truck with high horsepower to low 
weight ratio suitable to the Mid- 
west. The tractors are, he added, 
custom-engineerd to an estimated 
chassis weight of 8,998 pounds per 
unit, 138-inch wheelbase and GVW 
of 60,000 pounds. 


Small-Maker Gains Seen 


Nance Tells Senators of Hopes for Comeback; 


GM Refusal to Talk Stirs Row 






(Continued from Page 1) 


proved the competitive position of 
the erstwhile independents. 


* * * 
— manufacturing and 
marketing advantages, 
indicated, no longer are the exclu- 
sive property of the Big Three. 
Merger, he said, has opened to 
Studebaker and Packard the po- 


tential advantages of common tool- 
ing, common parts and compo- 


nents, and consolidation of facili- | 


ties. 

Greater market coverage, he 
said, has resulted from combin- 
ing Studebaker’s low-priced offer- 
ings with Packard’s medium and 
high-priced models. The car lines 
complement each other, he noted, 
but the dealers who handle them 
do not compete with one another. 


“In many sales points—probably 
1,000 small cities and towns in the 
nation—marketing studies indicate 
that the Packard and Studebaker 
lines can be sold advantageously 
through single dealers,” said 
Nance. 


“This will strengthen Studebaker 
dealers by permitting broader cov- 
erage of price classes and will 
strengthen the Packard line by 
achieving deeper penetration of the 
fine-car market.” 

” aa * 


| DISCOUNTING any fears of a 
monopoly within the business, 
Nance declared that the word 
“small” was only a relative term 
and that S-P itself ranked among 
the nation’s 100 largest corpora- 
tions from the standpoint of total 
worth. 


Moreover, he said, an efficiently 
operated company could get 
along well with even a small 
share of the vast auto market. 


Nance said that the independ- 
ents had lost ground to the Big 
Three because of failure to mod- 
ernize product and facilities, the 
resurgence of Ford Motor Co., sky- 
rocketing costs for tooling, and the 
disappearance of well-defined price- 
class boundaries in the new-car 
market. 


“A further advantage enjoyed by 
full-line producers,” he said, “was 
the ability to sell different brand 
and price-class automobiles through 
single dealers. This, among other 
things, permitted the maintenance 
of dealers in locations where sin- 
gle-line dealers—especially dealers 
in high-price cars—could not pros- 
per.” 

Studebaker and Packard, Nance 
said, also suffered from the loss of 
defense orders. 

“A substantial purpose of the 
merger,” he said, “is the recapture 
of what we consider to be a fair 


Nance | 


and reasonable share of defense 
business.” 
* ” * 

EFERRING to GM’s refusal to 
appear, Senator Joseph C. 
|O’Mahoney, of Wyoming, said he 
jcould not “conceive that any re- 
sponsible official of this corpora- 
| tion has indulged in the belief that 
General Motors is greater and more 
powerful than the Congress of the 
United States and its branches.” 

Senator Estes Kefauver, of Ten- 
|nessee, voiced the same rebuke. 

The comments of the two Sen- 
ators were prompted when a let- 
ter from Harlow H. Curtice, GM 
president, in which he declined 
to appear before the subcommit- 
tee, was made public. The letter, 
datemarked May 25 and ad- 
dressed to Senator Harley M. Kil- 
gore, subcommittee chairman 
from West Virginia, said in part: 
“As you know, I am not an au- 








thority on the subject of mergers 
and while I may have some thoughts 
on the subject based on my busi- 
ness experience, they would be in 
a speculative area and I doubt that 
I could add anything to the opin- 
ion of those who have participated 
in mergers or make any substantial 
contribution to the hearing. 

“There have been recent mergers 
in the automotive industry. I as- 
sume that presentations covering 
the reasons for and the expected 
results from the mergers were 
made to the Government, which 
approved the mergers. Persons who 
are familiar with the facts in a 
first-hand way should be more use- 
ful in your study than someone like 
myself.” 


* + + 

GUBCOMMITTEE members de- 

clared their intention of press- 
ing for the appearance of GM at 
a later date. Kilgore, in a prepared 
statement, called the company’s de- 
cision “indeed regrettable” and said 
that later the subcommittee “will 
insist” on testimony from company 
representatives. 

It was pointed out that GM 
could be compelled to appear, if 
necessary, through a subpena. 
Kefauver said Curtice’s attitude 

was evidence of the need for an 
investigation of GM. 


Louisville Car Licenses 


Pass Total for 1954. 

LOUISVILLE. — The Jefferson 
County Automobile Registration 
Bureau, which includes Louisville 
has issued about 300 more 1955 ca! 
licenses so far in 1955 than in al! 
of 1954. 

Licenses have been issued fo! 
19,916 trucks in 1955 as compared 
with a 1954 total of 21,131. Auto 
transfers this year are up 25 to 33 
percent over 1954, 
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P.rtable Salesroom Is Latest... 


Dealer Pushes Sales 
With Carnival Touch 


By L. H. Houck 
Staff Correspondent 

ST. LOUIS. — Through a com- 
bination of carnival salesmanship, 
good terms and low prices, Ted’s 
Motors (DeSoto-Plymouth) has be- 
come this city’s top Plymouth re- 
tail outlet within eight months 
after its founding. Harry Auffen- 
berg is president. 

The latest sales bombshell to 
be dropped by Ted’s on the St. 
Louis populace is a portable 
showroom, consisting of a flatbed 
trailer which can accommodate 
four cars. 

Preceded by newspaper and ra- 
dio advertising, this trailer is 
pulled by a tractor to various 
neighborhoods, where it is parked 
from 5 p.m. to 8:30 p.m. 

Deals are completed on the spot. 
The cars are serviced before load- 
ing and the customer can immedi- 
ately drive his new car off the 
trailer. The tradein is driven on 





Bulgaria Buys 
500 Chevrolets 
From N.Y. Dealer 


WASHINGTON. — The long- 
closed Iron Curtain market is be- 
ing reopened to permit export of 
500 new Chevrolet cars to Bulgaria. 

The Bureau of Foreign Com- 
merce, it was disclosed, has granted 
an export license for the shipment 
to a wholesaler, who will forward 
it to a Brooklyn (N. Y.) Chevrolet 
dealer. Names of the applicants 
were withheld, in accord with Gov- 
ernment policy. 

The order reportedly was placed 
by Bulgaria to accommodate Gov- 
ecument officials of that Soviety 
satellite nation. There was no ex- 
planation of why Bulgaria placed 


the order in the U. S. rather than | 


buying the cars from an overseas 
source. 

The Soviet bloc had not until the 
present order purchased U. S. cars, 
although the way is open for such 


transactions so far as the Bureau | 
of Foreign Commerce is concerned. | 


According to the Brooklyn dealer, 
the cars going to Bulgaria will be 
standard five-passenger Chevrolets 
equipped only with heaters. 

Disclosure of the Bulgarian ship- 


the trailer and brought back to the 
showroom after the evening’s work. 
The trailer carries sound equip- 
ment which sends music and 
commercial announcements to all 
parts of the neighborhood dur- 
ing a warmup period. 


|and credit verification is not made 


which he agrees that the deal will 
| be cancelled if the credit is not ac- 
cepted by the finance company. 

| Each of the five salesmen with 
the portable showroom carries a 
portable loudspeaker which can be 
heard for two or three blocks and 
|which the salesmen use for com- 
municating with the acting sales 


ears on the trailer. 

James Ingles, sales manager, 
said in the first week the port- 
able showroom produced 11 im- 
mediate sales and 32 prospects 
who later were converted to 30 
buyers. The trailer is dispatched 
| four evenings a week. 

Each week the trailer is sent 
jinto a different middle or lower- 
|class neighborhood. The tractor- 
| trailer is leased at present but Auf- 
fenberg expects to design a trailer 
of his own and have it built. 

The portable showroom is de- 
| signed to reach those who have 
|enough equity in their present cars 





|to be susceptible to a good deal but | 
{not interested enough to réspond 


to newspaper advertising or to go 
shopping on auto row. 

Sometimes the prospect comes 
to the float out of curiosity. Often 
the salesmen will go right to the 
prospect’s home to appraise the 
tradein of someone who has 

| walked several blocks to see 

| what the music was all about. 

Another example of Ted’s show- 

|manship is the company’s policy of 

dressing the sales force in identical 
clothing—white coat, charcoal grey 
trousers and black and white shoes. 

Pictures or articles of the simi- 
larly dressed salesmen have ap- 
|peared in the Palm Beach News, 
the DeSoto Retailer, the St. Louis 

Globe-Democrat and People and 

Places, Chrysler Corp.’s external 

publication. 


Credit statements of prospective | 
|buyers are accepted at face value | 


|until the next day. Each buyer is) 
required to sign a special form on | 


~ 


Firebomb's Away— 


Heading out of Turin, Italy, via Detro 





| Dual-Motors Corp. and of Auto Shippers, 





it, is this Dodge-powered Dual Firebomb. 
| The four-seater pleasure car is the dream-child of Eugene A. Casaroll, president of 


Inc. Casaroll plans to offer for sale 150 


| units per year at price of $5,500 to $6,000. Casaroll ships Dodge frames to Turin, 


manager or for describing the new | where Ghia—which builds Chrysler Corp.'s “idea” cars—handcrafts steel bodies on 


frames and returns units to Detroit. In Detroit, Dual-Motors mounts body and frame 
| on standard Dodge running gear and installs Dodge V-8 souped to 225 h.p. Power- 
| Flite transmission and power brakes are standard. The car's wheelbase is 115 inches 


and overall length is 203 inches. Curb weight is 3,210 pounds. 





DETROIT.—Roy Abernety, sales 
vice-president, last week announced 
|the winners in Nash’s “Treasure 
|Chest” contest for dealers and 
| salesmen. 

Dealers winning Kelvinator 
laundries—an automatic washer, 
| a dryer and an ironer—were H. 
| Floyd Brown Nash, Riverside, 

Calif.; Dean Motors, Reseda, 

Calif.; Hanna Nash Co., Plain- 

view, Tex.; Ernie Fox Motors, 
| Inc., Saginaw, Mich.; Clyde Mills 
| Sales & Service, Canton, Ill; Paul 
| Jones Co., Welch, W. Va.; Shades 
| Auto Service, Erie, Pa.; D & R 
| Sales & Service, Inc., Lancaster, 
| N. ¥., and P. T. Motors, Man- 
| chester Center, Vt. 
| Salesmen winning $500 prizes 
were Frank P. Baccaro, San Fran- 
|cisco; Harvey Shoning, Bellevue, 
|Wash.; George Little jr, The 
| Dalles, Ore.; Bill Schumacher, De- 
|troit; Otto Kotthaus, Baraboo, 
| Wis.; Clair Hetland, Belvidere, IIl.; 


Deadline Extended 








Nash Reveals Winners 
In Sales Contest | 


| 


Abdo Hassan, Quincy, Mass.; Ed- 
ward Raynor, Lancaster, N. Y., and 
Kenneth Blodgett, Horseheads, 
N. Y. 

In addition, 171 other salesmen 
won cash awards. 

Dealers who had a choice of 
either a Kelvinator electric range | 
or refrigerator were Nash San Ma- 
teo, San Mateo, Calif.; Massey Nash | 
Co., Inc., Roswell, N. M.; Carlsbad 
Nash Co., Carlsbad, N. M.; Milwau- 
kee Nash, Milwaukee; Farrell Mo- | 
tor Sales, Ottawa, IIl.; Cothran 
Auto Sales, Johnson City, Tenn.; 
| Davis Auto Sales, Inc., Philadel- 
| Phia; Smith’s Garage, Inc., Potters- 
| ville, N. Y¥., and Sable Motor Co., 
| Pittsburgh. 


| Kelvinator room air condition- 
| ers went to V. & H. Motors Nash, 
San Francisco; Bellevue Nash 
| Co., Bellevue, Wash.; Venohr’s 
| Auto Sales, Sterling, Colo.; Beu- 

tel Nash Co., Inc., Joliet, IIL; R. 
| D. Austin Motor Sales, Inc., Mich- 
| igan City, Ind.; Hawkeye Nash, 
| Inc. Ft. Madison, Ia.; Glenside 
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Truckers Fear 


Railroad Grab 


President’s Report 
Subject of Debate 


WASHINGTON. — Recommend- 
ations of President Eisenhower’s 
Committee on Transportation were 
attacked and defended by spokes- 
men for the trucking and railroad 
interests at a meeting of the 
American Society of Business Edi- 
tors here. 


Appearing on behalf of the 
Assn. of American Railroads, 
Harvey Briethaupt clashed with 
Peter T. Beardsley, of the Ameri- 
can Trucking Assn. over the lat- 
ter’s charges that the committee’s 
findings were slanted in favor of 
the railroads. 


The findings were revealed in 
April by a Cabinet committee 
headed by Secretary of Commerce 
Sinclair Weeks. 


“Consciously or not, the commit- 
tee in its conclusions favored 
granting the demands which the 
railroads have made for years, 
notably to permit the railroads to 
enter into trucking themselves 
where necessary and to alter rail- 
road freight rates at pleasure to 
drive independent truck competi- 
tors out of business. 


“If the committee’s recommenda- 
tions are enacted into law, Federal 
control will be removed from a 
vast area of public transportation 
and the way will be smoothed for 
the financially powerful railroads 
to take over competing forms of 
transportation. 


“If the railroads are permitted 
to get into trucking,” Beardsley 
added, “they will drive finan- 
cially weaker trucking companies 
to the wall in short order.” 

Breithaupt, attorney for the rail- 
road association, defended the 
committee’s recommendation that 
common carriers have greater 
freedom in adjusting rates as logi- 


‘eal. He added that for years the 


railroads have suffered “artificial 
and arbitrary” rate rulings by the 
Interstate Commerce Commission. 


“On numerous occasions,” he 


| added, “railroads have been forced 


to stand by and see competing 
forms of transportation take sub- 
stantial quantities of desirable 
freight from them because rail- 
roads were denied the right to 
meet competitive rates offered by 
truckers.” 


Entries Set for °55 


- ment came in the wake of the} Since April Ted’s has had a bus Nash, Glenside, Pa.; Highland 

s “probation” penalty handed Willys-|traveling constantly in St. Louis, | Motors, Mahwah, N. J., and Stan- e 

s | Overland Export because a ship-| carrying the dealership’s ads. “— On Car Grants | ley Motors, Inc., Attleboro, Mass. ‘Retailer-of-Year’ 

- ment of Jeeps to Lebanon was|bus passes the showroom every 30 ° | Gold watches went to Paul Mur- 

n diverted to Rumania. Willys had al-|minutes and it has produced a F or Disabled Vets ray. Nash, Richmond, Calif.; Seattle | NEW YORK.—Automobile deal- 
t | legedly not warned export officials | steady stream of prospects. WASHINGTON.—A new law,| Nash, Inc., Seattle; Lancaster |°t doing outstanding year-around 
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that Rumania was likely to get the 
vehicles. 


Speedway Slated 
At Daytona Beach 


DAYTONA BEACH, Fla. — Day- 
tona Beach Motor Speedway, Inc., 
has signed a contract with the 
Volusia Country Racing and Rec- 
reational Facilities Authority 
granting permission for the Speed- 
way to build a 2%-mile auto rac- 
ing track. 

J. Saxton Lloyd, authority chair- 
man, is a former NADA president. 

The Speedway, according to Bill 
France, corporation president, will 
have a triangular track with three 
Straightaways and three turns. 
Construction is expected to start in 
August or September, with comple- 
tion before July, 1956. 


Capitol Drops Dodge; 
Takes Sloate Chevrolet 
HARTFORD, Conn. — Capitol 
Motors (Dodge-Plymouth) has an- 
nounced 


Of the 10 salesmen hired since 
the dealership was begun last 
| November, none has sold cars 
for more than a year. The crew’s 
top man has never sold fewer 
than 20 cars in a month and he 
sold 42 in June, without any fleet 
sales. 

Sales Manager Ingles says that 
he looks for young, 
college men for his sales staff. If 
college men are not available, he 
demands a good educational back- 
ground and ambition. 

The salesmen are urged to read 
a book on selling which has been 
written by Auffenberg. 





well-dressed | 


| now in effect, extends for two years 
ithe deadline for eligible disabled 
'veterans to apply for a Govern- 

ment grant toward the purchase 
| of an auto. 

Veterans now have until Oct. 20, 
1956, or five years after discharge 
or separation from the Armed 
Forces, whichever is later, in which 
to apply. 

The law also extends the pro- 
gram to two new groups: 1. Veter- 
ans whose qualifying disability oc- 
curred subsequent to discharge. 
They have three years in which to 
apply from the date of disability; 

2. Veterans whose disability was 
not judged to be service-connected 
until after the basic time for filing. 
This group has one year after dis- 
ability in which to file. 

The Veterans Administration can 
pay up to $1,600 toward the price 
of a car to veterans whose injuries 
qualify under the law. 





Stafford Helps Entertain 


President in Laconia 
LACONIA, N. H. 





Nash, Lancaster, Calif.; Pocatello 
Nash Co., Pocatello, Id.; Lebo & 
Sons, Loveland, Colo.; Argys Mo- 
tor Co., Salida, Colo.; Beverly Nash 
Motors, Inc., Chicago; Schwarz 
Nash, Milwaukee; Johnson & Sons 
Co., Wisconsin Rapids, Wis.; Har- 
ris Motors, Winthrop Harbor, III.; 
Berry & Sons, Mitchell, S. D.; Ed- 
wards Nash Sales, Kewanee, IIL; 
Sicora Motors, Inc., New Bruns- 
wick, N. J.; William W. Geis Mo- 
tors, Shrub Oak, N. Y.; Pearl Street 
Motors, South Braintree, Mass.; 
Kivett Motor Sales, Burlington, N. 
C.; Ireland Nash, Inc., Corning, 


N. Y., and Cape Ann Auto Sales, 
Inc., Gloucester, Mass. 


promotion of manufacturers’ brands 
ean qualify for a 1955 Retailer-of- 
the- Year Award, according to 
Henry E. Abt, president of the con- 
test sponsor, Brand Names Foun- 
dation, Inc. 

Abt added that up to five car 
dealers will be in the group of 
award winners to be honored at 
the Brand Names Day dinner, Apr. , 
18, 1956. In addition to the top 
award, four certificates of distinc- 
tion are given out in each of the 
24 retail categories. 

John Walker, of Walker Motor 
Sales, Dayton, O., 1954 winner, will 
be one of the judges. Entry blanks 
are available from the foundation. 
There is no entry fee and no sam- 
ples are required initially, Abt said. 

Firms named as finalists will be 
invited to submit detailed presen- 
tations in December. Size of adver- 
tising budget is secondary to qual- 
ity of program, he said. 





Lloyd Named to Guide 


Florida Development 
TALLAHASSEE. — Gov. LeRoy 


it is dropping its fran- 
chise, held for 26 years, to take 
Over the assets and business of 
Sloate Chevrolet Co. which has 
quit business after 22 years. 

Victor Francis, Dodge regional 
manager, has said that he expects 
to be able to announce a new 
Dodge-Plymouth dealer, replacing 
Capitol, in the “near future.” Harry 
M. Sloate said his decision to leave 
the auto business was prompted by 
> the sale of his property—known as 
; Sloate Square—for $7,000,000 to a 

New York realty firm. 


Collings has named J. Saxton Lloyd 
(Buick - Cadillac), Daytona Beach, 
Fla., to head the new State Devel- 
opment Commission. He is an 
NADA past president and pres- 
ently heads the State Racing Com- 


land. 
mission, which he will leave on as- 


Charles F. Stafford, treasurer of le ' | , 
Stafford Buick Co., was chairman Urban Dealer of Month'— | suming his new post. 
The commission was created by 


of the citizens’ committee which Edd Young, Culver City, Calif., receives 

arranged the welcome for the na-| an award as Hudson “urban dealer of the the 1955 Legislature to promote 
tion’s chief executive. The presi- | month" from J. A. Stevenson, Los Angeles the state and attract new indus- 
dent spent the night at the Laconia | zone merchandising manager. This was | tries. Lloyd formerly has served on 
Tavern, which is owned by Stafford | the second time within three months that | Florida’s Advertising Commission 
and his brothers. Young received the award, ‘and Road Board. 


An automobile dealership executive | 
was a key figure in entertaining | 
President Dwight D. Eisenhower | 
when he came here June 23 during 
a swing around northern New Eng- 








Scholarship in Safety— 

Jerry R. Sostak, Askov, Minn., center, 
receives his Yankee safety scholarship 
from, J. R. Kingman jr., Dunwoody Indus- 
trial Institute director, and Stanley E. 
Bourassa, Yankee Metal Products’ Min- 
neapolis representative. Yankee annually 
makes the award for a study of highway 
lighting equipment, 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 


Week Week dan. 1 
Ended Same Ended dune, To 
duly 2, Week, June 25, 1955, July 3, July 2, 
1955 1954* 1955* Total 1954* 1965 
AMERICAN MOTORS — 3,567 2,009 3,516 16,257 51,023 105,873 
Se ear 919 818 910 4,005 14,724 34,130 
ETL. olinchieucsestenursveyenee 2,648 1,191 2,606 12,252 36,299 71,743 
CHRYSLER CORP. .... 26,550 16,077 26,574 121,098 385,112 797,834 
EEE, isedleiuixavondsedtiaiues 4,100 1,798 4,094 18,286 57,253 112,336 
SNEED > Soceesessssevsecostesstons 2,450 1,548 2,464 10,691 37,599 80,569 
REED 3x, 0kcvuszecnsivevissbscvves 5,500 3,167 6,082 24,949 69,142 179,893 
ED, socpnxevesoseoyesevs 14,500 9,564 13,934 67,172 221,118 425,036 
FORD MOTOR. ............ 42,320 32,581 50,121 193,338 939,002 1,158,185 
EE hued pensive tesvetersieessas 33,670 26,993 38,272 149,996 761,428 901,734 
UNE Sestossatsssoseavensevsss | sedevety | 643 69 2,147 22,359 21,675 
ee 8,650 4,945 11,780 41,195 155,215 234,776 
GENERAL MOTORS .. 82,761 56,266 67,700 302,503 1,549,949 2,102,988 
ELL os chwiivsvecvnssivs webees 15,916 9,947 12,741 61,104 290,656 427,675 
EDD © \vecuccvabebeciceshvtsies 3,200 2,785 3,802 10,715 62,867 82,796 
Chevrolet. ..................... 37,500 28,824 30,261 132,479 772,018 946,112 
Oldsmobile .................. 14,045 8,867 11,251 54,648 227,514 331,274 
EE Suid ccrsdudchevshianses 12,100 5,843 9,645 43,557 196,894 315,131 
KAISER MOTORS ...... 220 236 594 14,105 6,431 
EES siblisiciwstibiarecsicdes ee 127 236 594 5,335 1,003 
MEN evicceiveektissssesstasense “Ubiseeus ne 8,770 5,428 
SET SRI) sasscoccessescavesve 3,556 2,143 3,118 15,357 62,753 115,990 
NEE Seiiaivesaisrvinessnive ee... ica 1,715 7,695 19,554 43,627 
Studebaker ................ 1,806 2,143 1,403 7,662 43,199 12,363 


Total Cars, U. S. 


649,147 3,001,944 4,287,301 


COMMERCIAL CARS 


(U. 8S. PRODUCTION ONLY) 














Week Week dan. 1 Jan. 1 
Ended Same Ended June, To To 
duly 2, Week, June 25, 1955, duly 3, duly 2, 
1954* 1955* Total 1954* 1955 
6,349 10,014 40,698 184,554 199,119 
65 102 454 1,812 2,661 
12 80 352 2,025 1,850 
1,925 2,879 13,025 47,300 55,773 
5,837 7,575 30,121 167,311 195,658 
ie Pipa iucicishes cases 2,500 1,064 2,562 11,438 46,875 50,755 
INTERNATIONAL ... 2,356 1,834 3,190 14,160 56,018 70,848 
IN Bestia Iudéesinaosasteesenases 385 200 386 1,636 3,550 6,863 
ce da cadsacitiiekcaasessene 120 44 116 532 5,488 2,692 
STUDEBAKER ....... 336 99 206 1,571 6,916 10,800 
I ticlocnasiincanconasicxoses 335 187 344 1,460 5,634 71,076 
I fica csssthihanhoveanssvane. <kacokon 1,505 1,630 5,504 32,360 40,219 
MISCELLANEOUS ..... 100 79 100 455 4,097 2,620 
Total Trucks, U. S. .. 26,237 19,260 29,184 121,406 564,440 646,934 
Total Cars, Trucks, 
EE cid ssechiaditoccceniiaanect 184,991 128,556 180,449 770,553 3,566,384 4,934,235 
Total Cars, Trucks, 
SIN 4 55 iis ccpsicanttodsnens 10,329 4,787 11,333 58,842 252,700 282,977 
Grand Total, 


Cars and Trucks, 


U. S. and Canada ..195,320 133,343 191,782 829,395 3,819,084 5,217,212 
*Revised. Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 





‘Thoughtlessness’ Blamed .. . 


Kid Drivers Admit Fault 


DETROIT.—The majority of high 
school students blame “thoughtless- 
ness” as the major factor in reck- 
less driving, according to a survey 
conducted by Chevrolet. 

A questionnaire was sent to 4,000 
youngsters across the nation and 
Chevrolet found that they were as 
hard on their contemporaries as 
their elders. 

They reported that, in their 
opinion, the worst drivers were 
found in the 15-20 year age 
bracket, second was the over-50 
bracket and third was listed as 
the 20-80 year span. 

Second factor blamed for reck- 
less driving was “carelessness” and 
some 10 percent listed the trouble 





Shattered by Prospect, 
Dealer Nets a Sale 


SALEM, Ore. — Delores Mon- 
roe drove her 1941 car through 
the plate-glass window of Otto 
J. Wilson (Buick). An alert sales- 
man met her and talked her into 
trading ‘the slightly damaged car 
for a newer one. 





as a reflection of an _ inferiority 
complex. 

The questionnaire also asked 
whether boy and girl passengers 
will protest when their drivers go 
too fast or violate any of the other 
standard traffic safety rules. The 
ballot indicated 73 percent of the 
girls—but only 21 percent of the 
boys—would complain. 

However, 78 percent of the stu- 
dents replying said that they 
thought the reckless driver has no 
“irregular behavior pattern.” 

Dad was credited in approxi- 
mately half the answers to “who 
taught you to drive” and the “boy 
friend” finished a strong second. 
About 2 percent listed themselves 
as “self-taught.” 

Mothers were rated higher as 
teachers in Seattle than in any 
other community. Chicago’s rating 
of reckless drivers as “good stu- 
dents” was exceptionally high. Ak- 
ron figured them “much poorer” 
than the average. 

More than half of the Jackson- 
ville (Fla.) students said reckless 
drivers did not get along well with 
others. In contrast, Detroit young- 
sters felt they are as popular as 
the non-reckless kind, 








649,000 Built in June... 





July Output Rising 


~:|To 660,000 Cars 


(Continued from Page 1) 


trucks during the first half, or|stallation of the division’s new 
nearly 650,000 more units than were | dual trim line. 


built during the second half of 
1950. 
While none of Ford Motor’s 20 
plants was scheduled to work 
Saturday and three Mercury 
plants also were closed Friday, 
auto production last week reached 
an estimated 158,754 cars, or 
nearly 8,500 more cars than were 
erected during the previous week. 
Last week’s car output was 155.5 
percent of AUTOMOTIVE News’ three- 
year index, as compared with the 
148.1 percent compiled on the pre- 
vious week’s 151,265 cars. 


Evidence of Ford’s determination 
to recoup its June losses was un- 
derlined by the fact that the divi- 
sion for the third consecutive week 
set a new five-day production rec- 
ord. Last week’s output of 33,670 
cars broke the old record of 33,506 
established the previous week. Dur- 
ing the week ended June 18, the 
division built 333,209 cars during 
the five-day period. 

* * * 

ERCURY’S St. Louis plant was 
the only division plant which 
worked five days last week. The 
Metuchen, N. J., Los Angeles and 
Wayne, Mich. plants all were 
closed for manufacturing and pro- 

duction changes. 

Metuchen is scheduled to resume 
output on July 6, Los Angeles on 
July 8 and Wayne on July 11. The 
Wayne plant is down for the in- 


Dealer in Miami 
Offers Paris Trip 
To 65 Purchasers 


MIAMI. — An offer by Colonial 
Pontiac of an all-expense one-week 
vacation in Paris with the pur- 
chase of a new Pontiac is attract- 
ing almost as many inquiries from 
dealers as it is from prospects. 

But Colonial’s owners, Bert Kahn 
and Lou Saloman, are keeping their 
plan a secret, except to say that 
they expect to send about 65 cus- 
tomers to Paris in September. 


“This is a straight deal,” Kahn 
explained. “There are no gimmicks. 
We had to convince both Miami 
newspapers before they would ac- 
cept the advertisement. All I can 
say is that we are selling Pontiacs 
at list price and trading competi- 
tively and meeting any discounts 
made by other dealers. 

In a large ad in a Miami news- 
paper, Colonial proclaims, “Every- 
thing is included .. . air transpor- 
tation from Miami across the At- 
lantic to Paris .. . hotel, meals, 
entertainment, sightseeing, return 
trip to Miami by air.” 

Kahn said that since the adver- 
tisement appeared he has received 
telephone calls from dealers all 
over the country, including Cali- 
fornia. 


New Trial Granted 


In Arson Case 


OKLAHOMA CITY. — J. B. 
Wright, Pauls Valley new-car 
dealer convicted of arson, has been 
granted a new trial by the State 
Criminal Court of Appeals. 

Wright was sentenced to five 
years in prison for second-degree 
arson growing out of the burning 
of his business in March, 1954. Fire 
loss was set at approximately 
$20,000. 

In overriding the conviction, the 
court held that Wright was denied 
a fair trial when the prosecution, 
during cross examination, ques- 
tioned him about acts not con- 
nected with the crime. 


Shop Fire Loss $20,000 

INTERNATIONAL FALLS, 
Minn. — The body shop of Border 
Motors Sales (Ford-Mercury) here 
was destroyed by fire with loss es- 
timated at $20,000. Losses included 
a truck and two late-mode] cars. 
Joe Jones jr. is the owner, 


Kaiser Motors also suspended 
all production operations last 
week to balance inventories and 
materials commitments and _ to 
adjust production facilities. 

The shutdown, officials said, also 
will allow completion of the “226” 
engine assembly move from the 
Detroit engine division to the To- 
ledo plant, one of the final steps 
in the overall consolidation of K-W 
facilities. 

Resumption of output of Willys 
commercial vehicles is scheduled 
for July 5. No schedules have been 
released as yet on Kaiser or Willys 
car production. The corporation has 
completed its production of 1,000 
Kaisers for shipment to South 
America. 

* * * 

age agence also is entering what 

is expected to be its last big 
month of ’55-model production. 
Chrysler division, Dodge and De- 
Soto are expected to be down most 
of August for changeovers and 
Plymouth is expected to suspend 
operation’s the latter part of Au- 
gust. 

Chrysler Corp. scheduled 26,550 
cars last week, as compared with 
26,574 cars the previous week. 
American Motors and Studebaker- 
Packard Corp. continued on about 
the same level, AM at 3,567 cars for 
the week, and S-P with 3,556. 

GM made the biggest comeback 
last week, jumping scheduled 
production to 82,761 units by its 
five divisions, as compared with 
the previous week’s output of 67,- 
700 cars. 

Ford Motors, with its two-day 
shutdown at Mercury and the Sat- 
urday shutdown at Ford division’s 
16 plants, dropped output last week 
to 42,320 cars, or nearly 8,000 fewer 
units than were assembled the pre- 
vious week. 

Ford’s closing and the failure of 
Willys to schedule any commercial- 
car output last week also lowered 
truck production. Truck output 
last week was estimated at 26,237 
units, as compared with the previ- 
ous week’s 29,184. 

* * - 


Chevrolet Parts Plant 


To Increase Capacity 

BUFFALO. — Production at 
Chevrolet’s Delavan Ave. plant 
here, which supplies about 40 per- 
cent of the division’s gears and 
axles, will be increased by nearly 
30 percent in the near future, 
Ralph J. Petersen, plant manager, 
announced last week. 

Petersen said the production rate 
will be increased from the present 
170 per hour to 210 axles per hour 
just as soon as new machinery can 
be installed. He declined, however, 
to give any cost figures on the ex- 
pansion. 

An increase in personnel is also 
expected, Petersen said. The plant 
now employes 2,700 workers. 





Safest of All— 


The National Safety Council's 1954 
“Award of Honor” is presented by H. N. 
Hawkes, U. S. Rubber Co. tire division 
general manager, right, to C. L. Moody, 
the firm's Detroit plant manager. At the 
same time Hawkes presented the plant 
with the 1954 General Managers Safety 
Award for the best safety record in the 
tire division. 








Too Hot fo Handle— 


The largest package of atomic materia! 
ever designed for industrial research is 
hoisted up at Brookhaven National Lab- 
oratory for shipment to B. F. Goodrich 
Research Center, Brecksville, O. Four one- 
pound slabs of Cobalt 60 are inside the 
five-ton lead and steel “pig” which was 
loaded under 14 feet of water. Richard 
N. Chapman, Brookhaven staff, left, and 
Dr. Richard G. Bauman, of B. F. Good- 
rich, check the “pig" for radiation leaks. 


Common Carriers 
Rap U.S. Report 


On Transportation 


MINNEAPOLIS.— (UTPS) — The 
transportation report of President 
Eisenhower’s Committee on Trans- 
portation was attacked before the 
policy committee of the Regular 
Common Carrier’s national board 
of governors conference here. 

Lee Sollenbarger, vice - president 
of Denver-Chicago Trucking Co., 
Denver, urged the conference to 
oppose any package legislation 
made from recommendations of the 
report. Trucking interests contend 
the recommendations benefit the 
railroads at its expense. 

“Any national transportation pol- 
icy enacted by Congress should 
keep our agencies separate and in- 
dependent in ownership and oper- 
ation,” Sollenberger said. “It should 
provide for orderly rate regulation 
between all carriers and carrier 
groups and should prevent ‘jungle 
warfare’ ratemaking.” 

Winston W. Hurd, general man- 
ager of National Trailer Pool, told 
the conference that the pool is one 
outlet for motor carriers who de- 
sire to retain corporate entity 
while enjoying the advantages of 
bigness and a group approach to 
industry problems. 

Hurd outlined the background of 
the pool and told how it is meeting 
current problems faced by motor 
common carriers. 

The conference also approved a 
program designed to defeat two 
Congressional bills which, it says, 
are aimed at limiting Federal reg- 
ulation of rates. The bills are in- 
terpreted by truckers as giving 
railroads a better opportunity to 
compete with the trucking industry. 


Dawson Gives Up 


On Fraud Charge 


LAKE ORION, Mich. — Auto 
dealer David P. Dawson (Ford) 
has surrendered on a $28,862 em- 
bezzling charge and was freed on 
$7,500 bond with a hearing set for 
July 19. He refused to make a 
statement. 

Dawson disappeared when the 
Universal C.I.T. Credit Corp. ob- 
tained a warrant against him al- 
leging that he embezzled the $28,862 
which had been loaned to buy 17 
vehicles. C.I.T. said he bought and 
sold them but never repaid the 
loan. 

The finance firm also said that 
he owed a total of $87,146. Daw- 
son’s dealership here has been at- 
tached and is closed. 


Hubach Picked to Head 


Oregon City Dealers 


OREGON CITY, Ore. — John F. 
Hubach, Hubach & Parkinson Mo- 
tors (Dodge-Plymouth)), has been 
elected president of Oregon City 
Automobile Dealers Assn. He suc- 
ceeds Harris Kellum. 

Other officers include Jim Cal- 
der, vice-president, and Kenneth 
Pankey, secretary-treasurer, 
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W 2ight-Boost Bill Wins Passage Tr 


Pa. Finally Gives Truckers Aid 


By George E. Shelley 
Staff Correspondent 

IfLARRISBURG, Pa. — (UTPS)— 
Pennsylvania trucking industry is 
on the brink of victory in its long- 
standing fight to increase State 
truck weight limits. A bill to that 
effect has passed both houses of 
the Legislature and was awaiting 
the promised signature of Gov. 
George M. Leader. 


[he measure, House Bill 1288, 
introduced with the support of the 
Pennsylvania Motor Truck Assn., 
which spearheaded the fight for 
weight boosts at past sessions, 
would increase the maximum 
weight of commonly-used trucks 
from 45,000 to 60,000 pounds and 
the load allowed on any axle from 
20,000 to 22,400 pounds. 


Gov. Leader said the measure 
is “in the kind of shape” he ap- 
proves and only need be combed 
for possible legal flaws by the 
State Justice Department. 

Leader admitted, however, that 
the state highways department was 
“not particularly enthusiastic” 
about the proposed boost in truck 
axle weights, but pointed out that 


Dealer’s ‘Big’ Dollar 


Is Illegal Currency 


NEWARK, N. J. — Benjamin 
Bierstein, an automobile dealer 
here, became entangled with the 
Treasury Department when he 
put an 8 by 18-foot canvas replica 
of a dollar bill on display out- 
side his showroom. 


Bierstein said a Treasury agent 
had told him the display, which 
cost $500, was too realistic and 
was, in effect, a form of coun- 
terfeiting. He ordered that it be 
covered or removed. 














Highways Secretary Joseph J. Law- 
ler has the right to post roads or 
bridges against heavier truck 
weights which may cause damage. 
Several factors are believed to 
have helped win approval for the 
legislation that has proved highly 
controversial at past sessions: 


1, railroad interests dropped their 
long-standing fight against higher 
truck weights this year after go- 
ing into the “piggy back” truck 


business; 2. provisions were made 


with PMTA approval for increased 
truck license fees; 3. tolerance lim- 
its for overloading were reduced; 
4. penalties for overloading were 
sharply increased. 

The bill, as approved, would 
increase license fees by about 
$7,700,000 every two years in the 
weight classes involved, although 
light trucks of less than two-ton 
carrying capacity are not affected 
by either the weight or license 
provisions. ; 

The tolerance limit before over- 
loading fines are imposed would 
be reduced from 5 to 3 percent and, 
PMTA believes, penalties for over- 
loading have been so sharply in- 
creased that violations would drop 
considerably. 

Fines for overloading, now $25 
for loads from the 5 percent toler- 
ance to 10 percent, and $50 for 
overloads of 10 percent or more, 
would be revised on a sliding scale 
running from two cents a pound 
for an excess load of up to 3,000 
pounds to 10 cents a pound for all 
loads in excess of 6,000 pounds. 

State police would also be com- 
pelled to order the unloading of 
all overweight beyond the toler- 
ance range. 

The industry was within sight 
of a weight increase victory four 
years ago when both branches 
passed a somewhat similar bill 


Obituaries 


2 Dealers Drown 


In Oregon River 


EUGENE, Ore.—Two California 
Pontiac dealers and their guide 
drowned June 27 when their boat 
overturned in the rapids of the 
McKenzie River, about 40 miles 
east of here. 

Dead were Earl Smith, 62, of 
Sacramento; Aram Adams, 48, of 
Bakersfield, and their guide, Milo 
Thomson, 62. Their bodies were re- 
covered by state police the follow- 
ing day. 

Police said the men apparently 
had been thrown out of the boat 
in the first series of rapids near the 
point where the Blue River enters 
the McKenzie. 

= 


* Bd 


Louis Sima 

CHICAGO.—Louis Sima, 70, president of 
Lawndale Auto Sales (Oldsmobile), died 
suddenly at his home in New Buffalo. He 
had been a new-car dealer since 1924, han- 
dling several makes of cars at the present 
location, where he formerly operated a 
blacksmith shop. He has been an Oldsmo- 
bile dealer since 1932. 
. * * 


George N. Duffer 
HOPKINSVILLE, Ky.—George N. Dutf- 


fer, 72, treasurer of Christian County, died 
June 23 in a Nashville, Tenn., hospital. 





Five Oil Firms Face 


U. S. Anti-Trust Suit 

WASHINGTON.—The U. S. 
Justice Department will prose- 
cute five major oil companies 
within the next year, Assistant 
Attorney General Stanley N. 
Barnes has informed the House 
Judiciary Committee. 

Barnes said, in a letter to 
Chairman Emanuel Celler, New 
York Democrat, that the suit will 
accuse Socony-Vacuum Oil Co., 
Ine.; Texas Co.; Gulf Oil Corp.; 
Standard Oil Co. of New Jersey, 
and Standard Oil Co. of Cali- 
fornia of a conspiracy to control 
and split world oil production 
and markets. 

He added that the government 
also may file suit against seven 
Pacific Coast oil companies and a 
petroleum association to force 
Separation of production and mar- 


keting facilities. 
Se 





| Mr, 





Duffer was a former member of Fis- 
cal Court and operated a motor company 
for 39 years before selling out in 1954. 


* * * 


Howard O. Kring 
WARSAW, Ind.—Howard O. Kring, 50, 
president of Kosciusko County Auto Deal- 
ers Assn., died of a heart attack at his 
home June 26. 


* * 


7 
William D. Pidd 

DETROIT.—William D. Pidd, 51, speci- 
fications engineer in the Chevrolet fleet de- 
partment, died here of a heart attack he 
suffered while returning from Canada. He 
joined Chevrolet in 1922. 
* io * 


Fuller F. Barnes 

BRISTOL, Conn.—Fuller F. Barnes, 68, 
industrial and civic leader, died in a Bris- 
tol hospital June 18. Mr. Barnes was pres- 
ident and chairman of the board of As- 
sociated Spring Corp. from the time of its 
foundation, in 1923, until his retirement in 
1954. 

* * * 


Albert A. Claverie Jr. 


NEW ORLEANS. — Albert A. Claverie 
jr., 54, retired president of Claverie Mo- 
tors, Inc., here, died June 22 at the home 
of friends in Gulfport, Miss. Mr. Claverie 
was a member of the National Ford Deal- 
ers Council. 


Cushman Upped 
To Vice-President 


DETROIT. Edward L. Cushman 
has been elected industrial rela- 


| tions vice-president of American 


Motors Corp., ac- 
cording to George 
Romney, presi- 
dent. 

Cushman be- 
came industrial 
relations director 
for American Mo- 
tors in 1954 after 
a career as an in- 
dustrial arbitra- 
tor. He was also 
the director of 

E. L. Cushman the Wayne Uni- 
versity Institute of Industrial Re- 
lations and Michigan director of 
the War Manpower Commission 
during World War II. 

Other posts he hag held include 
those with the Office of Production 
Management, U. S. Employment 
Service, Civil] Service department 
of the Michigan State Employment 
Service and U. S. delegation to 
Metal Trades Committee of the In- 
ternational Labor Organization. 





which was vetoed by former Gov. 
John S. Fine. In 1953, a bill pro- 
posing weight increases died in 
the House. 

In addition to 
fees for trucks, Gov. Leader also 
has proposed a boost in the pres- 
ent five-cent-a-gallon gasoline tax 
to six cents, and a boost in the 
present $10 annual car license fee 
to $15 a year. 


Houdaille to Move 
Offices to Buffalo 


BUFFALO. — Houdaille-Hershey 
Corp., which is merging with Fron- 


tier Industries, Inc., will establish 


its principal administrative offices 
in Buffalo, President Ralph F. Peo 
has announced. 

The entire second floor of the 
Otis Bldg., Main and Bryant Sts., 
8,000 square feet, has been leased, 
and the staff at the company’s 
headquarters in Detroit will be 
shifted to Buffalo in the fall. 
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Divco's New Brakes— 


Floating shoes is the principle of new 
brakes offered as standard equipment on 
Divco delivery route trucks, according to 
Roy H. Sjoberg, sales vice-president. The 
14 by 2 inch brakes are said to be 15 
percent more effective at 25 miles per 
hour than previous Divco brakes, with 
increasing effectiveness at higher speeds. 
The floating design permits the full length 
of the lining to contact the drum. 


Heil Names Distributor 
MILWAUKEE.—Alabama Truck 
& Equipment Co.. Birmingham, 
Ala., has been appointed a distribu- 
tor of Heil dump bodies, hydraulic 
hoists and other products. 
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eS ea a 
Maine ‘Blue Laws’ 
Force Dealers 


To Close Sundays 


PORTLAND, Me.—The Maine 
Christian Civic League has begun 
a drive to force Maine auto dealers 
to close on Sundays in compliance 
with the State’s ancient “blue laws.” 

On one Sunday, some 12 dealers 
on Forest Ave. here closed after 
receiving a ‘“no- Sunday - business” 
order from the police chief who 
had received a complaint from the 
superintendent of the Christian 
Civic League. 

According to the superintendent, 
the League is prepared to handle 
complaints against car dealers in 
other parts of Maine who continue 
to be open Sundays. 

An attorney for the 12 dealers 
who were closed advised the deal- 
ers to stay open on Sundays in the 
future. He said the dealers would 
not transact business as they did 
on the other six days but that, the 
lots have to be supervised on Sun- 
days, nevertheless. 

On the following Sunday six of 
the 12 dealers remained open. Po- 
lice visited them and ordered them 
to close. There is a $10 fine for vio- 
lation of the blue laws. 


industry 
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HELP WANTED 
GENERAL MANAGER. EXCEPTIONAL 


opportunity with Chicago’s largest Ford 
dealership delivering more than 5,000 
new cars per year for thoroughly experi- 
enced man with proven record of capa- 
ble automobile merchandising and man- 
agement. Must be especially well quali- 
fied in training and directing large sales 
organization and well versed in used car 
market conditions. This is a top-flight 
job for a top-flight man, not afraid of 
hard work, long hours, who is young, 
aggressive and has the stamina to as- 
sume the responsibility of this executive 
position. Top salary for right man. We 
are expanding our organization and our 
present general manager is being pro- 
moted to a vice presidency of other as- 
sociated enterprises. Please do not phone. 
Write, giving full personal and business 
history. All replies confidential. Barnard 
Burke, President, Burke Motors, Inc., 
6455 S. Western Ave., Chicago, Il. 


ASSISTANT SERVICE MANAGER. Per- 
manent position for a good technical man 
with opportunity for advancement in a 
large progressive organization. The man 
we are looking for must be a diagnos- 
ticilan and possess personality to meet 
and handle customer relations. Kindly 
address Box 5042, c/o Automotive News, 
Detroit 26, giving age, experience, pres- 
ent employer, address and _ telephone 
number. Snapshot or small photograph 
if available. 


AUTOMOTIVE ADVERTISING salesman 
for leading New York newspaper. Must 
have reasonable knowledge of and inter- 
est in automotive field. Experience in 
space sales will be an important factor. 
Good starting salary and unusual long- 
term opportunity. Sell yourself in de- 
tailed letter. Box 5092, c/o Automotive 
News, Detroit 26. 


HARD HITTING EXPERIENCED retail 
sales manager wanted by large Chrysler- 
Plymouth dealer in southeast metropoli- 
tan city. Man with background of 
achievements who would be offered a 
most unusual opportunity with a dealer- 
ship that can promise a healthy and 
prosperous future. Box 5093, c/o Auto- 
motive News, Detroit 26. 





ANALYTICAL 
ACCOUNTANT- 
CONTROLLER 


Dynamic multiple auto dealerships or- 
ganization is looking for a CPA who 
understands operating controls. Pref- 
erence will be given to the man with 
multiple auto deal experience, but in- 
terviews will be given to those who 
have a heavy interpretive and organi- 
zational background. 


Guaranteed beginning salary will be 
$10,000, with an immediate potential 
of $20,000. Please state age. 


ROBERT BLUMENTHAL, CPA 
Box 23 Redlands, California 








HELP WANTED 


SALES MANAGER TO TAKE charge and 
operate a large dealership in metropoli- 
tan area of Massachusetts, one of the 
‘“‘Big Three,’’ profitably and successfully 
in today’s market. Must be an excep- 
tional individual who can develop new 
business, hire, train and direct our sales 
personnel, help close deals and have 
present proof of accomplishment, Excel- 
lent salary and percentage will be paid 
to the one who can qualify for this posi- 
tion. Please do not apply unless you 
have a proven record of accomplishment 
and can stand rigid investigation of your 
past performance. Send full resume. Box 
5070, c/o Automotive News, Detroit 26. 


SERVICE MANAGER FOR long estab- 
lished General Motors dealership in 
metropolitan area of Massachusetts. We 
need a man, 30 to 45, who understands 
and is able to handle all phases of serv- 
ice operation in well equipped, modern 
service department. Liberal salary and 
percentage. Full particulars first letter. 
Box 5071, c/o Automotive News, Detroit 
26. 

in 


OFFICE MANAGER - ACCOUNTANT 
Massachusetts. A real opportunity for 
an ambitious young man, 30 to 40, with 
experience in General Motors dealers ac- 
counting. All replies held in strictest 
confidence. Box 5072, c/o Automotive 
News, Detroit 26. 





Two Master New-Car Salesmen Wanted 
by the most progressive Old's dealer in the 
south, Located Ft. Lauderdale, Fia., the best 
town in the United States, with 8 acres and 
a million dollars’ worth of facilities, Act now 
if pe have a proven volume sales record 
and are interested in making $15,000 to $18,- 
000 per year. Write or call direct to George 
¥. King, King Oldsmobile, Ft. Lauderdale, 

a. 





LEADING MANUFACTURER in brake 
and automotive equipment desires repre- 
sentation in several choice territories for 
products that are up-to-date and in high 
demand, These products are backed by a 
complete selling program. Please give 
full information in first letter as to ter- 
ritory covered, lines handled, jobber fol- 
lowing, etc. Write Box 5074, c/o Auto- 
motive News, Detroit 26. 


GENERAL MOTORS PARTS manager— 
metropolitan Boston area. Right deal for 
the right man. State qualifications and ex- 
perience, All replies strictly confidential. 
Box 5073, c/o Automotive News, Detroit 
26. 


STUDEBAKER COMBINATION foreman- 
service manager for old_ established 
agency. Must be dependable, sober, hon- 
est. Fine clean shop, medium size. Also 
experienced new car salesman. Give com- 
plete information first letter. M. Jess 
Auto Shops, Springfield, Mo. 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 


wish to protect their identity when an- 
swering box number ads, we 


suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 








HELP WANTED 





SALES REPRESENTATIVE 


Big Three Auto Manufacturer 


To work in Cleveland District territory devel- 
oping all phases of dealership operations. 
Factory-dealership experience necessary. Un- 
limited opportunity, liberal salary, other ad- 
vantages for the right person. Give age, 
complete background and when available. 
All replies will be held in strict confidence. 


Box 5102, c/o Automotive News, Detroit 26 





USED CAR SALES MANAGER in a 750 
new car GM dealership in city of Buf- 
falo. Must be able to build and direct 
sales force, appraise used cars, Control 
conditioning department which is sep- 
arate from new car and service opera- 
tion. Give full background in reply, 
which will be held confidential. Box 
5094, c/o Automotive News, Detroit 26. 


MANUFACTURER OF ALIGNMENT 
tools, supplies and front end parts and 
tools desires representation in several 
choice territories for new and up-to-date 
products that are in high demand for all 
cars including the new 1955 models. 
These products are aiso backed by a 
complete selling program. Please give 
full information in first letter as to ter- 
ritory covered, lines handled, jobber fol- 
lowing, etc. Write Box 5075, c/o Auto- 
motive News, Detroit 26. 


WANTED—YOUNG, AGGRESSIVE service 
manager. Must be qualified to take full 
charge of service department, including 
hiring, training and customer follow-up. 
Our town has 32,000 population and is 
located on the Columbia River in eastern 
Washington. We have very little rain or 
snow and lots of sunshine. Richland is 
only 10 years old and is the site of the 
Hanford Atomic Works. Salary plus com- 
mission, Also paid vacation and insur- 
ance benefits. Wonderful opportunity for 
a man who is looking for a position with 
a future. Anderson Motors, Chrysler- 
Plymouth, Richland, Wash. 

WANTED IMMEDIATELY — Office man- 
ager for General Motors dealership in 
California, Selling 400 new, 650 used 
cars yearly in trade area of 145,000. 
Position permanent for right man. Box 
5069, c/o Automotive News, Detroit 26. 
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PARTS MANAGER — TEN years’ experi- 
ence in all phases of Ford auto and 
truck parts. Young, aggressive man. 
Presently employed but desires perma- 
nent change to south or west for family 
health. Box 5079, c/o Automotive News, 
Detroit 26. 

TRUCK SALES MANAGER — Ten years’ 
experience, mostly Ford, in truck and 
used car selling and managing. Age 32, 
married, two children. Desires midwest. 
Can work a profitable truck operation 
for any of the “‘Big Three.’’ Box 5080, 
c/o Automotive News, Detroit 26. 





46 


POSITION WANTED 


GENERAL MANAGER OR service super- 
visor, Active, aggressive, well educated, 
pleasant personality. Fully capable of 
organizing and co-ordinating all depart- 
ments of large volume operation. Pres- 
ently employed by very large volume 
metropolitan ‘‘Big 3’’ agency. Thor- 
oughly familiar with all details of sales, 
service, parts, body shop operations and 
capable of operating same on profitable 
basis. I am not interested in a high 
pressure operation but for someone 
wanting a man of mature judgment and 
sound business ability to take over your 
responsibilities, I’m your man. Would 
prefer to relocate western mountain 
state in town of 20-50 thousand. Box 
5078, c/o Automotive News, Detroit 26. 

AVAILABLE — EXPERIENCED general 
manager for automobile dealership with 
money to invest. Prefer northern mid- 


SALESMAN—AGE 37, 


AUTOMOTIVE NEWS, JULY 4, 1955 


POSITION WANTED 


USED CAR MANAGER with twenty-five 


years’ successful experience. Aggressive 
good closer—know how to accept full re- 
sponsibility. Can furnish best of refer- 
ences. Single. Box 5082, c/o Automotive 
News, Detroit 26. 


DISTRIBUTOR SALESMAN desires to 


purchase own stock of nationally adver- 
tised automotive parts and accessories 
direct from manufacturer for exclusive 
South Carolina territory. Douglas Hen- 
derson, Greenwood, 8, Car. 


six years’ experi- 
ence calling on and doing missionary 
work with the better type automotive 
wholesalers throughout the southeast de- 
sires permanent connection of similar 
nature, Box 5095, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER or sales manager. 


POSITION WANTED 


in absence of owner. Experienced ac- 
countant, assistant manager, Good new 
ear sales record with Dodge dealer. 28 
years old with 5 years’ experience. Will 
consider any offer. Box 5077, c/o Auto- 
motive News, Detroit 26. 


BUSINESS OPPORTUNITIES 
FOR SALE—ONE OF the 


“Big Three” 
auto agencies. Well established in good 
county seat of over 13,000 population. 
Can be purchased with or without used 
car inventory. Good lease on building. 
Box 5088, c/o Automotive News, Detroit 
26. 





FOR SALE — 





west states. Box 4984, c/o Automotive 
News, Detroit 26. 

CHEVROLET ASSISTANT parts manager, 
experienced all phases, desires manage- 
rial position with future. Box 5081, c/o 
Automotive News, Detroit 26. 


Age 40, 15 years’ Ford factory and deal- 
ership experience. Complete knowledge 
Ford or Mercury operation. Aggressive, 
sober, hard worker. Would like to locate 
eastern Ohio or West Virginia. Box 5046, 
c/o Automotive News, Detroit 26. 


HELP WANTED 


SALES OPPORTUNITY 


Leading manufacturer in field similar to automotive has midwest sales positions open 
to district managers and sales representatives experienced in working with dealers 
and qualifying prospects. Five years’ field background preferred. You will have a 
valuable opportunity to utilize your experience in appointing, supervising, and assist- 


ing dealers in operations to your advantage. To those who qualify we offer: 1. Com- 
plete and thorough training program covering all phases of the industry, 2. Excellent 
compensation consisting of salary, productivity override, plus all expenses in the 
field; the company also provides complete financing, promotion, dealer development, 
and assistance in all phases of the business to insure effective results. Reply by mail 
with concise but complete information reviewing your qualifications and experience. 
Write Box 5090, c/o Automotive News, Detroit 26. 





DEALERSHIPS AVAILABLE 


DEALERSHIP handling 
Chrysler-Plymouth in town of 32,000. 
Steady payroll and highest per capita 
income in the United States. Only three 
dealers in town and 9,600 cars. We have 
the finest shop and used car lot in area. 
Also service station which is presently 
selling 30,000 gallons per month, Annual 
volume in excess of $500,000. Business 
has shown a profit every month, Never 
before offered for sale. Box 5076, c/o 
Automotive News, Detroit 26. 


DEALER HANDLING Pontiac in one of 


the largest cities in Ohio, established for 
20 years. This is a big deal with an 
eight hundred car potential, Buy parts 
and equipment only. Large, modern 
building and spacious used car lot and 
parking area. Wili lease for a long term. 
Ambitious, automobile man can make a 
lot of money with this deal. Selling only 
because of ill health. Box 5050, c/o Au- 
tomotive News, Detroit 26. 





WELL ESTABLISHED DEALERSHIP, 


same owner 20 years, handling Ford— 
100 units. In southern Wisconsin. Mod- 
ern building, excellent concrete used car 
lot adjacent. Modern and fully equipped 
Ford shop and office. Good schools and a 
growing community. Will sell parts and 
equipment for less than cost for I want 
to retire. Will sell or lease building. Box 
5049, c/o Automotive News, Detroit 26. 











LEADING USED-CAR AUCTIONS 


IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., AutoMotive News, Detroit 26, Mich. 





MIDDLE ATLANTIO EAST NORTH CENTRAL 








NEW YORK CITY'S 
SKYLINE 


AUTO AUCTIO 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 





WES COON 
nj; AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


THURSDAY 
AT 12:30 P.M. 
Michigan's Fastest Growing 


BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 Auction 
s—David B. 
seer eae KE. 1-9694 








AUTO AUCTION 


TIM ANSPACH 


idway," Sep 20 
Albany-Schenectady Road 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 











ALBANY, N. Y. “WE NEVER . 
lh goose: All Checks ! ed b edo Co. of T 
nsur. y 5 i enn 
sveRY wee - 12 Soe Your Good Will—Our Most Valuable Asset 
On U. S. Povte 20A Phone 9009 
NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 


Attention Dealers 
CLEVELAND 
AUTO AUCTION 


Held Every 


TUESDAY 


4305 EUCLID AVE. 
Phone Endicott 1-2100 


LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 





MANHEIM AUTO 
AUCTION 


MANHEIM, PA. 
On Route No. 72—4 Miles Off CLEVELAND, OHIO 
Pa. Turnpike Member of NAAA 


10 year continuous operation Manny Weiser, Owner 


Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 1000 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.AA.A. 


Phone Manheim 5-2401 


Crossroads 


- » « where they meet .. . buyers 
and sellers . . . new and used car 





0. CENTRAL 


| 


dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half gee west of Grandville. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Deaiers Only 
Auctioneer: Col. W. E. “Bili" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


You will reach both groups through 
an ad in Automotive News. 








EAST SOUTH CENTRAL 





JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 


COLORADO AUTO AUCTION 
issues own check in payment of 


cars. All ‘51s and later are 


guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. 


Member of NUCDA and 
NAAA, Inc. 


— Owners — 
Francis R. Cassell 
Carroll Kopfer 


George A. Lamb, Mgr. 
Phone Denver, SUnset 1-7821 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 


AUCTIONEERS: 


Colonels Johany Wood and 
Dean Davis 


DEALERSHIP LOCATED IN THE 


DEALERSHIPS AVAILABLE 


I HAVE PROVEN RECORD to take over| OLD ESTABLISHED DEALERSHIP han- 


dling Chevrolet and Pontiac in south 
Mississippi, 150 car Chevrolet contract. 
New building. Farming, dairying, fac- 
tory payrolls. Box 5086, c/o Automotive 
News, Detroit 26. 


geo- 
graphic center of Southern California 
handling Studebaker in a metropolitan 
city of 70,000 plus 9 other towns named 
in the contract. This territory is so valu- 
able that only one other agency has 
changed hands here in the last 13 years. 
Net, after substantial owner’s salary is 
over $230,000 since 1940. $12,000 in the 
black this year. Will sacrifice parts bins, 
office and shop equipment at $14,500 for 
quick sale. Am taking new and used 
cars, parts and receivables to another 
larger location. Very attractive leases 
including adjoining, well lighted, paved 
used car lot. Factory approval a must. 
This is a good money making business 
in a prospering fast growing community. 
= 5084, c/o Automotive News, Detroit 


DEALERSHIP HANDLING exclusive im- 


ports such as Volkswagen, Porsche, Mer- 


cedes-Benz, Jaguar and MG. Excellent 
service facilities, fully equipped shop 
and office. New building. Located on 


main thoroughfare in expanding area 
up state New York. 150 new cars per 
year. $25,000 cash will handle including 
property. Box 5085, c/o Automotive 
News, Detroit 26. 


DEALER FRANCHISE AVAILABLE in 


midwest. Highly profitable dealer fran- 
chise now open with national chemical 
company. Requires top salesman with 
agricultural knowledge and experience 
selling to farmers. Only applicants with 
a past earning history of $10,000 to 
$15,000 per year—interested in doubling 
their earnings—need reply. If qualified, 
send full details of your education, agri- 
cultural experience and past earnings to 
a 5083, c/o Automotive News, Detroit 


EXCLUSIVE DEALERSHIP handling 


Packard. Owners want to retire. Unex- 
celled facilities and leases. $30,000 will 
handle. 200,000 trade area, Wonderful 
year round climate. Good fishing, miles 
of beaches. No factory pressure. Excel- 
lent opportunity. Gulf Motors, Inc., 701 
9th St. South, St. Petersburg, Fla. 





GM DEALERSHIP AVAILABLE in north- 


ern New England. 75-100 units. Good 
shop and parts business, Franchise es- 
tablished same place for 25 years. Long 
established personnel. Above average 
profit picture. General manager avail- 
able. GM financial statement monthly. 
Your inspection invited. $12,000 and 
working capital will handle. Real estate 
can be leased or purchased. Box 5087, 
c/o Automotive News, Detroit 26, 





DEALERSHIP AVAILABLE handling 


Low-Boy machinery and Pole trailers— 
semi dumps _ revolutionary swinging 
Gooseneck trailer. One man operation. 
The hottest low-boy trailer in its field. 
For further information contact Sabre 
Equipment Division, 8000 W. 47th St., 
Lyons, Ill. 


DEALERSHIP FOR SALE handling Pon- 


tiac in one of California’s most prosper- 
ous cities. Population 65,000. 300 new 
car annual potential. Building and equip- 
ment at appraised value. Parts at inven- 
tory. Used cars at low book, Present 
owner retiring. Box 5055, c/o Automotive 
News, Detroit 26. 





DEALERSHIP HANDLING Dodge-Plym- 


outh—metropolitan area of northern New 
Jersey. Excellent opportunity for volume 
sales. Now selling at the rate of over 
500 new cars a year. No real estate. 
_ 5054, c/o Automotive News, Detroit 


FOR SALE—DEALERSHIP handling Hud- 


son and Rambler. City 50,000—10 miles 
from Los Angeles, Parts and equipment 
also body shop and spray booth. Estab- 
lished 10 years. Health reasons. Approxi- 
mately $15,000. Box 5101, c/o Automo- 
tive News, Detroit 26. 


TOP SELLER OF THE 


WILL PURCHASE General Motors, 


DEALERSHIPS AVAILABLE 


EXCELLENT “BIG THREE’’ dealer: 
well equipped and manned, for purch 
who can qualify financially and ot: 
wise with factory. Strictly retail op: 
tion in prosperous city of 150,000 
southwest. Excellent lease and no 
estate to buy. This is a set-up in w! 
you secure immediate possession 
and begin without a pause. Many ye 
successful background. Because of + 


being a large dealership, your inqu r 


should reveal your ability to han 
This is owner’s ad—no agent. Box 5( 
c/o Automotive News, Detroit 26. 


OLD ESTABLISHED DEALERSHIP h 


dling Dodge-Plymouth, Gulf coast a: 
Parts, equipment and fixed assets or 


Unusual lease 50% under today’s mer 


ket. Consider partial payment, bala: 
monthly. Potential 1,500 units. Doc 
says retire. Opportunity of a lifetime 
a real operator. Box 5058, c/o Automo- 
tive News, Detroit 26. 


COLORADO AGENCY HANDLING Chr 3 


ler product. Buy equipment and parts 
only. Lease building. Must be sold iii- 
mediately. Owner has other interest. 
Box 5096, c/o Automotive News, Detroit 
26. 


HANDLING DeSOTO-P LYMOUTH in 


southern town within 75 mile radius of 
four universities. Cattle and farming 
area, five factory payrolls. Highway lo- 
cation, completely equipped shop. $12,500 
plus building if desired. Terms can be 
arranged. Box 5097, c/o Automotive 
News, Detroit 26. 





DEALERSHIP HANDLING CADILLAC- 


Oldsmobile—located Carolinas. 150 car 
deal. Good lease, Firm price for all as- 
sets including key—$50,000. Write quali- 
fications because I’m just as interested 
in seeing dealership properly placed as 
in collecting my money. Will consider 
selling 2/3 or 3/4 and get out or re- 
main active. Don’t answer unless you 
are planning to spend this amount for 
Cadillac-Olds going dealership. Reply 
Box 5098, c/o Automotive News, Detroit 
26. 


“Big 2’’—dualed 
with America’s hottest car. Sold 140 
new cars in 1954. One of the zone’s top 
deals. Located within two hours’ drive 
of Salt Lake on year around coast to 
coast highway. Low overhead. Sure 
profit. $25,000 will handle parts, equip- 
ment, buildings. Box 5099, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING Chevrolet and 


GMC—Southwestern Wisconsin, Tobacco 
and dairy center. Box 5100, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP WANTED 


Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky {or 
desirable dealership. Factory oepproval 
already assured. Box 4992, c/o Auto- 
motive News, Detroit 26. 


“BIG TWO" 
DEALERSHIP 


300 units or better in southwest or far 


west. Have factory approval and ready 


cash for a quick transaction. Send full 
All 


confidence. 


details. replies held in_ strictest 


Box 5104, c/o Automotive News, 
Detroit 26 








HELP WANTED 


We have placed men as — 


GENERAL MANAGERS 
AND 


SALES MANAGERS 


with leading dealers handling a fast selling line of cars. 
These men are in top money-making jobs. We can do 


the same for you if— 


|. you can manage a high volume deal 


2. you can demonstrate a proven ability 
to make high profits 


3. pass a rigid personal investigation. 


Several of the men we've placed have already been 
offered buy-out plans which lead to dealerships of their 


own. 


If you feel you can-qualify, send complete information. 


We make no charge to you personally for this service. 


All replies accepted in strictest confidence. 
Box 5105, c/o Automotive News, Detroit 26. 


| 
| 
| 
| 


| 
| 
| 
| 
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CARS FOR SALE 


FOR SALE '31 NASH § coupe. Black, not 
driven since 1939, 21,000 miles, mint 
condition throughout, has self lubricator, 
dual ignition, Write LeFevre Motor Co., 
Brookings, S. Dak, 





MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 


Automatic Braking 
Is the Cheapest 
- INSURANCE - 
You Can Buy 


COMPLETE with 
Guide Cables and = $6], 45 
BRAKE HOOK-UP........ 


DEALERSHIP WANTED BUSINESS OPPORTUNITIES SHOP EQUIPMENT FOR SALE 


FOR SALE—MILLER Tool Company brake 
bonding equipment consisting of electric 
oven, 16 shoe capacity; electric sander; 
bonding clamps and Barrett DeBonding 
gas oven. All ir good condition. $125 for 
complete outfit, FOB Peorla. Dependable 
Auto Parts, Inc., 1524 Main St., Peoria, 
Ill. 





DAYTONA BEACH, FLORIDA 


For sale: Modern air-conditioned ocean front 
court, 16 rental units plus living quarters for 
manager. Earnings 1953—$36,983; 1954—$38,- 


716. Selling price $175,000, $40,000 cash will ATTENTION DEALERS ! ! 


handle. Will accept new cars at wholesale 
price as substantial part of initial payment. SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Inspection invited. 
A. E. Cleveland, Realtor Excellent Bodies - Good Motors - 
Upholstery New 


Daytona Beach, Florida 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 on 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 


FORD OR GM 


DEALERSHIP 
WANTED 


By Man in Process of 





FOR SALE — LARGE Chrysler-Plymouth 
sign. Like new. Cost $419—sell for $298. 
M. W. Hertel, Olivia, Minn. 


SHOP EQUIPMENT WANTED 


GREASE RACKS — FOUR post electric 
lifts. State price, condition, age. Rodosta 
Motors, Inc., 2035 Poydras St., New Or- 

leans, La. 


Heaters 








- MISCELLANEOUS 


Selling Present Dealership FLORIDA MOTEL 


No highway worries. 1954 income of $2,494 
per unit; 1955 should be more due to new 
20x40 swimming pool. 23 deluxe units and 
owner's 2 bedroom apartment. 100% air con- 
ditioned. Almost in center of city, Good 
sound investment. $65,000 cash down. 


$250,000 cash available 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


500 to 2,000 car potential 


Factory approval assured 


Meets ALL 1.C.C. Requirements 


WITH BRAKE HOOK-UP 


ONLY. ..*51* 








Harry Elmore, Motel Broker 
649 N. Beach 


LESS 


SOMETHING NEW 
USED CARS DELIVERED 


- We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 


All inquiries will be answered Daytona Beach, Fla. 





Meets 1.C.C. Strength Requirements 
—-SPECIAL— 





immediately and confidentially. 


DEALER SERVICES 





Box 5031, c/o Automotive 
News, Detroit 26. 


MOTO-MATIC 
TOW e GUIDE 


INVENTORY SERVICE 
BUYING OR SELLING A 





DEALERSHIP? of location. Phone or write for informa- STEEL (Tow Bar) CARRYING $13.95 
© Buy Right © Sell Right) tion. and CA‘ Add Se for Padiock with 2 Keys) 
2. ae ane Robi A R LI BRAKE-MOBILE 
ee isinterested certified 
ox nseuonns-ent Sour? Soest te Suey °° (20 5 nome © neo febomper Tow Bar... 9 19200 
‘ly | BUICK-OLDSMOBILE-CHEVROLET econ TOW PILOT TRI-KING 3-Point Hook- 
oit or MERCURY DEAL Call or write for service details. 2 ee ee ws Up intre-State Tow Ber $42.50 


Sherwood 8-1500 


AUTOMOTIVE INVENTORY with Automatic Brake 


Prefer 300-400 deal single dealer point in 














rat Fy ty CE ee. WE STOCK ALL MAKES 
: mple cash available. a 
op | sured. Replies held confidential. emits CARS WANTED Cannot Be Matched TOWING EQUIPMENT and PARTS 
‘ Box 5103, c/o Automotive News, Detroit 26 im CADILLAC, CHRYSLER, DeSOTO eight At Any Price FOR AUTOMOBILES and TRUCKS 
PARTS FOR SALE Passengers wanted. aaa S ae enmeaeee 
: ance. Sharp late models. eClintock- 
BUSINESS OPPORTUNITIES 320.000 WORTH OF DeSoto-Plymouth-Hua.| Cadlilac, Phone IV 7-506, Lansing, Write Today for TOW BAR SALES CO. 
| an Ilustrated Catal Exclusive Factory Distributo 
SU «IUD. I, IG rarer crc ustrate ata og clusive Factory utors 
— parts bins, steel shelving, counter and| WwANTED—’53 NASH-HEALEY roadster. 
nd background display. Want to trade all} Write LeFevre Motor Co., Brookings, 8. AS NEAR AS YOUR PHONE 


Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 


Distributorships Open 


FOR THE QUALITY CADILLAC LINE OF 
FUNERAL COACHES AND AMBULANCES 


DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


for used cars. No junkers. Moore Bros., 
Inc., 618 Market St., Steubenville, Ohio. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Dak. 


CAR RECOVERY 


Watch this column. You may have 
the opportunity of helping to recover 
stolen property and possibly winning a 
reward. 





Territory | 
North Carolina-Virginia 


For Quick Results 
Use Automotive News 
WANT ADS 


Territory 2 
Missouri-Kansas-Oklahoma 


oral Mees eee Cg 


can help you recover a stolen car or 
find the party who gave you a worth- 
less check. Alert dealers all over the 
country in the fastest time by placing 
TT Me Me ad 


Territory 3 
Arkansas-Louisiana 





Territory 4 
Texas 


BY OLD ESTABLISHED MANUFACTURER 
Profitable proposition to reliable dis- 


(See rates, opposite page) 


SAME-DAY DELIVERY 








. 
If it's really urgent, our company- |) j.07 caR—si00 REWARD for informa- 





tributor who is interested in earning over 
$10,000 per year. Our factory representa- 
tive will help organize. 

G.M.A.C. FINANCE AVAILABLE 


Box 5091, c/o Automotive News, 
Detroit 26, Michigan 





An Ad in the Classified Section of the Automotive News 
Will Get You Quick, Satisfactory Action 


owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 








CARS WANTED 


tion leading to recovery of 1955 Chevro- 
let convertible. Color dusk rose with 
white top and rear deck, whitewalls, V-8 
Powerglide. Serial No. VC 55F127772, 
motor No. O0218463F55FB. Call Collect, 
Atlantic 8-1421. Van E, Gates, L. O. 


Gates Chevrolet Corp., South Bend, Ind. 


NEW LINES WANTED 


WELL KNOWN MANUFACTURERS’ Rep- 


resentative with three salesmen covering 
the southeastern states, desires one good 
line. We call on all jobbers, dealers and 
fleets. Box 5089, c/o Automotive News, 
Detroit 26. 


TRUCKS FOR SALE 


HOLMES WRECKER with Braden winch 


mounted on 1952 FA Dodge truck. 128’ 
wheel base. Excellent condition, Carth- 
age Motor Sales, Inc., Carthage, Ill. 


FOR SALE 


Two 1950 33-ft. Whitehead and Kale 
auto transport trailers 


ASTOUNDING NEW MASONRY 
PROCESS 


Franchises Now Available 


Applicants Must Be Men Capable of Earning $25,000 
or Better Per Year. Others Need Not Apply. Life- 
time Masonry, Process, Applied Over Cement Block, 
Frame, Stucco and Old Brick Buildings. 26 Different 
Colors in Brick and Stone. Franchise Includes Setting 
Up a Going Operation in Your Territory. Territories 
Are Fully Protected. Minimum Investment of $10,000 
ar For Full Particulars On Your Territory Write 
or Call... 


Life-Brik & Stone, Inc. 


8821 FENKELL 


DETROIT 38, MICHIGAN 


Tel. TExas 4-9606 


In service 18 months 


$975 each 


CLYDE WEATHERBY 
MOTOR CO., INC. 
Phones 25 and 700 


x * * 


CLEAN UP YOUR 
USED CAR PROBLEM NOW! 
Turn Your Used Cars Into Cash 


* 





New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 
All Other Countries — One Year $12 [] or Two Years $20 [J 


Hamilton, Texas 





TRUCKS WANTED 
WANTED—USED JEEPS, Willys 4x4 sta- 
tion wagons and pickups. Take transport 
load. Call, wire or phone Kurland Mo- 
tors, 1134 Broadway, Denver, Colo. 





WANTED—USED WRECKER. Send photo AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
and full details to Lew’s Garage, 4025 


Salem Ave., Dayton, Ohio. 


BUSES WANTED 
WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. , Box 4993, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 
ATTENTION—AUTO SHOP foremen and 
independent garage owners. One Van 
Norman block boring machine, brand 
new, never used. Cost $995.59. Will sacri- 


x * 


Call — Write — Wire 


R. S. HENRY 


New Brighton, Pa. 


TRADE CONNECTION: 
Truck Dealer [] 
insurance [1] Financial [) 


Schwam 
Charlotte, 
Charlotte 


fice. Make us an offer. Write 
Motor Co., 515 E. 4th St., 

N. C, or call Jim Chambers, 
FR 7-6581. 


FOR SALE: 2 AUTO TURNTABLES. 
Heavy duty type. Never been used. Best 
offer takes. re Metal Products, Inc., 
8000 W. 47th St., Lyons, Ml. 


Car Dealer [) 
Jobber [) 





Any make, model or quantity from 1955 on down 


ncn ces ces es cs es cs cee cs ce ee ee ces comes cs ee come me ee ee ee ee oe 








INTERNATIONAL sets a new all-time hi 


all-time high 


in 6-wheeler production 


The 76 INTERNATIONAL Trucks in 
this picture are all 6-wheelers—and 
they were all produced in one day 
at the IH Fort Wayne Works—an all- 
time record in 6-wheel production. 


The picture below is dramatic 
evidence of truck operators’ accept- 
ance of INTERNATIONAL 6-wheel 
trucks. Production has been in- 
creasing over the past year to meet 
an unprecedented demand. In 
fact, it is estimated that this year’s 
production will double last year’s 
output! 

INTERNATIONAL has been sales 
leader in the 6-wheel field for 20 
straight years — the kind of leader- 
ship that means easier sales. 


That’s just one advantage the 


+4 hited ey 


INTERNATIONAL 
TRUCKS 


INTERNATIONAL Truck Dealer has 
working for him. 23 consecutive 
years of leadership in heavy-duty 
trucks, and 17 straight years in the 
multi-stop field, too, make it more 
profitable to be an INTERNATIONAL 
Truck Dealer. 

And every truck owner is his 
prospect, because he sells the 
world’s most complete truck line, 
from 14-ton pickups to 90,000 lbs. 
GVW off-highway models. 


Franchises are available to those 
who can qualify for a position on 
this leadership team. Write in 
strict confidence to: 


Manager of Sales—Motor Truck Division 
INTERNATIONAL HARVESTER COMPANY 
180 N. Michigan Ave., Chicago 1, Illinois 


= 
All-Truck Built 
to save you 


the BIG money ! 


International Harvester Builds MCCORMICK ® Farm Equipment and FARMALL® Tractors...MotorTrucks... Industrial Power...Refrigerators and Freezers 


Watch ‘The Halls of Ivy,‘’ with Ronald Colman and Benita Hume, CBS-TV. See your newspaper for time and channel 








